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Mr. Dealer: 


I want you to buy one lot of Cow-Ease and 
sell it to your customers on my money-back-if 
not-satisfied-plan, and I will stand back of you. 


Cow-Ease 


“Keeps Flies Off” 
M- Elton Vow Cattle and Horses 


Allows them to Feed in Peace, saves many times its cost in 
extra milk. 

Sold in Sealed Cans Only—Never in Bulk or under private brands. 

Fifteen million prosperous dairymen and farmers will know about 
Cow-Ease through my advertising in the leading farm papers during 
the Spring and Summer Months. Send to your nearest Jobber for 
this Special Trial Offer today. 








Prices in Effect East of Missouri River: 











10 1-gal. cans Cow-Ease, per gal. $1.00 $10.00 

6 13-gal. cans Cow-Ease, each .60 3.60 

\% doz. quart cans Cow-Ease, per doz. 4.25 1.42 

Total $15.02 

Less Dealer’s Discount 33% per cent. 5.00 
$10.02 ° 

1 dozen Cow-Ease Sprayers 3.60 

Total cost of Trial Offer $13.62 


Dealer’s Profit on this Offer, $7.40 


4 Pint Samples and Store Advertising Free packed with this Trial Offer. Immediate 
Shipment Orders dated as June Ist, 60 days, less 2 per cent. 10days. F.O.B. Jobbing 


Points. 
See List of Jobbers on Page 29 
M. ELTON VOSE, Ass’t Treasurer 


Carpenter-Morton Company 


BOSTON, MASS. 
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Established 1840 





Table of Contents, Page 49 


Index to Advertisers, Page 97 
Situation and Help Wanted and Business Opportunities, Pages 112 and 113 
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Performance 
—Not Words 


Offers Tangible Evidence of aTire’s Worth 


We have often said that NASSAU TIRES 
were the best tires made regardless of reputation 
or price; but practically every other tire maker 
substantially claims the same thing. 


To claim to make the best is not new. 


Performance—not words—offers the only 
tangible evidence of a tire’s worth. 


Nassau Wires 


‘All-Mighty Tough" 


are making startling tire performances. 


Everybody who saw Ralph De Palma win both the Cobe 
(300 miles) and Elgin Trophies (300 miles) on one set of 
NASSAU TIRES will vouch for it. 

Everybody who saw Bob Burman smash all the world’s dirt-track records 
of from 10 to 100 miles on NASSAU TIRES, also win Oklahoma sweepstakes 
(200 miles) April 29, 1915, will tell you so. 

Everybody who saw Dario Resta at the Panama Exposition win the 400-mile 
Grand Prix race and a week later win the 300-mile Vanderbilt Cup Race, using 
the same identical tires in bobth—NASSAU STOCK TIRES, mind you—will tell 
you that such a performance has never been equalled in all the history of tiredom. 

For it is a truly remarkable thing for a tire to go through even one long race 
without mishap— 

But it is little short of phenomenal for the same tires to go through two big 
long-distance races without mishap and still be in good condition. 

No other tires have ever equalled such performances—and actual performance, 
remember, is the only tangible evidence of a tire’s worth. 

The Speed Kings and car owners have found through actual performance that 
regular NASSAU STOCK TIRES endure terrific strain and abnormal wear 
better than any other tire made. 
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May we quote you prices, discounts, etc.? 








Thermoid Rubber Company 


MAKERS OF THERMOID BRAKE LINING 


Factories and Main Offices: 


TRENTON, N. J. 





BRANCHES: 
Chicago Philadelphia 
Pittsburgh St. Louis 
Indianapolis Detroit 


San Francisco 


London Berlin Paris 
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Handsome 
Booklet ‘‘A Year 
With Nassau Tires.’’ 


Ask us for it. 
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e Ironclad 





°*Tt Rings to Beat the Band.”’ 


OU needn’t even have —alarmclocks tosell the Ironclad 
clock instinct to sell | —it takes care of itself. 

The Ironclad alarm. 
It goes merrily on in 
spite of bumps and knocks—it 
stays sold and. makes friends and ticking away. They’ll sell at 

who come for its companions. 
sight and you will soon be ordering 


The Ironclad is built for more witha capital R-u-s-h. 


service—strong, sturdy and dur- The Ironclad comes in prettily labeled in- 
able. It is dust proof, dent proof dividual boxes which display well along with 


“and fool proof; and it rings to the attractive dozen lot carton. With orders 

for 24 we print names on dial and furnish 
beat the band. The dealer electros for advertising. Order direct or 
needn’t know a ‘hing about through your wholesaler 


In broken lots 87c each. In dozen lots, 84c each. In case lots of two aozen, &22 each. 
Less 2%, 10 days at your wholesaler’ s. 


Western Clock Co., (Westclox) 
La Salle, Illinois. 


Put some to work for your profit 
account. Get them right out in 
front—a regular squad—all wound 
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Sound Reasons Why You Should 
Stock [his New Brown & Sharpe Tool 


The Quality of the Rex in respect to its accuracy 
and dependability is as high as that of any micro- 
meter made. All parts are made from high grade 
materials carefully manufactured and_ thoroughly 
inspected. 





The Price of this tool is low enough to place it within the 
reach of every mechanic. Many operators and machine 
shop handswill find the Rex a tool that meets every require- 
ment at a price they can easily afford. 


Our Extensive Advertising is bringing the merits of this 
new tool to the attention of thousands of mechanics. The 
alert mechanic realizes the real value of the Rex—hence 
he is a very probable purchaser. 





The Demand that is bound to follow this publicity should 
be taken advantage of by progressive dealers. When a me- 
chanic is interested in a tool like the Rex and asks you to 
show him one, you have a chance to make a satisfactory 
sale and a permanent customer if you have 
a few of these micrometers on hand. 





The Satisfaction to the Customer. You 
realize how important this is. If he is satis- 
fied he comes again and that means profit- 
able permanent trade. The Rex will satisfy 
the exacting demands of the most careful 
mechanic for accuracy and service qualities. 
You can offer this tool with full confidence 
that it will meet every requirement. A stock 
of these tools will result in ready, profitable 
and satisfactory sales. 





We have new folders illustrating and de- 
scribing the Rex, also effective window 
cards. Write for samples. This matter will 
help your sales. 



















List Price 
$3.50 


Subject to usual 
discounts on 
micrometers. 





A full line of our Tools is carried at our Chicago Store, 626-630 Washington Boulevard, Chicago, Illinois. 








Brown & Sharpe Manufacturing Company 


Providence, R. [., U. S. A. 
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Here’s One Reason For 
“Coes” Supremacy 








This illustration is taken from an actual photograph 
of the etched bar of a ““Coes”’ just after being “‘up set”’ to 
form the wrench head. Note the way the grain of the 
steel runs in continuous lines to form the head, giving 
the ‘““Coes’’ wrench unusual strength exactly where the 
strain and twisting pressure is applied. This is one of 
the exclusive features of ‘‘Coes’’ construction that gives 
the “Coes” its 30% greater strength and more than its 
next nearest rival. 


30% more strength, more value, at a cost of only 5% 
more than the next. Do you realize what a tremendous 
selling factor that is? You give your customer the 
most for his money when you sell him a “‘Coes’”’. 


Read our next week’s ad and the one in last week's 
issue. 







COES WRENCH COMPANY 


Established 1841 in WORCESTER, MASS., U. S. A. 
Agents, J C. McCARTY & CO., 29 Murray St.; JOHN H. GRAHAM & CO., 113 Chambers St., N.Y. 
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Exactly Meets 


A Great Consumer Need 


There has always been a need for making the burning 
of rubbish safe as well as thorough and sanitary. You can 
satisfy this need with the 








Rubbish 
Burner 

















It is made of moderately heavy gauge steel with per- 
forations only 9/32 of an inch diameter—so small that no 
piece of burning material can escape. The draught is not 
affected and complete incineration of the rubbish is readily 


accomplished at all times. 
Endorsed by leading Fire Insurance Companies. 


Order soon—get the full particulars from us at once. 
Write now. 


Clinton Wire Cloth Company 


CLINTON, MASS. 
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“NICHOLSON” filles 
are made from steel of 
special analysis, rolled 
according to the most 
rigid specifications. 


“NICHOLSON” file 
Steel is the result of 
exhaustive tests that 
have proven it best 
adapted to the making 
of files of superior 


quality. 














mil 





Using a 
NICHOLSON Flat File 


on a “bracket.” 










Files That Sell— 
And Satisfy 


The NICHOLSON files upon your shelves are half 
sold just because they are branded “NICHOLSON.” 
That name tells a story of File Value to fle users— 
they buy on sight of it. 


“OL Ss 
SSS 
OSA. 


(TRADE MARK) 





Intimate knowledge’ of file users’ requirements, 
gained by over 50 years’ experience, devoted exclu- 
sively to file making, is concentrated in the brand 


that bears the “ NICHOLSON” trade mark shown 
above. 


The net result to the user, of money value to you, 
is the absolutely satisfactory file service given by 
“NICHOLSON” files. 


Your Jobber Can Supply You 


Nicholson File Co., Providence, R. I. 
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Note the Angle Jaws 


GOOD deal of the strain taken by a wrench pulled 
A toward a man’s body is centered on the lower 
jaw of the wrench. For this very substantial 
reason we have built the new B & S Adjustable Angle 
Wrench with jaws that tilted at a counter angle of 25°. 
In keeping with this betterment over previous attempts 
at wrench building, we have produced an extra long 
sleeve and good sized nurl. Then we found it advisable 
to thin the jaws and head a bit. In so doing we added 
exceptional utility without impairing the strength. The 
wrench is drop-forged thruout of open hearth steel. 


In its present state of perfection this newest of B & S 
Tools should make a valuable addition to every hard- 
ware man’s stock. 


You are urged to send ‘for prices and particulars at an 
early date. 


Billings & Spencer Company 
HARTFORD, CONN. 
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Drop-Forged 
Cutting 
Wheels 





Immo 
Pipe 
Cutter 


A COMBINATION of 
STRENGTH and 
UPTRATY 





Drop-F orged Steel Frame. 
Drop orged Steel Cutters. 
Interchangeable from 2 
Rolls and Wheel into a 
3-Wheel Cutter by Re- 
moving Rolls and Substi- 
tuting Wheels. All Parts 


Interchangeable, 


MADE BY 


‘Trimont Mfg.Co. 


ROXBURY, MASS. 


Sead .or Catalog No. 133 
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Hack Saw Frame No. 50 


Adjustable to take 8 to 12-inch blades. 
The adjustable feature is obtained by the 


Can be sold at retail for use of a pin set in the edge of the long 
end of the frame. This construction 


25C gives a rigid frame at any adjustment. 
e The frame is light, but unusually strong, 
being made of the best cold rolled steel. 

The handle has a rich mahogany finish 


Write for Samples and Prices and all metal parts are nickel plated. 


Packed one in a box. 


Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 
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The Carpenter 





and Your Business 


Over eighty years of experience in making cutting edge tools 
has given Simonds—The Saw Makers—an unsurpassed reputa- 
tion as makers of the best saws. 


Their hack-saw, band and circular saws are standard wherever 
a saw is used, and the best mechanics everywhere know their 
hand-saws are unexcelled. The farmer swears by their buck 
and pruning saws, and the lumberman prefers their cross-cut. 
Unsurpassed quality and profit-making quality for you, go into 


SIFMONDS SAWS 


They are made of the Simonds steel, tempered 
by the Simonds process. Their set is fast, 
teeth cut like diamonds and they hold their 


edge splendidly and require little filing. “ go, 





Hang perfectly, and tire the least. 
Every one is guaranteed and is 
backed by advertising which 
reaches saw users. Take ad- 
vantage of the business we 
are creating through our 





aggressive salesman- 
ship by selling 
Simonds Saws. 











“If you want saws that cut like diamonds 
Ask for saws that are branded SIMONDS.” 


Write us for information how you can build up your 
trade with Simonds Saws. 











Simonds Manufacturing Co. 


“The Saw Makers” 
FITCHBURG, MASS. 
5 FACTORIES 11 BRANCHES 
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BETTER ROPE 
Quicker Delivery 


Early Spring activities begin to bring in the 
orders for hay rope and other cordage re- 
quirements. 

Those of your customers who said “I'll wait 
awhile’ are now deciding on their require- 
ments and clamoring for immediate delivery. 
How quickly can you deliver the goods? 
When you make up your order specify— 


Columbian 
Manila Rope 


and you'll be able to make quick delivery, for 
there is a COLUMBIAN distributor near 
you. 

You cannot travel very far without finding 
a COLUMBIAN distributor—you cannot 
buy a better rope than COLUMBIAN. 


COLUMBIAN Rope isa better rope because 
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and Branches: 


ARIZON A—-Tucson 
ARKANSAS—Fort Smith 
Little Rock 


ALABAMA—Birmingham 
Montgomery 
CALIFORNIA—Los Angeles 
San Diego 
San Francisco 
COLORADO—Denver 
Pueblo 
CONNECTICUT—Hartford 
DELAWARE—Wilmington 
DISTRICT COLUMBIA 
FLORIDA— Jacksonville 
Tampa 
-Atilanta 
Columbus 


Washington 


GEORGIA- 


Macon 
Savannah 
-Davenport 
kes Moines 
Dubuque 
Ottumwa 
Sioux City 
ILLINOIS—Cairo 
Chicago (Branch) 
Peoria 
INDIANA—-Indianapolis 


KANSAS-—-Atchison 
KENTUCK Y—- Louisville 
LOUISIANA-——New Orleans 
MAINE 


IOWA- 


Bangor 

Portland 

MARYLAND-—Baltimore 

MASSACHUSETTS—Boston (‘ Branch) 
Fall River 
Holyoke 

Detroit 

Grand Rapids 

Menominee 

-Minneapolis 

St. Paul 

Kansas City 

St. Louis 

NEBRASKA-—-Omaha 


NEW HAMPSHIRE 


MICHIGAN 


MINNESOTA- 
MISSOURI 


--Mancbester 
Nashua 
Albany 

Auburn 
Binghamton 
Buffalo 

Elmira 

Ithaca 

N. Y. City (Branch) 
Ogdensburg 
Rochester 
Syracuse 

— 


own 
NORTH CAROLIN * 


Greensboro 
OKLAHOMA—Clinton 
Oklahoma City 
OH1IO—Cincinnati 
Cleveland 
Columbus 


NEW YORK 


Toledo 
OREGON—Portland 


PENNSYLVANIA—Lancaster 


it is made of the best manila fibre—and made Philadelphia 
by men who know how to make better rope. 2 Se 
= York 


There’s a branch or distributor near you. 


Send in your order for COLUMBIAN and 
get QUICK DELIVERY. 


Columbian Rope Company 


1100-15 Genesee St. AUBURN, N. Y. 
BRANCHES: 


Chicago: 
370 River Street 


Boston: 
131 Beverly Street 


New York: 
62 South Street 
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RHODE ISLAND—Providence 
{Branch 
SOUTH CAROLINA—Charleston 
Columbia 
TENNESSEE—Memphis 
Nashville 

TEXAS—Austin 

El Paso 

Fort Worth 

Houston 

Sherman 

Waco 
UTAH—Ogden 
VERMONT—Rutland 
VIRGINIA—Norfolk 

Lynchburg 
Richmond 
WASHINGTON—Seattle 
WEST VIRGINIA—Clarksburg 
Parkersburg 


= WISCONSIN— Ashland 

= Green Bay 

= Milwaukee 
ERROR aa 
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taniey r orty-live Plane | 

This tool has long been popular’ with i 

| Carpenters, Joiners, Cabinet Makers, Pat- i 

| tern Makers and other artisans interested in © i 

woodworking of any description. Hh 

Combining as it does SEVEN TOOLS in i 

Hi a compact and practical form, occasions its i 
I use on many a job. ( 
| | Display it with its cutters in your window 
Hi and see that your tool using customers 
receive our 1|12-page “FORTY-FIVE” 
| booklet describing the tool in detail. il 
| i 
| The List Price is $7.00—a profitable tool i, 
i for you to carry. 
STANLEY Rue & Leve. Co. : 





New Britain. Conn. U.S.A. 
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FOSTER’S NEW OPAL 


for coal or wood 





_ When business is good you can with little effort seli almost any kind of range, regardless of 
price, but when times are hard you face an altogether different proposition. It is then you look 
for something of unquestionable merit at a price that will suit the most economical. 


This brings us to “FOSTER’S NEW OPAL.” illustrated on this page. The design speaks for 
itself. This range is made in 16, 18 and 20 inch oven sizes. All sizes can be furnished with Water 
Front, Oven Thermometer, Reservoir and “Armco” iron High Closet when desired. 

We guarantee: 


ist.—That with only 8 Ibs. of soft coal and in 40 minutes from lighting match, 
“FOSTER’S NEW OPAL” will bake two pans of biscuits one after the other, 
cook a large meal and heat 12 quarts of water in the reservoir. 


2nd.—That “FOSTER’S NEW OPAL” with only 3 bu. of coal will do all the 
cooking and baking for a large family for a whole week. 


Don’t force your customer to take an inferior substitute when you can secure for him the 


genuine “FOSTER’S NEW OPAL.” 


It will cost you a postal only to secure full information with quotation. Get it. 


THE FOSTER STOVE CO,, “ono : 
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~Here’s a Real One 





Trade Mark 





—— 


The All Steel Kitchen Cabinet Beautiful— 


Electric Welded and White Enamel Finished 


Absolutely 
Sanitary 


Durable 





No Warping 
or Shrinking 





No Bugs, 


Mice or Ants 


No Misfit 
Doors or 
Drawers 








All the 
Conveniences, 
all the 
Attractiveness, 
Ten times 
the Durability 
and Pleasure 











Write today 
for prices 











The slickest, smoothest, steel cabinet ever made—better than any other steel cabinet 
you ever saw, and so much better than any wood cabinet that there is simply no 
comparison. Your territory may not be taken—write today for prices and agency 


proposition. 
METAL PRODUCTS DEPT. 


THE OHIO STATE STOVE CO., Columbus, 0. 


Makers of the famous Ossco Gas Ranges, Heaters, Ovens 
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“WW” Poultry Fencing 











Most Practical—Durable—Economical 
Poultry Fencing on the Market 


FEATURES: 


Stretches tight to posts without varying the mesh. Horizontal Wires, 
which bear the strain, are two sizes heavier than the cross wires. 


Galvanized After Weaving, securely soldering all intersections. Made 
full width and will remain so after being erected. Two grades—one 
inch mesh made from Nos. 19 and 21 wire; two inch mesh, made 
from Nos. 18 and 20 wire. Full gauge wire and well constructed. 














“It’s a good seller.” 
Wickwire ——— 
“Dp rem j e r” No. 32 Wire, full gauge 
oe one “SUBSTANTIAL” 
word in 


Screen 
Wire 
Cloth — 


Wrapped in Blue paper—‘‘Blue String’’ woven in both selvage edges. Weighs over 40 per 
cent. more than standard grades 12 mesh cloth. The finish is a heavy metallic coat of high 
grade spelter or zinc, applied by an improved method recently installed. This special cloth 
commands the attention of the trade that know what constitutes a 


HIGH GRADE CLOTH 


A profit maker to both jobber and retailer 


‘WICK WIRE BROTHERS, Inc., Cortland, N.Y. 


Wire Galvanized by 
Hot Process before 
Weaving 


“IT’S BETTER” 
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The Complete. 
Weldless Chain Line— 


Coil Chains; Halters, Dog Leads and Kennel 
Chains; Cow Ties and Tie-Out Chains; 
Hammock and Porch Swing Chains. Sash 
Chain, Oneida Galvanized Chain for Arc 
Lamp Suspension, Friction Chain for 
Looms, and Chains for all Special Purposes. 
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Write for Catalog and Prices 
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Sole Manufacturers of 


Campbell Hammerlock 


PATD. MARCH I91/2 & 


Cotter Pins 
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American Chain Company, Inc. 
Bridgeport, Conn. 
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In Canada—Dominion Chain Co., Ltd., Montreal 


Wiebusch & Hilger, Ltd. 


U. S. SellingJAgents to the Merchant Trade 
106 Lafayette St. New York, N. Y. 
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“Prizes 
the Appearance of His Home 




















Over fifty per cent. of the homes served by Uncle Sam’s 
mail carriers are without a suitable mail receptacle. Their owners 
have been waiting for The IN-VU, 
the mail box that is ornamental 
and serviceable and will stand the 


Protected Mail—Seen ‘est of time. 


from front. or either side The IN-VU is a home mail box 


Architects specify The IN-VU for | Of Styles to match any wood or brick 
new homes. finish. It is constructed of plate glass 
Write for price list and booklet | snd select kiln-dried wood and is 


illustrating in colors its exceptional : 
ornamental possibilities. assembled with nickel-plated brass 





























Special Discounts to Dealers pee, OP and —. clasp, all 








non-rustible. 





Letters 


The IN-VU MANUFACTURING Co. mn 
ROCHESTER, N. Y. 




















COLLAPSIBLE VENTILATOR : The j 


Most Scientifically 
“aa §=©6@ Conducted Ventilators 


on the market 


uw a 
N G eALB VENTILATOR The volume of ventilation can be nicely regulated }by in- 


creasing or lessening the open spaces between the sections. t 
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Sizes up to 36 x 48 inches. 
The glass tops will make dark barns light. 


IMTLcoR™ 
Galvanized Embossed Cornices 
Original and Exclusive Designs 





Patented 
No. B453 





MILWAUKEE, WIS. 
Branch at Kansas City, Mo. 
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The Dexter “Double Lever” Hand Washer 
@ae” Detachable Power Pulley Furnished FREE 


The Dexter Double Levers make it run Y% easier than 
ordinary hand power machines. 


The improved “no-tear” dolly washes quicker and 
cleaner. 


The “Quarter-sawed” edge grain, cypress tubs are 
proof against warping or slivering. 


Malleable castings and careful workmanship insure 
long lite and satisfactory service. 


You can make a dollar 
extra profit on this ma- 
chine—others are doing 
it—ask us to tell you 


how. 
The “Double Tub” 
{ae Cuts Washing Time in Two 


This machine has complete power washing gearing in two 
tubs and a reversible, power wringer that swings to operate 
in any desired position. 

It takes less room than the ordinary bench washer, costs 
but a trifle more, will do over twice as much work in a 
given time. 

It will pay you bigger profits and increase your sales— 
write today for catalog and special agency proposition. 


The Dexter Co., Fairfield, lowa 


| Warehouses at Toledo, Peoria and San Francisco 





























“Don’t Forget The Price’ 


In a recent issue of one of the leading Trade Journals under the heading—Monthly Talks to Retailers and Ad- 
vertisers—the following paragraph, among others, appeared: “Remember live dealers are interested in correct 
facts—talking points, values and price. Don’t Forget the Price.” The application fits 


MYERS Pumping Jacks 


so neatly in every respect that we use it in this 
ad, believing that every dealer will be interested 
in them for the very reasons mentioned above— 
They have many talking points, excellent values 
in special features and correct construction, and 
are priced right. 

Real pumping service is built into each type. 
All styles are back geared and have machine cut 
gears and tight and loose pulleys. Side arms 
are either hard steel or tough wood. Base is 
circular—a neat patented design—and con- 
structed to surround the pump base, being bolted 
securely to platform. Wrist pins are turnéd 
steel and shafting is full size and heavy. Stroke 
is adjustable. Another talking point and an 
important one—Myers Pumping Jacks can be 
attached to any Windmill Pump without disar- 
ranging pump or pipes in any manner—appeals 
Z — one who is ready to purchase a new 
ack. 

The Price—Well, we all know that the market 
is flooded with cheap, poorly built, flimsy pump- 
ing jacks that are sold at a low price to get the 
business without pumping service being taken 
into consideration. MYERS PUMPING JACKS 
meet this competition fairly and squarely in the 
= . open field, and successfully too, for their Talk- 
= ing Points are so visible, the Values so pro- 
~ nounced, and the Lists so low that Prices are 
forgotten. 

Circulars tell all about them, and our Sales Department 
awaits your request for Prices. Let us have your inquiry— 


it will receive prompt and careful attention. 
ASHLAND 


F. E. MYERS & BRO. “oiio 


ASHLAND PUMP AND HAY TOOL WORKS 
PUMPS For Every Purpose—HAY TOOLS—DOOR HANGERS 
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—down to 1/2000th 
of an inch 


After “Detroit” drills are manufactured from the finest tool steel there 
comes a Micrometer test to 1/2000 of an inch. 

That’s accuracy in the strictest sense of the word. 

And this is only one of the refinements which make “Detroit’’ products 
such a satisfactory line to use—and Sell. 


Right now every one is wondering at the unusual performance of the new 


‘“Detroit’’ Quick Twist Drills 


A well known eastern Machine Tool Company, after running a competitive drilling test, 
wrote us—in part—as follows: 

“Drilled 103 holes, 1%” deep, 250 R.P.M., feed .006” 

against other make of drill, 55 holes 1%” deep, at the 

same speed. After regrinding the drill in a somewhat 

harder stock the Detroit Drill showed 80 holes, 14” 

deep, and the other drill 32 holes 1%4” deep.” 


Whether drills are purchased by the hundred or the thousand the only way to make the 
buying Dollars do their utmost is to hinge the final decision on actual drilling performance— 
on the cost of the drills per hole. 
Don’t you want to let some of your customers test the “Quick Twist” drills on that basis— 
AT OUR RISK? 

Write for Trial Shipment and free Drill Book ‘‘T’’ for your files. 


Detroit Twist Drill Co. 


718-730 Fort Street Detroit, Michigan 

New York—122 Chambers St. Boston—118 Pearl St. Pittsburg—412 First Ave. ' 

Chicago—118 N. Clinton St. Atlanta—9 8. Broad 8&t. Indianapolis—326 W. Georgia St. 
New Orileans—518 Camp St. 


Philadelphia—633 Market St. 


SMLOLOU 


Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 
and woodworking customers can see it, 
then sit back or rather stand alive and 
watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a center 
or level to guide them. They cut from 
the outer rim, the entire surface is at work 
all the time; no jagged ends. You can 
use them as gouges, or chisels; you can 
do scolloping, fancy scroll twist columns, 
newels, ribbon mould- 
ing, etc. 

Let us send you de- 
tails on this free display 
cabinet. 


one 





IA 


all 





LOLA 























The Progressive Manufacturing Co. 
Lonnngton, esas V. 5. A. 
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Stove Bolts 


Wii) 

















WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
RIVETS BURRS 


Largest Stock and Greatest Assortment 


American Screw Co. 
PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 















































Bishop’ 

ACK of every Bishop’s “Greyhound” IS Op S 

Saw is over 20 years of specialized ex- 66 99 
perience in High-Grade Saw making. ( sreyhound 


IN every saw that bears the “Greyhound” 
trade-mark is the toughest kind of pure, evenly 
tempered refined steel. 

OUT of every Bishop’s “Greyhound” Saw 
your customer is sure to get absolute satisfac- 
tion. The hang of the blade will please him, 
as well as the rapid, easy-cutting quality. 

AFTER 30 days’ trial if any customer says 
the “Greyhound” Saw fails to cut faster and 
easier than any saw he ever used—refund his 
money. We'll do the same by you. 

Made in both Straight 
and Skew back. 





















LIST PRICES 
Length Dozen 
a re $28.00 
ae «ene enews 60 30.00 
eee 32.00 
me Sav evvewtess 34.00 
ee eee 36.00 
Me cckevokt saves 40.00 
St wee ceed eee és 44.00 





Packed one in a box. Send for New Cata- SPEED’ CASE 


log and Trade-prices. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 


FRADE MARK, 
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For Lasting Satisfaction Tie to 


INLAND 


Basic Open Hearth 
STEEL SHEETS 


Our absolute control of all raw materials and processes, from 
our own Minnesota iron ore, through all the steps in the mak- 
in, of our own pi iron, steel ingots, refined sheet bars and vari- 
ous forms, sizes and pauges of sheets enables us to maintain a 


Very High Factor of Uniform Excellence 


The completeness of the Inland plant and its many unique features for sav- 
ing, labor and avoidin, waste enable us to 


Combine Superior Quality with reasonableness in Price 


Pan Let us talk to you just now on mill shipments of Inland Basic Open Hearth 
Blue Annealed Sheets Box Annealed Sheets Stove Pipe Sheets 
<om Sor i, Electrical Sheets, Deep Stamping, Sheets, Painted Roofin’ and Siding. 


<iN} |AND> » INLAND STEEL COMPANY 


First National Bank Bids., Chicago 
‘ HENS Works Indiana Harbor, Ind. and Chicago Heiéhts, IIL 
5 Branch Offices- SLLOUIS-ST.PAUL-MILWAUKEE-DENVER-DALLAS 














CORCO **. oe 


REGUS: PAT OFF- 


Heavy weight Garbage Cans or Pails with 
special swedged covers to hold tightly closed 
without its being necessary to employ undue 
force or strength for removing cover when in 
use. Galvanized after being formed. Guar- 
anteed not to leak. Made Nestable for Con- 
venience in handling, transporting and stor- 
ing. Figure the great amount of space saved 
when you handle Fluted Cans. 


No. 1 is 12% inches deep and 10% inches across the top. 
Capacity 41% Gallons. 


No. 2 is 18% in. deep and 12% in. across the top. 
Capacity 6% Gallons. 
No. 3 is 14 in. deep and 14 in. across the top. Covers are shipped in nests of six 


Capacity ad Gallons. 
and securely banded as illustrated. 


Single ‘‘Corco’’ Fluted Garbage Can No. 4 is 17% in. deep and 14 in. across the t 
and Cover. Capacity fom ‘Gallons. 





Side Seams, lugs for Bails and Cover Handles are all spot welded, making each part practically a solid piece of 
Metal. The bottoms are rigid, being corrugated and double-seamed or “turned in” by machines that work or roll 
edges of the two parts tightly about each other making a leak-proof bottom even before being galvanized. 


The “Corco” Label insures the quality. Material, finish 
and workmanship are assured by its presence. 


WHEELING CORRUGATING COMPANY, WareuiNe W.VA 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 


ALSO SALES OFFICES: , 
Dalles, Tex. Detroit, Mich. Minneapolis, Minn. Portsmouth, O. Richmond, Va. 
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Here’s the Carborundum File 
It’s One of the Handiest Abra- 
sive Tools We Know of 






















You can 
sell it — sell 
it quick to the 
farmer, gardener 
or caretaker for 
sharpening mower sec- 
tions, or lawn mower knives; 
for edging spades, hoes, etc. 
For sharpening almost any edge 
farm or garden tool. It’s a tapered four- 
sided shaft of Carborundum fitted with 
wood handle — just the right, handy size— 
right grit for all-around work—cuts fast and clean, 


shows long life. @ And don't forget these 
customers are also in the market for the new farm 
grinder and Carborundum Niagara Scythe Stones. 


Write for prices, discounts, trade helps. 


The Garvorundum Company, Niogara Falls, N.Y. 




















Patented in the U. S. A. 


Patents applied for 
in other countries. 


Piain Bar 





‘‘AGRIPPA’’ Boring-Tool Holders (for Multiple Bars) vs. the ‘‘Just as Good’’ Kinds 
THE SUPERINTENDENT AND THE PRACTICAL MAN 


Q.. If you hadn’t made good with the Turning Tool and 
the Planing Tool, I’d turn this down; but can’t you get 
along without this Boring-Tool Holder? 


A. Sure, but I'll need a bunch of bushings, and then I’ll 
have to make special bars for that Hex. and Octagon Steel 
we have and no holder but the “AGRIPPA’’ can take 
these; that is, no regular holder that can be bought for 
anything like the same money. The bushings for all the 
rounds I use cost more than this complete Holder, and even 
then we never can find just what we need. 


Q. How’s that? Do you mean there is an ordinary Bor- 
ing-Tool Holder made that can take all sizes of Rounds, 
Hexagons and Octagons without shims or bushings? 


A. That’s what I mean, Boss, but it’s no ordinary Tool— 
it’s another ‘“‘AGRIPPA,”’’ and believe me, it’s some univer- 
sal tool. Even the sleeve bar is a great improvement, for 
it takes straight and angle cutters on the same end with 
no loose pieces to change each time or to hunt for. Just 


Western Office and Warehouse, 
40 South Clinton St., 
Chicago. 


57 Richards St., 


J.H. WILLIAMS & CO. 


Brooklyn, New York 


one cap that takes both straight and angle cutters. It’s 
a case of a few dollars for the tools or twice as much 
for the bushings. What I want you to do, Boss, is to 
buy just a few of these now to try them out while things 
are dull, so I’ll know what to get later when we get busier. 
Now’s the time I want to find out what’s best, for later on 
we'll be too busy to watch the little things like we can 
now, and I believe these “AGRIPPA” tools will all save 
money for us. 


Q. Well, all right, John, a few tools don’t cost much, and 
I admit, these tools look good to me, too, only I suppose 
you won't be satisfied till you’ve tried them all, and have 
nothing else in the shop; you fellows never know when to 
stop. 


A. Perhaps, Boss, that’s up to the tools. If they are as 
good as their guarantee or as good as these Turning Tools, 
I know we'll want ’em, but I'll report to you again next 
week after I’ve tried them out. 


Exhibitors at 
Panama-Pacific Exposition 
Block 18, Machinery Palace. 
Your call will please us. 


Write for our new Catalogue—just out—showing a complete line of Drop-Forged Tools. 
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Brass Bound 


Price 
Cards 




















Give It 
the Place 
of Honor 


The Handy Sand Paper Package is the 
“it” we speak of. A dozen assorted 
sheets of wearable flint paper packaged 
for convenience and salably priced at 
a nickel. 


The size of the package is 534”"x45@”". 
We've printed the price and our trade- 
mark in red as an eye-catcher. 


So, if you want your incoming and out- 
going houseowners, carpenters and 
painters to stop and look and buy, give 
the Handy Sand Paper Package the 
prominence it deserves. 


If your “place of honor” is by the door, 
give that good position to the. Handy 
Sand Paper Package. Let it prove re- 
sultful. 


Order from your jobber or write us— 
at once. 








Time Savers 
Energy Savers 
Money Savers 


HERE are nine 

styles, all with 
heavy cardboard 
body, linen bond 
facing and brass 
edging for protec- 
tion. 10 per cent. 
discount on orders 
for 2 doz. cards— 
send for descriptive 
circular and sample 
card. 


Hardware Age 


Book Dept. 


239 West Thirty-ninth Street 


New York 
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“Products That Move” 





Screw Products 


do not stand still on the dealer's 
shelf. The dependable service 
they have furnished consumers for 
nearly half a century has created 
for them a demand that keeps 
them moving. 


In all parts: of the country, 
among all classes of consumers, 
Corbin Screw Products are sold 
through the results of their actual 
performances. There is no black 
mark on their service record. 
Consumers purchase them with a 
knowledge that they will fill the 
bill. Dealers stock them because 
of their confidence in their selling 
value. Years of experience have 
convinced them of this. 


If you are not already one of 
the many Corbin dealers, you are 
missing a source of permanent 
profit. Let us furnish you with 
price lists, discounts and cata- 
logues on 


Wood Screws 

Machine Screws 

Jack, Safety and Ladder Chains 
Furnace Chains 

Stove Bolts and Rods 
Escutcheon and Hinge Pins 


Special Screws milled from the solid 
bar 


Corbin Brakes 
Corbin-Brown Speedometers 


THE CORBIN SCREW 
CORPORATION 


The American Hardware Corporation, Successors 
NEW BRITAIN, CONN. 
BRANCHES: 
New York Chicago 
Makers of 


Automatic Screw Machine Parts 


Philadelphia 
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TRADE-MARK 










For holding screws with a bull-dog 
erip in hollow tile, laths-and-plaster, 
expanded metal laths, metal window- 
frames, sashes, concrete, etc. 


Indispensable in modern building 
construction to architects, builders, 
plumbers, steam-fitters and _ electri- 
cians. 


. Ankyra Bolts are not loosened by 
jarring. The nut is an integral part 
of the Bolt. The screws can’t work 
loose, but they can be taken out and 
replaced at will, without losing the 
Bolt. Ankyra is a permanent screw- 
hold. 

Ankyra Bolts are the only prac- 
tical means, in many cases, of fasten- 
ing fixtures quickly and securely to 
walls—and the most economical. 





Ankyra Expansion Bolts are of spe- 
cial steel’and made for No. 6, 8, 10, 12, 
14, 16 and 18 Wood Screws. It will 
pay you to look into them at once. 








sf 
Fill out the coupon for FREE a 
samples and _ booklet ey ws 
ao 
ANKYRA 9,0 
MEG. CO. Ss o 5 Petite 


Please send without cost 


. e Fag 
Philadelphia > f °F obligation to me, samples 


@ and booklet describing Ankyra. 
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Electric Motor in sets retailing at $5.00, 
$7.50, $10.00, $15.00 and $25.00. 
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Liberal Demonstration Allowances. Generous Discounts. 
Write now for free steel girder and complete preposition. 





GERSERS THE MYSTO MFG. CO., 41 Foote St., New Haven, Conn. 





LIKE ‘ Z 
EF: ee New York Salesroom: Geo. Borgfeldt & Co., 
STRUCTURAL “ Sih 225 Fourth Ave., Cor. 18th St. New York City 
STEEL i'Y Geo. C. Salch Co., San Francisco, Cal. 














Faultless Casters 
for 
FIFTEEN YEARS 
have led the world! 


Progressive Jobbers and 
Dealers substantiate our 
claim to caster-leadership. 


Are you SURE? 
If not—get ‘Faultless- 
wise’ to-day. 


Faultless Caster Company 
EVANSVILLE, INDIANA, U.S.A. 











‘“Faultless” to the last turn! 
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Just One Minute 
LISTEN 


If one of your customers said to you, I want to 
look at an 


ANCHOR BRAND 
CLOTHES WRINGER 


Would you have to dig down under the counter and get it? 
Then hunt up a duster to clean it? And expect to make the 
sale? You might make the sale but the odds are against you. 


Lovell Manufacturing Co. 
Erie, Pa. 





































“ONE MINUTE” 


The World’s Greatest Washing Machine 
SELLS ITSELF 


Nets the dealer good profits and makes satisfied customers 


The One Minute Power or Electric Bench Washing Machine with 
Swinging Wringer is a complete laundry in itself. 
Let us tell you how we invite the prospects to your store. 


Write us for 
our illus- 
trated cata- 
logue giving 
full particu- 
lars and illus- 
trationsin 
colors of our 


Hand Power 
Engine 
Power and 
Electric 
Power 
Washers. 





: Boe ea 5 Re Rie Peacoat. get ree 
‘ ae fe Nee pe Se lite ae eM 
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ONE MINUTE MFG. CO. : : ~~ Box A, Newton, lowa 
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-| ing new ones for yourself. 
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‘| Look Behind | 

| Your Profits | 

-| Your Profits | 

= AKE a peep “behind | _ 

= the scenes’ of store |— 

= service in general. Con- = 

| sider the way assured profits | — 

| _| are kept in running order by | __ 
| || other merchants. Then ap- |~— 
| = ply this knowledge by look- = 
i =| ing forlogical meansofcreat- | — 
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Bowman Quality 
Cut Glass 


has outgrown the position of 

side-line in the hardware 
trade. It has come to mean 
a sure method of bringing 
women into closer contact 
with the buying of hardware. 
Dealers have discovered that. 
Can you profit by this infor- 
mation ? 


The Geo. H. Bowman Co. 
Cleveland 


Manufacturers and Importers 


China, Aluminum, Cut Glass, etc. 
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OQ acquire beautiful lawn 
ig effects owners of country 

homes need only to choose 
Excelsior Rust Proof Trellis 
Arches from your stock and ar- 
range them to suit their fancy. 
That they will choose thus wisely, 
is one direct result of our na- 
tional advertising, which is run- 
ning full blast right now. 





= ~ “3 SR erat cee 5 
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Excelsior Rust Proof Products; 
of which Arches are a mere item, 
include Fencing, Trellis and flower 
and tree guards. All are heavily 
galvanized aiter being woven 
from large and smooth wires. All 
have clamped joints. All are well 
made and well advertised. 


Sata OE nls a AA ERICA LES NS Ai es Da ER Aa Slee eon esKiinitiniticNbuini~- soe 


If your jobber can’t supply Excel- 
sior Rust Proof Products, order 
directly from us. 
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Wright Wire Company 


Worcester Mass. 5 
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Display This Ca 














THIS IS THE 





Osborn Fly-Swatter 
+> ‘The only Fly-Swatter Made : 
of T Steel Wire that 
Won't Kink or Tangle 


Springy—Sure-Killing —Long-Lasting 


The Osborn will outwear five of the ordinary soft wire kind 








Hew 10" ELOEES |10° tow 














Stock This Swatter 
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THE OsBoRN MANUFACTURING COMPANY 


CLEVELAND MILWAUKEE SAN FRANCISCO NEW YORK CITY 
61 First St. 


5401 Hamilton Ave. So. Water & Ferry Sts. 


204 Centre St. 


BRUSHES, BROOMS, FOUN- 
DRY SUPPLIES AND HARD- 
WARE SPECIALTIES. 























Albany, N. Y., Walker & Gibson. 

Albany. N. Y., Albany Hdwe. & Iron Co. 
Alexandria, Va., E. S. Leadbeater & Sons. 
Anniston, Ala., Cater-Kilby Hdwe. Co. 
Atchison. Kan., Wherrett-Mize Drug Co. 
Baltimore, Md., James Bailey & Son. 
Baltimore, Md.. Griffith & Turner Co. 
Baltimore, Md., Gilbert Bros. & Co. 
Belington, W. Va., Kane & Keyser Hdw. Co. 
Bloomington. Ill., B. 8. Green Co. 

Buffalo, N. Y., Buffalo Wholesale Hdwe. Co. 
Buffalo, N. Y., Loegler & Ladd. 

Burlington. Ia., Drake Hdwe. Co. 
Burlington, Ia., Churchill Drug Co. 
Burlington, Vt., Vermont Hdwe. Co. 

Cedar Rapids, Ia., Churchill Drug Co. 
Chicago, Ili.. Fuller-Morrison Co. 
Chillicothe, Ohio, Spetnagel Hdwe. Co. 
Cincinnati, Ohio, Alfred Voegler Drug Co. 
Cincinnati, Ohio. Kruse Hdwe. , 
Clarksburg, W. Va., Williams Hdwe. Co. 
Clarksville, Tenn., Elder-Conroy Hdwe. Co. 
Cleveland, Ohic, Lockwood, Luetkemeyer 


Henry Co. 
Columbus, Ohio, H. Mithoff & Co. 
Columbus, Ohio, Orr, Brown & Price. 
Columbus. Ohio, Smith Bros. Hdwe. Co. 
Columbus, Ohio, Kauffman, Lattimer Co. 
Dallas, Tex.. Greiner, Kelly Drug Co. 
Dallas, Tezr., J. W. Crowdus Drug Co. 
Dallas, Tex., Texas Drug Co. 
Danville, Va., Virginia Hdwe. & Mfg. Co.° 
Dartmouth, N - James Simmonds & Co. 
Denver, Colo., L. A. Watkins Mdse. . 
Des Moines, Ia., Standard Glass & Paint Co. 
Detroit. Mich., Standart Bros., Ltd. 
Detroit, Mich., Michigan Drug Co. 
Detroit, Mich., Buhl Sons Co. 
Duluth, Minn.. Kelley, How, Thomson Co. 
East Liverpool, Ohio, Trotter & Son. 
Edmonton, Can., Edmonton Paint & Glass Co. 
Elmira, N. Y.. G. A. Gridley & Son. | 
Escanaba, Mich., Delta Hdwe. Co. 
Fort Smith, Ark., John Schaap & Sons Drug 


0. 
Fort Wayne, Ind., Fort Wayne Drug Co. 
Fort Worth. Tez., H. W. Williams Co. 
Frederickton, N. B., R. Chestnut & Sons. 
=a N. B., Jas. S. Neill & Sons. 
t 


Gainesville, Ter., H. W. Stark Drug Co. 
Grand ~~ Mich., Hazeltine & Perkins 
rug Co. 


See Advertisement on Front Cover 


Greenville, Miss., The Goyer Co. 
Halifaz. N. 8., A. M. Bell & Co. 
Houghton, Mich.. Portage Lake Hdwe. Co. 
Houston, Tez., Southern Drug Co. 
Houston, Tex., Houston Drug Co. 
Indianapolis, Ind., Daniel Stewart Co. 
Ironton, Ohio, Hutsinpillar-Sheridan Co. 
Ithaca, N. Y., Tremen, King & Co. 
Jackson. Miss., T. McCleland Hdwe. Co. 
Jackson, Tenn., J. Edenton Co. 
Jackson, Tenn., McGee Ross Hdwe. Co. 
Jacksonville, Fla.. Bond & Bours Co. 
Joplin, Mo., C. M. Spring Drug Co. 
Kansas City, Mo., Evans Smith Drug Co. 
Kansas City, Mo., McPike Drug Co. 
— City. Mo., Faxon & Gallagher Drug 
0. 
Kansas City, Mo., Stowe Impl. Supply Co. 
Keyser, W. Va., Siever Hdwe. Co. 
Keyser, W. Va., S. & T. Hdwe. Co. 
Kingston, N. Y., H. 8S. Crispell Co. 
Knorville, Tenn., House-Hasson Hdwe. Co. 
La Crosse. Wis, Fred Kroner Hdwe. Co. 
Leavenworth, Kan., Crancer Hdwe. Co. 
Lexington, Ky., Drake, Ruckno & Fister Co. 
Lincoin, Neb., Harphan Bros. Co. 
egy Ky., Belknap Hdwe. & Mfg. Co. 
a . 


N. Y., H. D. Thompson & Co. ’ 


Mansfield, Ohio. Martin Hdwe. Co. 
Marietta, Ohio, Union Hdwe. Co. 
McGregor, Ia., C. : ramer. 

Milwaukee, Wis., Milwaukee Drug Co. 
Milwaukee, Wis., John Pritzlaff’ Hdwe. Co. 
Milwaukee, Wis., Yahr & Lange Drug Co. 
Minneapolis, Minn... Janney, Semple, Hill 


Moncton, N. B., Sumner & Co. 
Montreal, Can., A. Ramsey & Son Co. 
Nashville, Tenn., Craig & Shoffner Hdwe. 


Nashville, Tenn., Gray & Dudley Hdwe. Co. 
Nashville, Tenn., McWhorter-Hutton Co. 
New Orleans, La.. A. Baldwin & Co.. Ltd. 
New York, N. Y., T. C. Edmonds & Co. 
Norton, Va., Norton Hdwe. , 
Oklahoma City, Okla., Alexander Drug Co. 
Omaha, Nebr., Paxton. Gallagher Co. 
Ottumwa, Ia., J. W. Edgerly . 

., E. B. Fergerson Impl. Co. 
Peoria, IlUl., Isaac Walker Hdwe. Co. 
Petaluma, Cal., Petaluma Incubator Co. 
Petersburg, Va., W. E. Armstrong & Co. 
Philadelphia, Pa., Seltzer-Klahr Hdwe. Co. 


MANUFACTURED BY 


LIST OF COW-EASE JOBBERS 


Philadelphia, Pa., H. F. Michell Co. 
Pittsburgh, Pa., J. C. Lindsay Hdwe. Co. 
Plattsburgh. N. Y., Marshall, Wood & Riley 


Co. 

Pueblo, Col., Pierce Seed & Produce Co. 

Richmond, Ind., Miller Bros. Hdwe. Co. 

Rochester, N. Y., Gibson Drug Co. 

Rock Island, Ill., Hartz & Bahnsen Co. 

Saginaw, Mich., Saginaw Valley Drug Co 

St. John, N. B., Emerson & Fisher. Ltd. 

St. Johnsbury, Vt., Peck Co. 

St. Joseph, Mo., C. D. Smith Drug Co. 

St. Joseph, Mo., Van Natta Drug Co 

St. Joseph, Mo., Ross Frazer Iron Co. 

St. Louis, Mo., Sligo Iron Store Co. 

St. Louis. Mo., Geller, Ward & Hasner 
Hdwe. 0. 

St. Louis, Mo., Meyer Bros. Drug Co. 

St. Louis, Mo., J. S. Merrell Drug Co. 

St. Louis, Mo., Blanke Mfg. & Supply Co. 

St. Louis, Mo., B. Riley Hank Supply Co. 

St. Paul, Minn., Noyes Bros. & Cutler. 

Salina, Kan., Lee Hdwe. Co. 

Salt Lake City. Utah, Porter-Walton Co. 

San Francisco, Cal., Coffin, Redington & Co. 

Seattle, Wash., Stewart & Holmes Drug Co. 

Springfield, Mo., Hall Drug Co. 

Springfield, Mo., Rogers & Baldwin Hdwe. 


Co. 
Springfield, Mo., McGregor-Noe Hdwe. Co. 
Steubenville, Ohio, Steubenville Hdwe. & 
Supply Co. 
Syracuse, N. Y.. Chas. Hubbard Son & Co. 
Syracuse, N. Y., Chas W. Snow & Co. 
Syracuse, N. Y., Burhans & Black Co. 
Terre Haute. Ind., Froeb Bros. Co. 
Toledo, Ohio, Stollberg Hdwe. Co. 
Toledo, Ohio, Walding, Kinman & Marvin 


Co. 
Topeka, Kan., W. A. L. Thompson Hdwe. 
0. 
Trenton, N. J., E. F. Hooper & Co. 
Troy, N. Y., J. L. Thompson Sons & Co. 
Troy, Ohio, Miller Bros. 
Vancouver, B. C., F. R. Begg & Co. 
Waco, Tez., The Behrens Drug ’ 
Watkins, N. Y., L. H. Durland Son & Co, 
Waycross, Ga., P. N. Harley Hdwe. Co. 
Wichita, Kan., C. E. Potts Drug Co 
Wichita, Kan.. Southwestern Drug Co. 
Winnipeg, Can., Lyon, Monkhouse, Ltd. 
Yazoo City, Miss., Yazoo Hdwe. Co. 
Yarmouth, N. 8., 8S. A. Crowell & Co. 
Zanesville, Ohio, Bailey Drug Co. 


CARPENTER-MORTON CO., 77 Sudbury St., Boston, U.S.A. 
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Oo Wide-aWwake Healers BIO Onne 

















There’s a big business opportunity for you, Mr. 
Dealer, in the widespread demand for wire 
fencing to take the place of the unsightly, unsani- 
tary wooden fences. 


You have now the best This demand is the result of an aroused public sentiment in favor of 


iene Soar —— ‘in better health conditions, which extends to all parts of the country. 


crease your profits. Pat CYCLONE ORNAMENTAL FENCE AND GATES 


yourself in position to 


t this demand, with 
ce dae ot” Kcoe constitute the logical remedy for the conditions so generally complained 


Fences and Gates. of. Their reputation for beauty and durability is nation-wide, and is 


Write us for Illustrated long established. 
Catalog and our sure- 


profit prices to dealers. CYCLONE FENCE COMPANY 


We co-operate with you Waukegan, Illinois 
in many ways. 





Po’ po Bol Wepre? ‘ 
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Your Customers Will Be Asking For This 


Here’s a sale to every customer of yours 
who has a lawn, small or large. The 
“ENTERPRISE” Sprinkler is the most effec- 
tive means of keeping grass green and luxuri- 
ous even in hottest weather, and is an 
exceedingly decorative and attractive feature 
because of its fountain-like, whirling cascade 
effect. 

The man who buys an “ENTERPRISE” 
Lawn Sprinkler gets a sprinkler giving a 
uniform sprinkling—no pools form. This is 
accomplished by the arm of the sprinkler being 
curved to just the right degree to throw the 
water evenly over the largest area. 


“ ENTERPRISE” 


Lawn Sprinkler 


stands all the use and abuse to which a lawn 
sprinkler is subjected without getting out of 
. order or becoming damaged. It is practically 
nn = accident proof. 

The “EN TERPRISE” og a sled base—can’t upset. By means of a cord the Sprinkler can be 
moved to any part of lawn without it being necessary to turn off the water. 

This Sprinkler can’t clog up with dirt. It’s easily taken apart and cleaned. It’s strong and durable 
—giving a long life of hard service. ' 

Now’s the time to prepare for the coming Spring and Summer demand. Don’t miss a single sale 
by being unprepared. 


The Enterprise Mfg. Co. of Pa., Philadelphia, U. S. A. 
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DOUBLE OP At. WIRE 
ZINC COATED SCREEN CLOTH 


Galvanized After Weaving : White Satin Finish 





There is only one OPAL Wire Screen Cloth. This is a trade 
name and trade mark, used exclusively by us for many years as 
applied to and descriptive of our own superior Zinc Coated 
product, and is so registered in the U.S. Patent Office. 


Buyers should guard against being misled by other makes of 
screen cloth represented as ‘‘Opal Finish,’’ or ‘‘an Opal cloth,”’ 
or similar expression involving the use of our trade name. 


Get the genuine OPAL. There is nothing ‘‘just as good,’’ as 
thousands of dealers will confirm. 


Look for the Name on the Label 





WIDTHS 
18 to 48 in. 


12, 14 and 16 
MESH 








NEW YORK WIRE CLOTH CO. 


233 Broadway, New York Works: York, Pa. 
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Well Fill Your Orders 
After You Nail [Them 


During these days of ground and yard improvements the 
mere suggestion of Cellar Window Guards, Rose Arbors, 
Arches and Trellises will often suffice to get considerable A 
business. Our plan is to have you take orders, send them : 
to us, and then let us fill them to individual measurements, : 
styles, sizes and kinds of material. 










‘c 
You will readily appreciate that this method of doing busi- s 
ness eliminates the responsibility of carrying stock, and the : 
tied-up capital and crowded store room that is usually asso- 5 


ciated with beforehand ordering. In addition, we feel that 
our plan will meet the requirements of your trade more 


Meade ow USA: 7 


May we explain our plan in full? 


Ludlow-Saylor Wire Co. 


St. Louis ‘ . Missouri 
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Simpson Quick-Acting 
Swivel Base Vise 


Speed in adjusting and general convenience are the strong 
features of this vise. By simply raising the front jaw the 
adjusting screw and nut are disengaged. Thus the jaw can 
ch) <r be quickly adjusted to the work. Dropping the jaw and turn- 

S| 7 ing the screw ONCE gives the required grip. 
| There is no intricate mechanism involved. All parts sub- 
ject to strain and wear are greatly strengthened and reinforced. 

Like other “Simpson” vises, it is fully guaranteed against 
defects in workmanship and material and breakage under 
ordinary conditions. 

Catalog No. 31 contains full particulars. Get it. 


Athol Machine Co., Athol, Mass. 




















The Original GREEN RIVER MUELLER 


Neverlose Hose Washer 


A useful little article that sells on sight. 
Shown on an attractive counter card. 


SCREW PLATE 


Something that every 
user of garden hose 
will buy the minute 
he sees it. 





He sees the point 
—it can’t lose out 


Simplicity and ease of adjustment are the distinguish- of the hose coupling 
ing features of the “GREEN RIVER” Die. because it has a 
It is all done from the face of the Die and without threaded edge that 


removing the Die from the Stock. 


The cup-head screw on the right acts as a hinge, hold- 
ing the Die halves together. 


meshes _ with the 
thread of the coup- 





The size is regulated by the taper-head screw on the ling. : 
eh: reg 4 farther down opens the Die to a wl 
iameter; backing it out closes the Die to a smaller . 
diameter. . Good Seller. Good Profit. 
| Two million subscribers will read about the Mueller 
gayi gy 8 ete Neverlose Hose Washer in the Saturday Evening Post. 
firmly in the Stock. Order today. Get your share of the business. Write 


us and mention the Hardware Age. 


Wiley & Russell 
Mfg. Co. Div. H. MUELLER MFG. CO. 





Greenfield Tap & Die Cor- Decatur, III. 
| poration, New York, 28 . New York San Francisco 
Warren St.; Philadelphia, 
vege i gee 38 No. 6th St.; Chicago, Makers of High Grade Brass Goods for Water Works, 
Head Screw at Left. 545 Washington Bivd. Plumbers and Gas Works. 























When You Need Men 


consult the Opportunity Exchange of the Hardware Age 
—men—the right kind—are always open for opportuni- 
ties to advance themselves. Do you want the ambitious 
kind—the kind that can do things? 


50 words at one dollar per insertion will put you in touch 
with such men. 


Opportunity THE HARDWARE AGE 
Exchange Dept. 239 West 39th Street :: New York 
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ACTIN CAC MEN TO 


Order STANLEY No. 3000 
‘‘TWINROLD”’ SELF TIGHTENING 


COILED DOUBLE 


BOX STRAPPING 


Pat. Sept. 26, 1911, Nov. 5, 1912. 


The Stanley Works, New Britain, Conn. 
100 Lafayette St., N. Y. 73 E. Lake St., Chicago 









See page 8i , 
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One Day’s Trial of a 


Grant Noiseless Te yuu 
Riveting Machine 1 UNION CALIPER CO ORANGE, MASS. 3 


resulted in an order being placed 
for 12 more machines. 














A few reasons 
why: 





vo 11 You Can’t Beat 
(2) sin Well Pol. a M achin e 





Heads. 

(3) Avoid Broken for turning out work of dependable accuracy. We 
Castings. have recently installed several new dividing engines 

that ‘mark the graduations on Union Rules. These 

(4)Do0 not mar . 7~* ~~? if k 4 
Surface in Riv- machines are inhumanly accurate, if you know what 
eting. that means. . 

(5) Rivet Tight or ag Rules combine gent Pome with won work. 
Loose as De- ‘e spend a lot of time making them correctly. 
sired. Let us have a get-together meeting by mail. 


(6) Entire Rivet- 


n Operation ry + 
Takes, Only. One Union Caliper Co. 
For the sake of Orange, Mass. 


quality, output and 
cost reduction send 
for catalog. a as 
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The Grant Mfg. and Machine Co. 
Bridgeport, Conn. 

















BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 


<0 “a 





Twelve Medals of Special Grand Prize 


Award at 
INTERNATIONAL GOLD MEDAL 
E iti Atlanta, 1895 
xpositions 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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Tubular Rivets and Bifurcated Rivet 
ae ] 


Box. 12 Boxes to Carton 


THTTTITY 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
































CARTON ASSORTED RIVETS Chicago Branch : 316 Nortk Michigan Ave. 
WATROUS-ACHE || ---—— :—...-- 





dangerous. 

A bent mud guard, a broken lamp or radiator hurts 
your customer’s pocketbook just as much as personal 
injury. SAFETY FIRST—He must take certain pre- 
caution to protect himself, and so he must do with 
his machine. 


The Griffin Garage Door Holder 


No. 1914 
Patented 


is a simple, strong, serviceable article designed expressly to 
HOLD THB DOOR OPEN. The only practical article ever 
placed on the market. Just throw the door open in the ordinary 
way and it stays there firm. 

Get ready to demonstrate; there’s money in it for you. 


Made by 
THE GRIFFIN MAN’FG. CO., 
NEW tO ERIE, PA. 1 EHICAGO. 











N 18 SAFETY SCREEN OR 
IT IS 
O. STORM SASH HANGER 2 Fe 
THE IN 
Has No Equal sae THe 
OPEN WAY 
Serves a double purpose—gives better 
satisfaction—easier to put up—is_ safe, 
strong and a self seller. 
Has no substitute. Complete instructions i eatin ence 


with each set. A child can set them. 

Our Screen Hardware and Wrought 
Steel Butts will strengthen your line—in- 
crease your profits and give better satis- 
faction to your customers— 

Sample upon request. 


Watrous - Acme Mfg. Co. 


DES MOINES, IOWA 
Chicago Sales Office: - 180 N. Dearborn Street 























= 7 
) k Combi- ) V 
ar er S nat ion Ipe Ise 

You can’t sell a more convenient, stronger, or more serv- 
iceable vise for pipe work. This one has a Patented Expansion 
Ring Swivel, operated from side of vise, handy to the work. 
A great improvement. 

Made also with Parker’s Patented Solid Steel Bar running 
entire length of side. This feature gives greatest possible 
strength and makes the slide practically unbreakable. Has 
Semi-Steel Castings. The Steel Faces are milled, correctly 
fitted to jaws and renewable. Three popular sizes. All good 
sellers. Liberal profit. Send for Vise Catalog No. 5. 


The Charles Parker Company 


N. Y. Salesroom 32 Warren St. Factories, Meriden, Conn. 
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. YOU CAN MAKE a 


a “YANKEE” TOOL CUSTOMER 
of every man who enters your place 


7, rca and calling; In fact, anyone who ever has occasion to use tools of 
y kind. 











p= WYANKEE? ~~ a 
ard ied R  L_-SPIRAL-RATCHET. DRIVERS .N2 130 STULL 
= S| é . “ eases i — —_- — - —— = 1 WH i} Hy rity 

lt — <2 | NORTH BROS MFC CO ' mm 


A lilttle demonstration will at once interest any man in your store and make a 
possible customer, the kind that goes away pleased to return for more. 


ONE HUNDRED STYLES AND SIZES 
Your jobber can supply you 


NORTH BROS. MFG. CO. Philadelphia, Pa. a 


<Zcme> 


“DOT EMBOSSED’’ 
BOX STRAPPING 


On individual coil holders. 
300 feet to a coil, 20 coils 
in a case. Smooth round 
edges. No rivets. 


Acme Divergent Saw Edge Fasteners 






























| PORTSMOUTH [RON 
Like 2 Stone Wall to Rust&@rrosien 

















Portsmouth [ron 


GALVANIZED SHEETS 
AND ROOFINGS 


‘* Like a Stone Wall to Rust 
and Corrosion ”’ 





The brand distinguished by the 
greatest wear and service under all 
conditions—specified by the buyers 
who will have nothing short of the 
best. 

If you have not sold Portsmouth 
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tate in stocking them. The first sale 
will lay the foundation for big busi- 
ness. 

Black and galvanized sheets, and 
standard styles of galvanized roof- 
ings, including the 4, 5 and 6 V- 
Crimp, are shown in the 1915 Cata- 




















= log. Send for it. 

In cartons of 100 each—assorted sizes. Write for bl enema 

reas ® WHITAKER-GLESSNER CO 
ACME STEEL GOODS CO. e : 
a, TAPACaren a Db a ca mitetesbl CHICAGO, ILL. & Portsmouth Works 
10-12-14 TIFT STREET... a ae gases ATLANTA — PORTSMOUTH OHIO 
310 CALIFORNIA STREET......... SAN FRANCISCO 
M. E. CANFIELD @ CO............... LOS ANGELES ¢ 
J. E. BEAUCHAMP, Canadian Representative, ROR. cA SSSR RSeRBRLEB 


MONTREAL 














Headquarters for CHAIN 


Here shown are but a few of the many dif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- 
ery and are therefore uniform and of the best 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog’ 
and Trade Prices. 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. U. S. A. 
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“EL-WEL-CO.-TI”’ 


(electric welded cow tie) 


Is the best cow tie on the market 
—is superior in weld, appear- 
ance and strength—and is guar- 
anteed not to break. Made in 
Ohio pattern, two toggles, 
straight link, any length. 


Note the difference between our 
toggles and those offered as “‘just 
as g 9? 

Made full size to gauge—if 
marked 2/0 or 3/0, you may be 
sure that’s what they are. You 
will not get a size smaller as in 
some other makes. 


Sold by all jobbers, but for 
your own protection insist on 
“EL-WEL-CO-TI’’; refuse to ac- 
cept substitutes. 


STANDARD CHAIN CO. 


Pittsburgh 
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CLLTEMIN 


For Gasoline 
Pumps and Other Liquids 





The Deming 
Line is 
Complete. 


It Contains 
Pumps For All 
Pumping 
Requirements ; 
For Operation 
By Any Power. 


300 Page 
Catalogue Sent 
on Request. 





THE 
DEMING COMPANY 


Salem, Ohio 
CHICAGO: 
Henion & Hubbell 


PITTSBURGH: 
Harris Pump & Supply Co. 


Other Agencies in All Principal 
Fig. 804 Cities 

















THE WiRE Goons COMPANY 
Worcester Massachusetts USA. 


lite 
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’ 
FROM Our complete manufac- 
turing facilities enable us 


to offer SASH CORD of 
S ASH good finish and dependable 
quality at lower ‘prices 


than other manufacturers. 


This is a broad state- 
ment to make—prove it by 
a trial order. 


*““ALBA” brand, a sster- 
ling, high grade, unspotted 
cord, free from imperfec- 
tions and, by actual test, 
proven to be as durable as 
other brands that cost more. 


“STAR” brand, a more 
popular grade; our second 
quality but equal in 
strength and durability to 
many so-called “first qual- 
ity’’ brands. 


NMC 














Won't fray, break or 
catch in pulley. 


Let us tell you more 
about our line and prices. 
A postal brings full infor- 
mation. 


_———- 
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ESTES MILLS 
FALL RIVER, MASS. 
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They Come Back 
siethem Cary Ss Universal 
Box Strap 


It is the only Strap 
in existence that can 
be absolutely depended 
upon to run true to 
width and gauge and 
uniformly soft an- 
nealed so that it has 
Sagreat tensile ~~~ 
ae and yet e 
nails will drive 
readily. 


Our Strap is 
the standard for qual- 
ity, full weight and full 
measure. 











Every reel warranted 
to contain 300 feet. All 
are equipped with our 
Patent Metal Hanger. 


Manufacturers also of Flat and Twisted Wire 
Box Straps, Box Fasteners, Clasps, Seals, Cor- 
rugated Joint Fasteners, Hinges and Hasps, etc. 


CARY’S Everlasting FLEXIBLE STEEL MAT 


Write us for Catalog and Prices and learn what 
good profit there is in handling the Cary lines 


Cary Manufacturing Company 


Manhattan Bridge Plaza Brooklyn, N. Y. 
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This Button Tip 


Anti-Friction Butt 


is very popular with Architects and Builders 
—it is the last word in wrought steel butt 
manufacture. Equipped with Anti-Friction 
washers which eliminate friction, made of 
high grade wrought steel, and finished in 
whatever finish your customer may desire. 
Another thing that’ll appeal to the architect 
or builder is the fact that this butt 1s adapt- 
able to almost any style of architecture. 

Why not get a stock of these butts— 
McKinney’s No. 2765—and go after those 
new buildings? It’s a good money-making 
proposition. 


McKINNEY MFG. CO. 


1401 Metropolitan St., Pittsburgh, Penna. 











(Patented) 





THE CHAMPION 
Double 


acing Floor Hinge 


This handsome hinge of few parts has 
the “call,” and deserves it. 


The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 





Watrous Screen Hinge 








Va actuat size {ff oat ry, 
Only Side Hanger Made 


No mortise necessary—used as a hanger or a hinge. 
Easy to put on or remove. Sagging impossible. 
Equipped with gauge mark. Cannot be missed. 
Anyone can set them. Require four screws instead 
of twelve. 

Will make a hit with your customers. Every 


housewife wants them. Every purchaser a walking 
ad for your store. More sales means more profits. 





Your jobber will supply you with our full line of 
money-making screen hardware. 


Watrous-Acme Mfg. Co., 


Des Moines, Iowa 
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The Almetal Steam Washer 


(FOR FAMILY USE) 


We Guarantee it 


to wash more clothes; wash them cleaner; with less effort in 
less time than any hand operated washer made regardless 


of price. 

—Washing Machine 
—Water Heater 
—Laundry Stove 
: All in One 











— — 


Washes, Bails, S Sterilizes 
16 Shirts in 10 Minutes 


The Lowest-priced Effi- 
cient Washer Made 








Washes by the Vacuum 
Suction principle—a 
seething whirlpool of 
boiling water, steam and 
air forced through and 
through the clothes. 


Dealers. More _ than 
50,000 sold to date. Ask 
us to show why it is 
the most profitable 
and satisfactory 
washer to handle. 


Coal, Wood or Gas Heat 
SALESMEN WANTED 





Made only by 


ALMETAL MFG. COMPANY 
St. Louis, Mo., U. S. A. 


THE 


7227-9 Manchester Ave. 








Horse-Shoe Brand 
Wringers 


Warranted as to quality 
Warranted to give satisfaction 








Warranted as to price 








Plain ‘es Steel Ball Bise of Rolls 
No. 840 No. 8605 10x1% inches 
No. 841) No. 861 11x1% inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 
NEW YORK CITY, U.S.A. 











Study These Ideal Sad Iron Conditions 
IDEAL Why? 


On top of them all— ist. IT IS NOT A 
NEEDLE - POINT 


2nd. It produces bet- 
ter combustion than 
any other iron made. 


Srd. It is the sim- 
plest iron made. 


4th. It is the most 
attractive iron made. 


5th. It will last six 
to ten times longer 
than any needle-point 
iron on earth. 


6th. We sell it 
through dealers only. 
7th. We sense it 
to give satisfaction 


8th. But four years 
old, yet 100,000 more 
than satisfied users. 


9th. It is the iron 
that will stand your 
test. 


10th. Absolutely safe 
and reliable. <A child 
can operate it. 


lith. The iron is 
always clean. Oan be 
used anywhere. 


—. — for 
prices or your 
jobber. 





There are One Million worn-out needle-point sad irons in scrap pile 


NEW FEATURE 
An merreatid ~ ae pore? metal ca oe tank — no mo mocking of any 


The Ideal Sad Iron Mfg. Co. 
Cleveland, Ohio 


Made in Canada by 
The Taylor-Forbes Co., Guelph, Ont. 








Brass Bound 


PRICE 
CARDS 


Time Savers — Energy 
Savers— Money Savers 


There are nine styles, all with 
heavy cardboard body, linen bond 
facing and brass edging for pro- 
tection. 10 per cent. discount on 
orders for 2 doz. cards—Send for 
descriptive circular showing rul- 
ing and use of cards. 


Hardware Aye Book Dept. 
239 W. Thirty-ninth Street, New York 
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Makes Good Display 


Put up in sets of four in neat boxes they 
look well in your show cases. 

All built of steel. 

Smallest “Steel Gem” Caster carries 1000 
pounds. 

Roller Bearing, they revolve at a touch. 

Write for catalog and prices. 


M. B..SCHENCK CO. 


MERIDEN, CONNECTICUT 














A Real Motor 
M ower 


The Crestlawn—38-inch cut, weight 1200 
lbs: Driver rides and controls like auto- 
mobile. Two-cylinder engine, water-cooled. 
Reverse gear transmission. Instant raising 
and lowering device. Triple iron rollers, 


crucible steel blades. Price $600. 


The Fenden-——25-inch cut, weight 300 lbs. 


Rolls and mows at same time. Price $225. 


These are not ordinary horse or pony 
mowers with gasoline engine attached. 


See the Fenden horse mower, the kind used 
by leading parks and cemeteries. 


Write for Prices. 


The F & N Lawn Mower Co. 


Largest Makers in the World of 
Hand, Horse*and Motor Mowers 


Richmond Indiana 



















Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 




















Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and adapta- 





bility. 








HAYES PUMP & PLANTER CO. 


or a ore oe 


















Solel Priest’s 
VU, Yi “A f 4 Clipper S 


We have the biggest 
clipper proposition of- 
fered to the trade. It’s 
a proposition that pays 
and pays big—because 
it satisfies. 

Our proposition is 
that you stock Priest’s 
Clippers! Write. 


American Shearer Mfg. 
Company 
315 Main St., Nashua, N. H. 


Wiebusch & Hilger, N. Y. 
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The “Slikup” 
Salesman 























<SLtR eS’ 











can be placed conveniently on the counter, exposing 
the following Slikup Specialties to the view of your : 
HEE Ny patrons: a 


Slikup for Rubber Slikup Enamel Top Dressing 
Slikup Aluminum Paint Slikup Mohair Top Cleaner 
Slikup Engine Enamel Slikup Top Lining Die 
Slikup Hard Auto Soap Slikup Leather-Kote 

Slikup Hand Cleaner Slikup Rim Paint 





Slikup Cream Polish Slikup Body Polish 
Slikup Metal Finish Slikup Auto Varnish 
Slikup Silver Finish Slikup Clear Lacquer 


We'll pay the hire for your ‘‘Slikup’’ Salesman. 


N. B. ARNOLD 


1 SIGOURNEY STREET 
BROOKLYN N. Y. 
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Achilles 
Met His 
Waterloo 


He failed at the heel—exactly where 
a good many scythes fail—right where 
most of the surplus strength ought to 
be. Ask any knowing farmer why his 
scythe broke or twisted to its ruin 
and he will point to the heel. 























We make scythes only but we make CLEVELAND 

them right. We reinforce the heel PRICE $100 | 
with a drop forged shank. This shank no —) 
extends 12” along the back of the iin ei” 








blade. The blade is made of one 


piece of high grade tool steel. It can ° 
be re-sharpened until the entire blade 1 36 Hard ware Firm a 
is used up. 


We have a big story to tell you about in th e Un ited & tates 


our Bartlett All Steel Scythe, the 

polished blade and bronzed back— . k P 

with the business getting price and OC re V en O 

OUR GUARANTEE. 

Why? Because Hannum’s Prevento prevents oxidation 

Write and rusting of cylinders. water circulation system, and 
, radiator. Because it keeps the passages thru the radiator 


pipes and fins clear of rust accumulations. Because it pre- 
vents sand holes in the cylinder walls from putting the motor 


out of commission with a cracked cylinder. Because it im- 
a ree proves circulation and maintains a cool motor. Because it will 
not corrode upon steel, brass, or copper. Because it will pre- 

vent and stop small leaks in the radiator pipe connections. 

Are you one of the 136? 

f e O 136 Wholesale Hardware firms and 66,000 Retail Hardware 

, n firms in the U. 8S. stock Prevento. Price, $7.50 per doz. 
New Vork W.H. Hannum Chemical Co. 

Cleveland, Ohio 





Geneva 
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Do you want a better position > 


Look over the Help Wanted Advertisements in the Oppor- 
tunity Exchange of HARDWARE AGE, You will find many 
good openings listed there, but if you don’t find what you want, 
just ask for it, by means of a 25-word Situation Wanted ad- 
vertisement which we will insert for you for 50c per time. 


HARDWARE AGE, 239 West 39th Street, N. Y. 
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Genuine Philadelphia’ Lawn Mowers 


The first in everything. 

The first side wheel mowers. 
The first all steel mowers. 
The first to use vanadium steel. 
The first to use roller bearings. 














21 styles hand and 6 styles horse mowers. All highest grade. 


Buy mowers with 46-year reputation—and all up-to-date im- 
provements. Send for catalogs and prices. 


THE PHILADELPHIA LAWN MOWER CO. 


Makers of Strictly High Grade Goods 
3lst and CHESTNUT STREETS PHILADELPHIA, PA., U.S.A. 


Style “A” 
All Steel 














Speed Up There! 


ee You Have 
at annual occurrence 

commonly known as Spring S . 
means aide in the way ome ay 


of profits to the man who 
shuts his eyes. But by put- 
ting a little “pep” into his 
sales force and indulging Forget for a minute, if you can, that you 
in a bit of sure-footed or- are a erga dealer. oe . good — 

; ° ; it is not Only your privilege Dut your duty 
dering Spring is profitable as well, to suggest sanitary measures for 
to Mr. Wide A. Wake. the approval of local boards. 


as to the disinfecting of the public 
buildings in that town of yours. 


You will no doubt have We call particular attention to 
early calls for things of 
wire—wire nettings, screen 
cloths in galvanized, black 
painted and bronze finishes, 
garden arbors, trellises, 
arches, fencing, etc. 


AINTEDISCRE!” : Speed up. Order from your 
Maaco = jobber or write us. What- 
a) ever you do, do it today. 





because it is an odorless disinfectant and 
germicide. Instead of merely hiding bad 
eg it be “7 ee of i ee 
ing the effect of germs it destroys them ab- 
We make all standard solutely. 


finishes, meshes and 

inis wi ths Now, when you think of. your position about 
town in connection with the fact that you 

are a hardware man you will readily see our 

purpose in making this bid for an order. 














° You may sell O.D. in two, five and ten-gallon 
Made in U.S. A. sizes; likewise in half and full barrel sizes. 
I udlow-Saylor How about that order? 


Wire Co. Gardner & Company 
ST. LOUIS, MO. JOLIET, ILL. 























No.1 70 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
CANTON, OHIO 
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OLLING our own metal, as we do 


in the manufacture of 


Aladdin 


Aluminum Cooking Utensils 


places us in a very rare position. 


However great and varying may be the 
demand from our utensil department, we can, 
when our plant gets into full operation, supply the 
sheets from our own rolling mills, and that with- 
out delay. This, furthermore, makes it possible 
for us to guarantee accuracy as to gauges, hard- 
ness of metal, finishes, etc. In short, to control 
the metal in virtually all its phases, makes for 
quality and service—the two foundation stones of 
the Aladdin Aluminum idea. 


Within a very few weeks our line will be ready. 
Up to this time we have withheld marketing any 
of our ware. We are making stock. We believe 
it is highly important when we begin accepting 
orders to be able to make immediate shipment of 
all the items and in all the sizes. 


Our catalogue for the asking. 


THE CLEVELAND METAL 
PRODUCTS COMPANY 


CLEVELAND - - OHIO 
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Meatmen, Fruitmen, Grocerymen 


—and delicatessenmen, street vendors, and housewives—in fact, 
everybody who needs an accurate instrument for weighing, and is 
looking for a moderate priced, hanging spring scale, 


will need the Chatillon Red 


Retailing as it does from $2 to $3, our prices are well within the reach of the 
average pocketbook. Twenty styles in 10 and 20 lb. capacities fully cover 
the wide variety of uses to which the Chatillon Red may be put. 

As for the merit of the scale itself: 


1. The mechanism is enclosed within an overhanging frame 
that is absolutely watertight. 


2. A red dial and contrasting gold pound letters half-an- 
inch high against a white bordered background make 
for easy reading. 


3. The scale is safeguarded against manipulation. 


4. The “works” are so simply and solidly — that they 
cannot get out of order. 


5. Every part is carefully adjusted to register nanny under 
all conditions. 


6. They have been formally approved by the Department of 
Weights and Measures of New York City. 


JOHN CHATILLON & SONS 


(Scale Makers Since 1835) 


85-93 Cliff Street - - New York City 


Sole distributors of Foster Bros. & Chatillon Co. Products 





, 
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ANVILLE » 


SERVICE 





COVERS 


THE CONTINE 





-M Responsibility—the logical outgrowth of over half a 
century's progress, achievement and business integrity— 


stands asa 


a stronger assurance for your customers’ satisfac- 


tion than even the most complete written guarantee. 


J-M Asbestos Roofing is 
not “As-Good-As” Roofing, 


it is the standard of com- 
parison. 


This roll roofing is not offered to the hardware 


trade as a competitive article. It is not manu 


with 


factured 


lo compete with cheap roofing’s 
which it has nothing in common 
except that it ts ready to lay. It is 
When its 


advantages over slate shingles and 


1 “Texeclusive” roofing, 


metal roofings are pointed out, it 


is certain to be used on any struc 


ture of permanent character, 


|-M Asbestos Ready Roofing never 
its first 
the 
all prepared 


needs coating or painting 


cost is its only cost it 1s 
cheapest-per-year of 
roofings; for it needs no attention after being 


laid, 


It is fire-resistant, for sparks and flying brands 


will not ignite it—instead of spreading a fire, 1t 
blocks it. It is non-conducting—resists winter 
cold and reflects summer heat. Any one can lay 
it right and tight with J-M Vise-Grip Cleats 
without cement in laps or joints. 

on Both 


these 
Business for 


Literature 
They show how 
that means More 


quest to Nearest Branch. 


H-W: JO 


Akron Birmingham Cincinnati 
Albany Boston Cleveland 
Atlanta Buffalo Columbus 
Baltimore Chicago Dallas 


Subjec ls as above 
J-M Products 
You, 


J-M Asbestocel Pipe Cov- 
ering is in Demand on its 
Well-Known Merit and our 
Wide-Spread Advertising. 


the 


and 


‘There is a profitable trade tor hardware 


dealer in these standard steam hot-water 


pipe coverings. ‘They have long been known to 
the 


have 


men who 
the “say 
by 
architects w ho 
that they 
heir 
money 
coal bills 
for their heating 
plants. But our 
advertising goes right on making 


SO and 


know 
save ft 
chents’ 
on the 





rmMio;°re 


them 
widely known; and wherever they are introduced 
they lead. 


| M Asbestocel P Ipe (ove ring is built on the arch 
principle. The channels run around the pipe and 
not parallel to it. The effect of this is to encircle 
the pipe line with thousands of rings of “dead 
air,” instead of a few long channels in which the 
air moves and so radiates heat. 

Strong and durable. Vibration and strain do 
not affect it and it stands hard usage without in- 
jury. Will not break or crush unde ‘r weight, and 
as it is made of fire-proof materials, cannot burn. 


Valuable 
serve the purchaser 
Prices and Terms on ke- 


to You for 
and 


are 


ean 





Dayton Galveston 
Denver Houghton 
Detroit Houston 
Duluth Indianapolis 


THE CANADIAN H. W. JOHNS-MANVILLE 
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ANVILLE 
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COVERS 
THE CONTINE 


-M Responsibility is a definite part of every sale of a J-M 
product. And whether that product be roofing, pipe cov- 
ering or automobile accessories, J-M Responsibility means 
added value for the buyer and added prestige for the seller. 





It pays to handle Spark Another Opportunity to 
Plugs—good ones J-M Auto Make Car Owners 


| rae : Your Customers 
lhe motorists’ trade Accessories SS Se 





is good business to Se 
ave and business vy ° 

have and business you Include: 

can have. It yields 

big profits Repeat 
em | “D Long Horns 


sales are high. And ;' 
Jones Speedometers 


Carter Carburetors 

Carter Automatic J-M NON BURN 
—? Gasoline BRAKE LINING 
an 

J-M Auto Clocks 


J-M Non - Blinding 
Headlight Lens 


the motor car owner 
1s always A possible 
customer for your 
other goods, Start 
ome of this business Brake lining is in constant demand 
your way by stocking by car owners everywhere. It is 
the 





absolutely essential to the safety 
of motoring. All brake linings 

; a eventually wear out. Hence the 
"ate ne lining that sells best is the lining 


SOOt-D, oof SPARK PLUG rials that lasts the longest and gives the 


J-M Tire Pumps 






J-M Dry Batteries yreatest dependability in service. 
Backed by an established name, a JM Packings and That lining is J-M Non-Burn. It 
é *¢> ‘ ; - reac ¢ } S. . Ae 1as ets ° " , - . 
sound reputation and 34 years ot ; * embodies many years experience 1n 
satisfaction-giving service on the J-M Fire Extin- the manufacture of brake linings 
_ f thousands of _ guishers ; . . 
— 'S lousands OF owners for heavy industrial machinery. It 
seu’ %9 o 2 
throughout the country. Noark” Enclosed a en aie ff 
5 , Fuses has “measured up’ in tests tor 
‘rtised effectively to practically : durability and dependability in- 
Advertised effectively to pr acticall) G-P Muffler Cut-Out phe , 3 7 
every possible consumer. First ' finitely more severe than those 1m- 
Johns-Manville by the ; hile 
sales are easy and repeat sales are Shock Absorber posed by the automobile. 
ames J-M Automobile Supplied in cartons containing cut 
Sizes for all types of gasoline Tape sizes for all popular makes of cars. 


Also supplied in rolls. 








motors to retail at 75 cents each. 





Write nearest Branch for booklets and our proposition to the 
hardware trade. Plan to get your share of the motorists hu si- 
ness this season. Write now. 


MANVILL 





Kansas City Milwaukee New York Portland, Ore. Salt Lake City Toledo 

Los Angeles Minneapolis Omaha Rochester San Francisco Washington 

Louisville Newark, N. J. Philadelphia St. Louis Seattle Wilkes-Barre 
Memphis New Orleans Pittsburgh St. Paul Syracuse Youngstown 


CO., LTD., Toronto, Winnipeg, Montreal, Vancouver. 
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MORE BUSINESS 


The demand for paint is growing every day—because the 
uses of paint are multiplying daily--that means paint users 
are increasing also. The way for you to turn this increasing 
demand into bankable profit is to get ready to supply it. The 
moment you get the sale of 


Nionarch Paint 100% Pure 


**The paint the people want’ 






yuu are ready for more paint business—and you'll get it, too—we propose 
to help you. 

After the first sale the paint will bring the buyers back for more, and 
from that moment on you will begin to “cash in” a continually increasing 
profit on the “quality” we put in the paint. Get our plan to bring buyers 
into your store. 

The worth of our product and service is individual and you should write 


for our proposition. 


THE MARTIN-SENOUR, Co. 


nes 























Advertising 


This pug-nosed Boston Bull re- 
quires a different sort of muzzle 
than the pointed snouted Collie. 


“Advertising is the educa- And so it goes. Every dog has 


his own nose to fit. The 


tion of the public as to who 
you are, where you are, and HA PPIDOG 


what you have to offer in Adjustable Muzzle 
the way of skill, talent or by 0 ciaaghe odjeotecnt, required length and shape 
commodity. The only man Write for details and prices. 
who should not advertise is Walter B. Stevens & Son 
the man who has nothing NEW YORK CITY 


to offer the world in the 


way of commodity or serv- 
ice.’—Elbert Hubbard. 
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HELLER’S PIVOT DOOR CABINETS 


Display always in sight. 


ROP OB. z 
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Our No. 607 Pivot Door Cabinet, with display boards covered 
with spotless white enamel cloth. Rather Classy, eh! 


SEND FOR CATALOG No. 24 THE SHELVING WITH BRAINS 
W. C. HELLER & CO. MONTPELIER, OHIO 











@» Corbin Assortment Attracts 


YOUR ia 
CUSTOMERS’ 
ATTENTION 
AND REMIND 

THEM OF 
THEIR WANTS 
IN THE 
MISCELLAN- 

EKOUS 
HARDWARE 

LINE 





Illustrated circu- 
lars in colors and 
prices mailed up- 





Front View Showing Samples on request Rear View Showing Stock 


CORBIN CABINET LOCK CO. 


THE AMERICAN HARDWARE CORPORATION, Successor 


CORBIN NEW BRITAIN, CONN., U. S. A. CORBIN 
NEW YORK CHICAGO PHILADELPHIA 
Australian Representative: W. Hermon Slade & Co., Camden Buildings, 418 George St., Sydney, Australia. 
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and Exclusive 
Safety Device 
tor Box-Strapping 





Every reel of De Haven’s Roldsafe Box-Strapping 
will hereafter be—and has been since May Ist— 
equipped with a novel little automatic safety device 
which in no way adds to the previous price of our box- 


strapping. 


The Reel Guide and Brake, as it is called, rests at the top of the coil, sliding down by gravi- 
tation as the strapping is used. The strapping is cut off in the usual manner, but the guide 
pieces of the brake prevent it from unreeling and from leaving a projecting end to endanger 
some passerby—as in the case illustrated in the lower right-hand corner. 


Besides! The reel holder is strengthened considerably at a place of particular strain. 


In addition to these several practical advantages, the new Reel Guide and Brake offers an 
economy in using box-strapping which has never been known heretofore. The waste which 
used to figure in the cutting of unusable, twisted and distorted pieces has been obviated by 


an always-tight reel of perfect strapping. 

Remember, dealers, that this device is placed only on Here’s the Old 
De Haven’s Roldsafe Box-Strapping. You can buy it or sell | ff: ° M h d 
it on no other. And, remember, that it will sell more box-strap- neiticientMetho 


ping for you. 


Write at once for particulars and prices. 


Made Exclusively by 


The De Haven Mfg. Co. 


Brooklyn, New York 
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Every Screen Door 
Needs a Bracer 


You can’t expect a screen door to stand solid-jointed year 
after year with its very life being shattered at every slam. 

There is a limit to everything. And a poor unprotected 
screen door can't fight life's battles alone. 


The National Screen 
Door Turnbuckle 


provides the needed bracing. It is made extra long with an unusually forceful 
leverage for raising the door. 

It is made with steel end pieces and a brass turnbuckle in the center. As brass 
will not rust to steel the turnbuckle may be easily operated at any time. 

Packed separately with nickeled screws in a specially printed envelope. One 
dozen in a box. Any finish desired. 

A handsome enamel-stamped display card goes with your first order. 

And your first order won't be your last. 


National Mfg. Company 


Sterling Illinois 
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273 STOVE SALES IN TWO WEEKS 


How 


McGowan Bros. Warm Up to the Stove Business 


By L. S. SOULE 

















Floor display of ranges in the McGowan Bros. hardware store, Spokane, Wash.. 


ACK in the eighties, the coming of the stove 
B peddler was a regular event in the current 
of farm life. The rancher who failed to get 
a visit from the vendor of ranges lost prestige, and 
his local credit dropped below par. There was 
Class behind the stove peddler in those palmy days. 
He was everything from a musician to a vaudeville 
show—and as to salesmanship—well there were no 
flies on the man behind the stove. He drove up to 
the front gate with a flourish—dumped a range, 
with careless abandon, from the tail of the wagon 
to the ground, calmly righted it before the eyes 
of the awe-struck grangers, and straight-way be- 
gan an up-to-date selling sermon on the merits of 
the “‘Non-Breakable Range.” He slammed down 
the oven door and jumped on it. He banged the 
top with an axe, and pounded the lids with a ham- 
mer—all the time spouting his little hand-me-down 
lecture on the wearing qualities of his goods. 

If the farmer’s wife got him into deep water 
with a bunch of culinary questions, he neatly side- 
stepped, by executing another war-dance on the 
oven door to the accompaniment of a stove-lid solo. 
That one argument, and the fact that the farmer’s 
note was legal tender to his firm, was his whole 
selling scheme, but he stuck to it and pounded it 


51 


home till every farmer in the Middle West was 
paying interest on ‘“Non-Breakable” notes. 

The local hardware man, as regards competition, 
was a joke. His idea of stove salesmanship was to 
line up a few cheap cook stoves and ranges in the 
darkest and dirtiest part of his store, and pursue 
a Democratic “watchful waiting” policy. If a 
customer broached the stove question, he dumped 
the pitch forks off the top, kicked the wheelbarrow 
from in front of the stove in question and said, 
“There she is, Jim, look her over. I don’t know 
much about the workings of the blamed thing, but 
they tell me she’s a plumb good one.” 

That was the extent of his selling argument. He 
wasn’t even wise to the “Farmer’s Note” side of the 
game, so the customer generally “looked her over” 
and went back home to wait for the stove peddler. 

Now the farmer knew that it wasn’t necessary 
for the oven door of a range to do a thousand pound 
lifting stunt, and he was hep to the fact that the 
lids were not made for anvils, but the evident 
faith of the traveling salesman in his wares, and 
the personal interest he evinced in the farm and 
the family, generally landed him for a range sooner 
or later. 

The peddler always took the old stove as part 
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Heater and range display made by the McGowan Bros. at the Spokane Apple Show 


payment on the new. To be sure, his selling price 
covered ‘this sacrifice, and the old stove went to 
the junk. man, but the persuasive power of the 
“swap” on the father of “hoss trades” was no small 
item in fhe sale. 

But prégress has put a kink in the peddler’s chain 
of sales.” ‘The farmer’s wife has learned to judge 
a range by -its. baking qualities, and not by the 
lifting abi iy’ of the oven doors, and she’s long 
sineé found that repairs for agent- purchased stoves 
are mighty hard to get. 

The farmer, too, has found the joker in his six- 
months’ note, and realizes that if he is worthy of 
credit, he can. get it on better terms, from his local 
merchant. The hardware man has also added to 
his education. He has found that there is a definite 
policy to be followed in selling ranges, and that 
his stove profits depend on his knowledge of this 
policy. He banks his selling hopes on three essen- 
tials—good advertising, proper displays and a 
thorough knowledge of the line he handles—and 
his stove business has grown accordingly. In some 
cases, stove selling has developed into. an actual 
science, and I am going to tell you of one case, 
where the selling of stoves has made one particular 
hardware store a leader in the biggest town in 
the inland empire. 

McGowan Bros., of Spokane, Wash., are real 
stove merchants. Their stove business is run on 
a system basis, and their slogan is “Never Lose a 
Sale.” As to how closely they stick to their motto, 
it is only necessary to quote the sale of seven chef 
ranges to the Spokane Hotel, in competition with 
not only a dozen retail stores, but with several 
manufacturers and jobbers. This is their system 
in brief: When a customer enters their store and 
mentions ranges, he is conducted past a perfect 
stove display to the selling department, where a 
model range is mounted on a revolving platform. 
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Here the customer is comfortably seated, while the 
salesman, standing, goes thoroughly into the de- 
tails of range construction. After a preliminary 
description of the range and its more evident sell- 
ing points, the customer is given an opportunity 
to purchase by the salesman asking, “Shall I send 
you one on trial?” or words to that effect. Often 
the deal is closed right there. If, however, the 
customer springs the customary “I don’t know” or 
“I’m not ready to purchase yet” the salesman skill- 
fully returns to the selling features of the range, 
and begins to dilate on and drive home the vital 
points. If the housewife herself is in the chair, 
special attention is paid to the cooking qualities. 
She is told how long to bake a certain sized roast 
with the oven at a certain temperature; how the 
oven heat is regulated, and the fire controlled. She 
is impressed with the idea that the manufacturers 
of this range have studied the problem of range 
construction from her standpoint, and have built 
the stove to meet her problems. If the salesman 
feels his prospect slipping, he signals, another 
salesman appears, and under pretext of some 
neglected business the customer is left in the hands 
of the new salesman. If he too fails to land the 
sale, the manager himself appears, and is intro- 
duced as “the manager of our stove department” 
or as “the man who has built up our great stove 
business.” Often the mere fact that it is the man- 
ager and not a clerk, is the turning point in a sale. 

If the customer, from any reason, is unable to 
purchase at that time, his address is taken, and 
notes are made of the points most interesting to 
him, and the terms mentioned. This information 
is filed and a regular follow-up system is used until 
the customer either buys the range or leaves the 
community. They never give up as long as there 
is a possibility of a sale. 

The store also maintains an exchange depart- 
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Display of ranges made by the McGowan Bros. at the Spokane Apple Show 


ment of the latest type. Any make of old stove 
is taken as part payment on a new one, and the old 
stove, after being repaired, cleaned and polished, is 
placed in the rebuilt stove section for sale, and 
carries the same guarantee as a new one. These 
stoves are never referred to as second-hand; they 
are always “Rebuilt.” 

Every spring and fall they hold great stove sales. 
Here is where the advertising man comes in, and 
believe me, the McGowans have a real advertising 
man. The spring sale is held in March, and for 
thirty days prior to the sale they use three issues 
per week of the Spokane papers, talking quality of 
the stoves whose sale they control. The last three 
issues feature the regular retail prices. Then the 
sale is announced and the game is on. There are 
no cut prices on Monarch ranges in this sale, and 
no exchanges are made on any stoves except at 
regular retail prices. With their special lines of 
ranges, they give, as an inducement during the 
sale, a premium consisting of a wash day set or 
an assortment of granite ware, worth at retail about 
$7.50, or 5 per cent. on the sale price of a range. 
The actual cost of this premium is from $3.00 to 
$3.50. In their last spring sale, they disposed of 


68 ranges the first week, and kept the record up 
for the next two weeks. 

The same system is used in the fall in their spe- 
cial sale of heating stoves. A two weeks’ record 
of their last fall’s sale shows for the first week a 
total.of 154, and for the second week 119; 273 for 
the two weeks. 

The first week’s sales included Saturday of the 
previous week, as the sale started at that time. 
The third week of this remarkable sale totaled 157 
stoves, and the first seven days sales amounted in 
cash to $4170.39. Some stove business—and all 
built up by close attention to detail and systematic 
salesmanship. You may not be able, on account 
of smaller territory, to go as strong as McGowan 
Bros., but you can be the Stove Man of your local- 
ity, and it’s a safe bet that the man who sells the 
stoves will sell his share of the other hardware. 
At any rate, it’s a hint for better business, and 
McGowan Bros. have not applied for a patent on 
their idea. Warm up on the stove question. It 
means bigger business and increased profits. 

Our hats off to McGowan Bros.—Spokane stove 
merchants. 





Coming Hardware Conventions 


FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, St. Petersburg, May 11, 12, 13, 1915. G. E. 
Noblit, secretary, Tarpon Springs. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Mobile, May 18, 19, 20, 1915. J. D. Mar- 
tin, secretary-treasurer, Clanton. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, San Francisco, Cal., 
May 25, 26, 27, 1915. Headquarters, St. Francis 
Hotel. John G. Purdie, secretary-treasurer, Mar- 
bridge Building, New York. 


GEORGIA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Macon, June 15, 16, 17, 1915. Head- 
quarters, Hotel Dempsey. J. L. Moore, secretary, 
Madison. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Minn., June 22, 23, 24, 1915. 
M. L. Corey, secretary, Argos, Ind. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 

NEw YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Buffalo, February 15, 16, 17, 18, 1916. 
John B. Foley, secretary, Kirk Building, Syracuse, 
) ae # 











THE ABSENT VOTER DESCRIBED 
AND DISCUSSED 


‘It is Just as Safe to Vote Away from Home as it Is to Cash a Check’’ 
By ALBION F. WIXSON 


National Secretary, Travelers’ Good Government Association 
b J 


out Representation” was a principal cause 

of the American Revolution. He considers 
himself an Amiéfrican citizen and looks ahead with 
longing pride: to the “7 re he can cast his first 
vote. . 

About the: time ‘he Kisses of age he may be one 
of ‘those “unfortunate citizens whose business or 
duty requires. him: to: bé away from heme on elec- 
tion days’: :He’ then discovers that he is unable 
to vote inless he sacrifices time and money in order 
to return to his home precinct. He may be well- 
posted on political economy, may be a heavy tax- 
payer and a first-class citizen, one fully capable of 
casting an intelligent vote, but he is disfranchised. 
He condoles with himself and figures that he is 
no worse off than other American citizens whose 
business or duty requires them to be away from 
home. 

He would like to have a voice in the political 
affairs. of his country, but on account of the elec- 
tion laws that have been in force since his great 
grandfather’s time, he is obliged to resign all his 
political privileges to the fireside voter. The fire- 
side voter is always at home, he can vote any time 
he takes a notion. The fireside voter is frequently 
apathetic, and usually the hard one to get out on 
election day. He does not exert himself in order 
to cast his own ballot, nor give a second thought to 
the absent voter who would like to vote. 

The great falling off in the number of votes cast 
in the November elections was entirely due to the 
apathetic fireside voter. He takes more interest in 
presidential elections than he does in the very im- 
portant legislative elections. 

When you consider the lost votes from this cause 
at any principal election in this country, the num- 
ber is appalling. Here we have a living example 
of “Taxation Without Representation.” 

“The following is a list of American citizens 
who lose their votes because their business or duty 
requires them to be away from home on election 
day: 

Five hundred thousand commercial travelers, five 
hundred thousand railway employes, one hundred 
thousand actors, two hundred thousand college stu- 
dents, thousands of railway mail clerks, one hun- 
dred thousand soldiers and sailors in the U. S. 
Army and Navy, one hundred thousand sailors on 
the Great Lakes, rivers and coastwise steamers, 
one hundred thousand Government employes at 
Washington, D. C., and elsewhere. 

Does it not appeal to you that the absent voters’ 
cause is one of the great political issues of the 
present day? 

It must be conceded that the above mentioned 
citizens are well qualified to vote. They are in 
close touch with the business and political affairs 
of the country and their opinions are not entirely 
formed from local observation. 

Conditions of this kind should not exist. There 
is no reason why the absent voter should not be 
able to vote by mail wherever he happens to be in 
the United States. 

There is a remedy. That remedy is to join with 


| ees schoolboy knows that “Taxation With- 


the Travelers’ Good Government Association, 185 
Madison avenue, New York, N. Y., and give this 
matter deliberate thought and due publicity. It 
will result at an early date in the enfranchisement 
of the absent voter. 

Do not wait for the legislators to take the initia- 
tive. They may never have given the subject any 
thought. They may be busy on matters pertaining 
to their own districts. Get after them now and 
make them enact absent voters’ laws. 

We wish to give you the history of this move- 
ment: 

In February, 1896—eighteen years ago—the 
writer of this article proposed to the Michigan 
Hardware Association at Saginaw, Mich., that 
traveling men should be entitled to vote wherever 
they happen to be. This idea was commented on 
by various newspapers and The Iron Age devoted 
considerable space to it. It was a new idea—seemed 
radical at that time. Some of the most popular 
laws in effect today were considered radical a gen- 
eration ago. Fifteen years afterward Minnesota 
adopted an absent voters’ law. The four principal 
points of the Minnesota law were the very ones pro- 
posed at Saginaw. 

About four years ago the Travelers’ Good Gov- 
ernment Association was organized. Petitions 
were circulated throughout the country and signa- 
tures of more than one hundred thousand travelers 
were obtained. This greatly encouraged the pro- 
moters of the absent voters’ movement, because it 
insured them of liberal support. Since then nine 
states have adopted absent voters’ laws. 

We give you a synopsis of absent voters’ laws 
now in force in the following states, so you will 
see how simple and safe a matter it is to enfran- 
chise more than a million American citizens who 
have been denied the right to vote when away from 
home. 

MINNESOTA: A voter can appear at his home 
precinct any registration day in person or by affi- 
davit by mail and get a certificate. 

Election day he can appear at any voting place 
within the state, be identified by two resident 
voters, deposit his certificate and obtain a ballot 
and mark the same for Presidential Electors, State 
Ticket and Constitutional Amendments; seal the 
same in an envelope and hand it to the election 
judge, who will send it to the County Auditor of 
his home county, where it is kept unopened until 
the canvassing board is in session. It is then added 
to the polling list of his home precinct. 

Should an absent voter reach home election day, 
he may vote if he returns the certificate for can- 
cellation. 

NORTH DAKOTA: Within thirty days preced- 
ing any election a voter may apply to his home 
county auditor in person or by affidavit by mail 
and receive an official absent voter’s ballot of his 
home precinct. 

Before election he may appear before any duly 
authorized officer, mark his ballot secretly, but in 
presence of such officer, enclose it in an official 
envelope, swear to it and mail it to his home county 
auditor, who indorses it and forwards it to the 
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election inspector of the voter’s home precinct. 

Election day, the judges of election will exam- 
ine signatures and if everything is clear, deposit 
the ballot in the ballot box. 

If the voter returns home election day, he may 
vote if his ballot by mail has not been deposited 
in the ballot box. 

SOUTH DAKOTA: A voter may. apply to his 
county auditor any time after the official ballots 
have been printed, make affidavit and obtain a copy 
of the ballot that is to be used in his home precinct; 
or he may have it sent to him by mail. The appli- 
cant must sign identification slips in duplicate. 
One is sent to the superintendent of the election 
board at his home precinct, the other to the appli- 
cant. 

Not earlier than the third day preceding the 
election he will mark the ballot and mail it to the 
superintendent of the election board at his home 
precinct, where it is held unopened until imme- 
diately before the closing of the polls on election 
day; when the envelope is opened in the presence 
of other members of the board, compared with the 
identification slip, and entered on the poll book and 
the ballot deposited in the ballot box. 

Should the voter return home before election day 
he may request the superintendent to return to 
him the unopened ballot, destroy it publicly, and 
then vote in the regular way. 
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MISSOURI: The absent voter may appear at 
any voting precinct election day and make oath of 
his citizenship, be given an official ballot on which 
he will write in the names of those he desires to 
vote for at home and hand the ballot to the judge 
of election. This ballot is immediately filed with 
the local county clerk, who in turn sends it to the 
county clerk of the voter’s home county, where it 
remains unopened until the canvassing board as- 
sembles. It is then opened and the name of the 
absent voter entered upon the poll sheet of his home 
precinct. 

NEBRASKA: The absent voter may appear 
election day at any precinct within the State—make 
proper affidavit and receive a special official ballot— 
mark the same and hand it to the judges, who will 
put it in a special envelope, properly endorse the 
same and send it to the county clerk in which the 
ballot was cast, who will forward it to the county 
clerk of the voter’s home county, where it is held 
until the canvassing board is in session, when it 
is to be added to the poll list of the voter’s own 
precinct. 

In several other states bills have been introduced. 
In other states absent voters’ laws are being con- 
sidered. 

We think that before the adjournment of the 
present Legislatures that there will be a number 
of states to be added to those at present in line. 
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A good combination of spring flowers and spring sporting goods displayed by the Phelps Dodge Mercantile 
Company, Douglas, Arizona 


Spring Flowers and Spring Sport- 
ing Goods 


PRING flowers and spring sporting goods is the 
combination with which Tom Allen, decorator 
for the Phelps Dodge Mercantile Company, Douglas, 
Arizona, lays siege to the pocketbooks of prospective 
customers. The combination is an excellent one and 
doubtless proved profitable. Out-of-door sports al- 
ways appeal after the confinement that winter has 
necessitated. Spring flowers indicate that the time 
has arrived for indulgence of outdoor pleasures. 
Baseball and tennis goods are featured in the 
window trim which is reproduced herewith. The 
arrangement of the goods will doubtless attract the 
window trimmer who finds difficulty in making a 
comprehensive display without using too much stock. 


° 


The goods are well spaced in this window, filling it 
without the least suggestion of overcrowding. The 
careful observer will note that nearly everything 
needed for baseball or tennis is shown. 


Ohio Association to Meet in 
Cleveland 


HE Ohio Hardware Association will hold its 

next convention in Cleveland, Ohio, February 
22-25, 1916. As the president of the association, 
H. B. McGrath, is a Cleveland man, the local deal- 
ers are enthusiastic over the convention coming to 
their city, and will try to make it the largest in the 
history of the association. Headquarters will be at 
the Hollenden Hotel, and the exhibit in Central 
Armory. 








AUTOMOBILES PAYING SIDE LINE 
FOR ILLINOIS DEALER 


Accessory Sales Equal Those of Shelf Hardware 


A. MANLEY was a school boy when he sold 

H his first automobile, or rather his first 
* machine. His father then had the agency 

for the Ford and young Manley used part of his 
spare time to persuade some citizen of Harvard 
that he should buy one. The date of that sale is 
a red letter day in “E. A.’s” life. He remembers 





From left to right: A. C. Manley, president of the 

Manley Hardware Company. His hobby is seed corn 

and it is a profitable one; E. A. Manley. His chief 

interest is in the automobile department of the Manley 
Hardware Company 


all the details in spite of the fact that selling auto- 
mobiles has now become so common with him that 
he thinks no more of taking an order for a 1915 
Overland than the average salesman does of per- 
suading Mrs. Jones to buy a new washing machine. 

The sale of that Ford, however, indicated young 
Manley’s line of interest. When he left school and 
began the study of hardware merchandising, the 
automobile department claimed first attention, and 
still does, ‘although present duties involve all of 
the buying for the firm. : 


Automobile Sales Exceed Those of Hardware 


It is a paying side line that can outgrow the 
original business. Such instances are rare, espe- 
cially when the business is located in a compara- 
tively small town. Yet, that is just what has hap- 
pened in the Manley Hardware Company’s business. 

The firm has been selling automobiles almost as 
long as there have been automobiles for sale. The 
first agency was taken fifteen years ago and three 
machines were sold the first year. The second year, 
nine sales were made. This amount has been in- 
creased gradually each year, especially since E. A. 
Manley has been giving special attention to the 
department. Last year seventy-seven cars were 
sold, which explains why the automobile department 
has outgrown the honest-to-goodness hardware 
part. 

Car Dealer Must Operate a Garage 


The firm operates a garage in connection with 
the automobile department. It is believed that this 
is essential to the successful handling of automo- 
biles, particularly in smaller towns. The dealer 
must do service work on the cars he sells and this 
is possible only when he controls a garage. 

The Manley garage has been operated for thir- 
teen years, it being. necessary to move to larger 
quarters three.times during this period. 

The present place is crowded to its capacity. 
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The garage equipment is complete in every par- 
ticular so the company is prepared to do work of 
any kind. An average of five men are employed 
during the winter, this number being increased to 
seven during the busier summer months. The 
firm employs 18 people in all. 


Does Excellent Accessory Business 


The Manley Hardware Company has never spe- 
cialized automobile accessories. A _ stock is car- 
ried, of course, but the firm has never adopted any 
special methods for increasing sales in this line. 
It has simply taken the business that came, but 
the records show that this has been quite satisfac- 
tory. The accessory stock is carried in a small 
room in the garage, except for a few staples that 
are in the hardware department. Occasionally a 
window trim of automobile accessories is made and 
Mr. Manley states that this invariably increases 
the sales of such goods. He considers this suffi- 
cient evidence that the hardware man does not have 
to operate a garage in order to sell accessories. He 
says, in fact, that if it were not for the car sales 
he would not operate the garage. 

In view of the fact that the company has not 
given particular attention to accessory sales the 
sales records will be of interest. It should be 
emphasized that the figures given are approximately 
correct—the totals are actually more than the 
amounts named. 

Last year the Manley Hardware Company’s tire 
sales alone amounted to more than $12,000. In 
addition to this, the sales of smaller accessories 
were approximately $8,000. This is the amount of 
business that was obtained without particular 
effort. Dealers who read this should remember 
that Harvard has a population of less than 4,000 
people. In accessories, exclusive of tires, the com- 
pany has an investment of about $2,000. 


Many Changes in Accessory Business 


A review of the accessory business done by this 
firm, which has sold accessories as long as it has 
sold cars, shows many changes in the line. In the 
earlier days of the automobile industry cars were 
sold partially equipped. The purchaser bought his 
own lamps, horn, generator, windshield, speedom- 
eter, top and many other items that are standard 
equipment today. 

Of course, the sale of these items by the dealer 
has been reduced, and eliminated entirely in some 
cases, but in their place have come hundreds of 
other articles that are necessary for the car owner 
and sales of such articles form the business that 
the hardware man seeks today. 

It is noted too that prices have been reduced 
steadily, although the quality of the various prod- 
ucts has been as steadily improved. A new specialty 
that is worthy, invariably brings a good price when 
it is first placed on the market, according to Mr. 
Manley. The price is generally reduced a little 
later if other manufacturers offer an equally good 
article designed for the same purpose. This buyer 
states that when a good specialty is duplicated it 
is a signal for him to unload his stock and to watch 
the prices on his next order. 
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How the Measuring Tank Pays for Itself 


In mentioning accessories sales for 1914 this 
firm sold 13,500 gallons of gasoline. Gasoline has 
been sold as long as cars have by the concern. It 
purchased a sidewalk tank last year. The tank 
and sidewalk pump proved an excellent investment, 
as gasoline sales have been increased considerably 
since its installation. 

A valuable feature of the measuring tank is 
that it enables the dealer to check his gasoline 
sales. Mr. Manley totals the gasoline sales slips 
each morning and compares these figures with the 
pump record. Sometimes the figures do not agree 
and then he begins to ask questions. Usually he 
finds that some employee has sold five or ten gal- 
lons of gasoline and has forgotten to charge them. 


History of the Business 


A. C. Manley, president of the company and 
father of the young man that has been mentioned, 
has been connected with this business for 35 years, 
beginning work as a salesman when the firm name 
was Hunt & Helm. Later he obtained an interest 
in the business and the firm name was changed 
to Hunt, Helm and Manley. About this time Hunt 
and Helm became interested in manufacturing, 
their first products being made in the basement 
of the same building that is now occupied by the 
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hardware store. The manufacturing business grew 
and the Hunt, Helm, Ferris & Co. corporation was 
formed, the first two gentlemen withdrawing from 
the hardware business. After this change the 
business was operated under the name, Manley 
Brothers & Co., then it became Manley Brothers & 
Stone, then, 3 Manley Brothers, being changed to 
the present name when two of the brothers with- 
drew. 
Profitable Hobbies 


The elder Manley’s hobby is seed corn. Ever 
since he has been connected with the business he 
has given especial attention to the implement busi- 
ness and this has naturally interested him in good 
seed. Every year A. C. Manley drives about the 
country and buys seed corn. This is brought to 
the store and hung on racks in one of the ware- 
houses. Mr. Manley is a good judge of corn and 
his seed tests always show a high average. At 
the time of the visit to the store approximately 500 
bushels of seed corn were stored in one of the 
warehouses. This corn is purchased at an average 
price of 76 cents and sells for from three to four 
times that amount, so the hobby is a profitable one. 

If the son has a hobby it is the automobile busi- 
ness. He has seen this branch of the business out- 
grow the original line and his records for this 
year indicate that the limit has not been reached 
by any means. 


CALIFORNIA FIRM MAKES UNUSUAL DISPLAY 

















Materials taken from the household, hardware and sporting goods departments were used in this clever display 
made by Charles Brown & Sons, San Francisco, Cal. 


San Francisco, Cal., recently displayed in one 

of their windows hats made of, and figures 

dressed in materials taken principally from the 

household, hardware and sporting goods depart- 
ments. 

The scene or background showed a millinery shop 

wherein a customer was seated and was being 


(J san Fre BROWN & SONS, 871 Market street, 


shown several styles of hats by the saleswoman in 
charge. 

The dress of the sitting figure had a wire door 
mat for its skirt, the underlining of which was 
effectively made of a sheet of planished copper. 

The long cape-coat effect had been secured by the 
use of the ordinary cocoa door mats, the buttons 
and trimmings of which were glass drawer knobs 
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of various sizes. The buckle on the cape was an 
ordinary brass bureau drawer handle, while the fur 
on the cuffs was made up of bristle bottle brushes, 
and the fur boa or collar effect had been secured 
by the use of bristle floor brushes and window 
brushes. The entire figure was topped off with a 
striking piece of headgear made up of an inverted 
pudding pan with trimmings of sponges and striped 
feathers taken from a feather duster. 

The standing figure, or saleswoman, was attired 
in a very neat gown, the skirt of which was made 
of planished stove pipe iron, over which was a tunic 
of plaited coppered window screening. 

The jacket also was of planished iron, and the 
collar and cuffs were trimmed with a narrow border 
of sheet copper. 

The sash of the waist was made up of a piece of 
ordinary chamois cloth and brought together by a 
pair of buckles, which in reality were nothing but 
two refrigerator hinges of neat design. 

The vest was made of galvanized wire cloth, the 
gold braid shown thereon being made of brass, 
while the buttons were the regulation pot cover 
knobs. 

The lace collar and cuffs in this model were the 
ordinary lace shelf paper generally used by the 
housewife for her pantry shelving. 

The braided trimming around the jacket, with 
the tassels dropping from it on the front of the 
tunic, was made of three pieces of flexible metal 
gas tubing. 

The several styles of hats were made up of 
kitchen utensils and other articles pertaining to 
general hardware and sporting goods lines. A num- 
ber of appropriate and catchy signs were shown 
with each hat, and which in turn created consider- 
able good humor and interest. 

For instance, one hat was made up altogether of 
goods taken from the sporting goods department. 
It had a baseball mask for the frame and was 
trimmed with various “flies” and “spoons.” To 
this was attached a sign reading “‘Love’s Dream. A 
suggestive vacation model. Very spoony.” 

Another, which was trimmed with the ordinary 
green (and also the gold) electric cord and tipped 
off with several electric light ornaments, bore the 
sign, “A ‘light’ model for evening wear. Designed 
by Monsieur Edison.” 

Still another hat was made up of various kinds 

od styles of springs taken from the hardware de- 
rtment, such as door springs, spring hinges, bird 


*eage springs, etc., and bore the significant sign, “Ad- 


- yance ‘Spring’ Model predicted by Madame Pujol.” 


Attached to still another hat, which was made up 


2 of brushes trimmed with brass chain and topped 


# 
} 


off with a whisk broom, was a card reading “Anti- 
Prohibition Model—‘Whisk-y’ trimmings.” 

One of the hats which attracted considerable at- 
tention was a large flat shape with a broad brim, 
the crown effect of which was secured with an oval 
mouse trap in which was placed a live mouse. 
A card was attached to this model reading, “A 
‘lively’ model of the ‘catchy’ type.” 

These, with a number of similar models and ap- 
propriate cards, gave rise to considerable laughter 
and comments among the crowds who were continu- 
ally gazing at this display. 

Aside from the show of ladies’ headgear, a por- 
tion of the display was entitled “Military Section,” 
and was appropriate of the warring conditions ex- 
isting throughout Europe, and showing in keeping 
therewith, helmets and headgear now being worn 
by the various armies in battle, among which were 
those of the Austrian Hussars, German Uhlans, 
Turkish Cavalry, Persian Camel, Mounted Lancers, 
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French Infantry, Russian Infantry, and English 
Tommy Atkins. In a crowning position over all of 
these was a large model of the well-krown hat of 
“Uncle Sam,” made up of tin properly painted in 
keeping with the red, white and blue colors of our 
country, and with this model was a sign reading 
“Headpiece for universal peace.” 

The work on the figures and millinery effects 
shown in this display, and made up by the firm’s 
employes, attracted a continuous crowd, and for 
the greater part of the day and evening, spectators 
were lined up four and five deep waiting for an op- 
portunity to see the “show.” 


How Anti-Fly Campaign Cuts 
Death Rate 


LIES breed in filth. In Jacksonville, Fla., in 1910, 
the death rate was 106.3 persons per 100,000 
population. In the fall of that year, a law was 
passed making it compulsory to screen these breed- 





A seasonable show card for a wire cloth screen door 
or window screen display 


ing places. Two years later the death rate dropped 
to 28 per 100,000, practically all the screens being 
in place that year. Authorities agree that the 
house fly is a carrier of filth and disease. PUT IN 
YOUR SCREENS EARLY. 


E. E. Lucas, of Spokane, secretary of the Pacific 
Northwest Implement Dealers’ Association, has started 
preparations for the semi-annual convention of the 
hardware and implement dealers at Seattle during 
July. It is believed the convention will be attended by 
a number of prominent eastern men of the trade, who 
will be en route for the Fair. Mr. Lucas will start in 
the near future on his annual automobile tour of the 
state and northern Idaho for the purpose of meeting 
dealers at their places of business, and to conduct in- 
formal trade boosting conferences. 


IN MAy, 1840, HENRY GILBERT opened a hardware 
store on Market street, Harrisburg, Pa., which he car- 
ried on during his lifetime, being followed in its man- 
agement by two successive generations. The firm is 
now Henry Gilbert & Son. 
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GETTING PEOPLE TO BUY MORE 


By ROBERT T. GEBLER 


667 HATE to be interviewed,” said Bailey, the 

| one really worthwhile hardware man in 

Statesville, “but you’ve been so darn nice to 

me I don’t see how I can back out and still be— 
what do you call him in the East—a real sport? 

“Success in the hardware business lies in just 
what you see in your stock. If it is just so much 
hardware you’ll be a hardware man all your life. If 
you have an active imagination and a pair of eyes 
than can pick up a dozen selling possibilities in 
every block between your home and the office— 
you’ll get somewhere. 

“It used to be that the hardware man simply filled 
a link in the economic chain—he was a source of 
supply for certain needs—and nothing under God’s 
good sun could hasten those needs or create a desire 
for something the customer himself had not thought 
to ask for. In other words he simply stuck to his 
last and waited for Mr. Need to walk in, pick up his 
pound of nails and go about his business. Unfor- 
tunately there is still too much of that spirit in the 
hardware trade, with the result that every so often 
someone cuts loose with a wail about mail order 
competition. 

“I have found that half the things I sell are sold 
as a result of finding some need and hammering it. 
For instance, take electric flash lights. Now who 
under the blue canopy of skyland would think of 
buying one of those “burglar lamps?” In fact, 
who would imagine that they had any use for them? 
Yet I plunged on two gross of them and cleaned 
them out within ten days. It was simple, too. 


Local Physicians Help 


“All I did was to have a chat with the nine local 
doctors. I asked each one to recommend them in 
homes where there was serious illness and some one 
had to be jumping up at all hours of the night. I 
hammered that idea in our one local daily and an- 
nounced it on the cards I used in my windows. I 
took up that one idea and worked it to death. 

“Then I made a similar drive at the young fellows 
who are strong for camping parties and canoeing in 
the evenings. It was all done quietly and my entire 
stock of lamps moved out in good shape. Suppose 
I had waited for the need to develop? Why, man— 
when I hear some of these fellows kicking because 
they can’t turn over their stocks quick enough I 
get mad all over. Instead of fastening the blame 
on themselves they shuffle it off on the manufacturer 
and tell him his line doesn’t pull. The real trouble 
is that the dealer doesn’t push. 

“See things in your stock. That is my motto and 
my working code. If a certain line doesn’t move— 
I make it move. I have money tied up in it, and if 
I want that money to produce I have to find a mar- 
ket for those goods or create a market. I’ve got 
to see my money working. 

“T inherited this store from my father and with 
it came a stock of guns that didn’t have an equal in 
this valley. Why Dad ever made such a plunge on 
guns and such fine pieces—I won’t venture a guess 
—but I had to move them just the same. 

“To advertise those guns, except in gunning sea- 
son, would not have sold more than one or two of 
them. Something big had to be done. It seems 
providential now, but that very evening I picked 
up a popular weekly magazine and saw a picture of 
a well known gun club. I had it! There was my 
cue—start a gun club in Statesville. I did, and 
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while that was six years ago the club is still in 
existence and two more have started since. It 
opened up a field for ammunition and clay pigeons, 
too. 

“Take lawn mowers—I’ll bet you I thought of 
lawn mowers every time I saw an uncut lawn—but 
borrowing is so easy among suburban folks that I 
almost despaired of ever selling lawn mowers to 
them. I knew that if I could get under the skins 
of the borrowers I could build up a mighty nice 
business. 

“Well, sir, I went after the borrowers tooth and 
nail with newspaper space and a series of three 
strong circular letters in which I enclosed booklets 
sent me by the manufacturers. This brought a few 
scattered orders, but not enough to satisfy me. I 
had a long talk with the representative of one of 
the lawn mower builders, and he suggested that I] 
pick out a moderate price machine that was built to 
stay built and give the best kind of service for the 
needs of the average man. 

“Once that machine was selected we went after 
them again. I offered a free cutting to anyone who 
asked for it, and followed it up with a personal call. 
I assured all these people that I would keep the ma- 
chine in repair for one year and furnish them with 
oil. Then a bigger idea struck me. Why not offer 
an attractive prize for the best kept lawn and re- 
strict the contest to those who had purchased a 
mower from me? It listened good, and I gave it a 
whirl. Funny thing, too, the men evidently thought 
it undignified but worth thinking about just the 
same, and when it came time to check up results I 
discovered that most of the fathers shifted the re- 
sponsibility to their sons. Well, it did the boys 
good and gave me a chance to become friendly with 
them. 

Make Salesmen of the Schoolboys 


“When I had those boys together I offered a rifle 
to the first chap who brought me an order from 
anyone for another mower. The way those kids 
hustled was a caution. I gave them booklets and 
arranged a little selling talk for them. I sold some, 
too, as a result. I found one youngster would ask 
no questions until he had trimmed half a lawn and 
then he would approach the housekeeper and offer 
to cut the other half for 10 cents and make a very 
brave effort to sell the mower beside. 

“T found that the boys had decided to make good 
use of me, and it kept me hustling to think up 
things for thém to do. I started them, out with nests 
of stew pans. Then again with clothes line, with 
dust brushes, and the work kept me jumping until 
school opened in September and took my boys away 
from me. I was sort of glad, for had they kept 
after me much longer I’d been chased out of town. 

“But the fact that all these things sold convinced 
me that you must remind folks of their needs. Take 
revolvers. Now the average woman is scared to 
death if you show her a picture of one, yet in a 
country like this, where there is always the pos- 
sibility of trouble with tramps, there should be a 
revolver in every house. 


Revolvers for Women Who Are Alone in a House 


“One night I got thinking about my own wife and 
what would happen if someone started mischief 
while I was out of town. Honestly, it made me 
shiver. I grabbed a piece of paper and ripped off a 
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letter. I intended to send a copy to every man in 
town and point out his duty, to his wife and loved 
ones. I urged him to give them some protection 
when he could not be with them. ‘If your wife is 
afraid of a revolver,’ I said, ‘show her how to use 
one. She’s just a little gun shy now, but when she 
learns to use it she can sleep in peace when there is 
no man in the house.’ 

“Of course it started something. And I started 
something again when my oldest girl blossomed 
forth at the opening high school football game with 
a mackinaw coat and tan sport shoes. I traced 
eleven coat sales and six pairs of shoes to my daugh- 
ter’s idea, for she really thought of it—or was that 
her little stunt to work father for a coat and shoes? 
It’s hard to tell, but she’s a woman and we’ll have 
to give her the benefit of the doubt. 


Catch the Commuters 


“Did you see that large square and flat case over 
at the station? Well, that’s mine. I get the com- 
muters with that, for there is always something 
seasonable on display. I try to keep a lot of articles 
ordinarily needed in the house on display in that 
case. Beside it is a steel box with a slot so that 
“Mr. Hubby-in-a-hurry” can drop in his order for 
anything that might appeal to him. It gets me some 
business, although I only placed it there as a sort 
of reminder that I was still this side of the River 
Styx. 

“I put a bulletin board in the high school yard, 
and while my advertisement is not very conspicuous 
it brought me a vote of thanks from the school 
board that was worth having. To get back to my 
stock, I keep a card record showing every article I 
carry. I go over that set of cards once every week, 
and if I find something that is standing dead on 
the shelves I rip it out and either offer it at a spe- 
cial price on the bargain counter or send one of my 
clerks around to see folks I think might be inter- 
ested. I don’t want any deadhead stock and my 
boys know it, which probably accounts for their 
enterprise in offering things to customers that they 
have not thought to ask for. 

“Take ash trays. There was a time when I had 
a case of the darn things. I thought I was stuck 
for sure, but one of the boys hit upon the idea of 
offering them in sets of six to every man who came 
into the store with a cigar in his mouth. We made 
@ special price and moved them out in that way in 
a year. That isn’t a long time, considering that 
the only way in which they were offered was over 
the counter. 

“Let me show you another little system I use. 
Here is a book in which I have carefully listed 
everything in my stock that can be used in the 
home. A list of articles that the office man can use 
and so down the line until I believe that I have 
covered every line of trade and every activity in 
town. It helps, too, for when I am looking for an 
inspiration I just compare my stock cards with this 
list, and I am usually able to hit upon something I 
can use as a leader. 

“Last year I took this list and worked up a series 
of little booklets, which were distributed among my 
townsfolk with a real gingery letter. I used the 
household book with telling affect on the brides—I 
went after the young fellows with my sporting 
goods book. Now mind you these books were not 
merely catalogs but books the prospect would keep, 
because I filled them with helpful information. Of 
course it cost me some money, but I feel that the 
effect was good even if I did not get enough direct 
returns to compensate me for the expenditure. 

“Imagination is the thing that counts. If I can’t 
sell my goods in the usual way I try to work up some 
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little scheme or find some good strong selling points 
that will fit into local needs and local conditions. 
Last spring I had a little run on refrigerators and 
it started in a very simple way, too. One of our 
society ladies ordered a refrigerator that I had been 
selling for $26. It was a beauty! Well, sir, I sent 
that refrigerator to Mrs. X on a flat wagon and I 
told the driver to drive all over town with it and 
not to be in any hurry. Up one street and down 
another he went, until late in the afternoon he drove 
up to Mrs. X’s. Previous to this I had lettered two 
big cards with this ‘hot shot,’ ‘There is no better 
refrigerator in town.’ That same afternoon I had 
three telephone calls, and within the month I sold 
nine refrigerators as a result of that stunt. 


Publicity Always 


“Then, too, I never miss a chance to get my name 
before the buying public. I’ve had window displays 
on wheels, I’ve had cooking lectures in the town hall 
to start something among the pots and pans and 
stoves, I have had a booth in every church fair and 
block party, gave a score board to the field club and 
even distributed a very neat little bridge score pad 
to every woman customer who asked for one. 

“It pays, too, for next to seeing sales possibilities 
in every item on the shelf one must keep in the good 
graces of his public, and that I have religiously 
tried to do ever since I woke up that fine morning 
with a hardware store on my hands. 

“Maybe I haven’t told you a great deal, but if 
you draw from my story no other lesson than that 
of OBSERVATION plus IMAGINATION plus 
PERSISTENCE, then it has been worth telling. 
I can’t find success for you, but I can tell you what 
makes it and you’ll have to make the application 
yoursel!.”’ 


Handling Seed Discussed by Cin- 
einnati Hardware Guild 


HE Hardware Guild of Cincinnati, Ohio, held a 
meeting on the evening of April 15, at which 
over 25 members and guests were present. John 
Weigel, president of the guild, presided and after 
the business session a dinner was served. 

Among the topics brought up by the president 
during the business session was the question of 
profit in the handling of farm and garden seed. 
Several members who were present stated that they 
had been handling seed for some time, and that 
this specialty had proved to be a satisfactory one, 
but that this department should be watched closer 
than any other specialty at the start. 

The guild voted to accept the invitation of George 
H. Bishop & Son to visit their saw works at Law- 
renceburg, Ind., on May 25. A meeting will be held 
one week before this date and all arrangements 
made for making the trip. 


THE DELTA FILE WorKS, Philadelphia, Pa., owing to 
the increased business and demand for its product, has 
announced to the trade the appointment of Dorken 
Brothers & Co., Montreal, its Canadian representative 
for the sale of its files. The company states that the 
object of this change is not so much to increase the 
number of accounts, but to give better and closer serv- 
ice to those already established. The new office will be 
under the direct supervision of the home office, and the 
same selling policies and arrangements heretofore 
adopted will be maintained and carried out. 


THE WILSON. EQUIPMENT COMPANY, New York City, 
N. Y., has been incorporated to manufacture tools 
and supplies of all. descriptions; $10,000. The incor- 
porators are F. B. Wilson, C. J. Schmid and T. B. Hoy. 














THE TRADING STAMP AND THE HARD- 
WARE TRADE 


Co-operation of the Federal Trade Commission Will Be Asked to 
Secure Federal Legislation to Prohibit Its Use 


WASHINGTON, May 10, 1915. 
MOVEMENT to secure Federal legislation pro- 
A hibiting the use of trading stamps, profit- 
sharing certificates, etc., is making consid- 
erable progress and will have the moral support, if 
not the active assistance, of the Department of Com- 
merce. The co-operation of the Federal Trade Com- 
mission will also be solicited in the hope that if the 
Commission can be induced to take part in the cam- 
paign it will cause its experts to prepare a bill for 
introduction in Congress that will command more 
respectful consideration than would be given any 
similar measure emanating from an_ unofficial 
source. The movement will encounter strong op- 
position, however, not only from those now employ- 
ing these much criticised devices for stimulating 
retail selling, but also from a considerable contin- 
gent of lawyers in both House and Senate, who, 
while opposed on principle to gift enterprise devices 
of all kinds, are nevertheless convinced that their 
prohibition is beyond the constitutional power of 
Congress. All the elements of a highly interesting 
contest are in sight, therefore, and the retail mer- 
chants of the country will follow developments with 
close attention. 

The revival of interest in the question as to 
whether Congress can be induced to declare the use 
of trading stamps, profit-sharing certificates, etc., 
to be illegal is due in a large measure to the cam- 
paign that has been actively waged in behalf of the 
Stevens price-maintenance bill pending in the last 
Congress. This campaign has been promoted chiefly 
by the American Fair Trade League, assisted by 
numerous national and local organizations of re- 
tailers, and the movement to prohibit premium 
schemes is being urged by similar influences. The 
investigation of the subject of the maintenance of 
prices by the Bureau of Corporations developed 
numerous ramifications, the gift enterprise feature 
assuming such large proportions that a special agent 
was detailed to prepare a preliminary confidential 
report thereon. This report, while brief, was a 
strong condemnation of the system and quoted the 
opinions of many retail merchants in various lines 
who had employed trading stamps, coupons, etc., to 
the effect that their use was of doubtful value, even 
to the dealer, certainly against the interest of the 
purchaser and more or less demoralizing. to legiti- 
-mate retail merchandising. 

The confidential report on gift enterprise schemes 
was laid before Secretary of Commerce Redfield, 
who was much impressed with its conclusions and 
who, therefore, decided to bring the matter to the 
attention of President Wilson and of the Depart- 
ment of Justice with a view to securing the enact- 
ment of a comprehensive law dealing adequately 
with the whole subject. Secretary Redfield’s lively 
interest in the matter may be gathered from the 
following extract from a letter addressed by him to 
the President, transmitting a copy of the report 
referred to: 

“T venture to ask your very special attention to 
the memorandum, which seems to me to show an 
evil quite as serious as others to which fuller dis- 
cussion has been given. You will find that business 
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men, even those who carry on the practices, both 
manufacturers and retailers, object to the methods 
used, and that all seem to agree the consumer is 
deceived and not benefited. 

“Copies of this very important memorandum have 
been sent at my request to the Attorney-General and 
the chairman of the Judiciary Committee of the 
House and the Commerce Committee of the Senate. 

“T venture to think that legislation is practicable, 
indeed desirable, in this connection, to which there 
can be no objection either on financial, economic, or 
social grounds, and which will be of far-reaching 
value, especially to the poorer classes of our con- 
sumers. I recommend that it be made a portion of 
our pending business legislation.” 

Secretary Redfield’s letter was written prior to 
the adjournment of the last Congress, but as the 
organization of the Federal Trade Commission was 
then in prospect no action was taken either by the 
Attorney-General or the congressional committees 
and the officials are now awaiting the appearance 
of the complete report by the Trade Commission on 
the question of price-maintenance, which will in- 
clude a very comprehensive chapter on gift enter- 
prise schemes of all kinds. With the strong back- 
ing of high administration officials there is every 
reason to believe that Congress will give very seri- 
ous attention to the question of. the desirability of 
prohibitory laws and the merits. of the whole prop- 
osition will be threshed out most thoroughly. 

The special report of the Bureau of Corporations 
on the use of trading stamps, profit-sharing cou- 
pons, “deals,” etc., became available quite recently 
as the result of the publication by order of Congress 
of a document containing a number of communica- 
tions received from the Executive Departments re- 
lating to anti-trust legislation. For the purpose of 
securing information as to the particular effect of 
all forms of premiums, coupons, etc., upon retailer 
and consumer, the special agent in charge of the 
inquiry submitted to a large number of typical deal- 
ers three questions: first, does the manufacturer or 
jobber “throw in” any articles free of charge, or 
offer the retail dealer other special rebates based 
upon the purchase of certain quantities of certain 
goods; second, are there any free goods or coupons 
or other inducements connected with the sale of any 
articles to the consumer which you handle; and, 
third, what are the advantages of free goods or cou- 
pons to the consumer? The general consensus of 
the replies may be summed up in the statement of a 
well-known merchant, who said: 

“This matter of premiums for merchandise has 
grown to a tremendous business in the country— 
wholesale, retail and direct to consumers. It leads 
to unfair competition. It gives the consumers the 
idea that they are getting something for nothing, 
which is untrue, as they have to pay more in the end 
for their merchandise. There is a great deal to be 
said on the subject, and a large amount of material 
can be gathered to show enormous waste.” 

In the retail hardware trade the special agent 
found that gift enterprise’ schemes have not com- 
mended themselves to-this important class of. busi- 
ness men; nevertheless, the adverse influence of the 
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use of trading stamps, profit-sharing coupons, etc., 
by certain classes of competitors has been felt more 
or less seriously, in accordance with the character 
and strength of local competition. One hardware 
merchant reported to the Bureau very tersely: 

“There are no gift enterprises in the hardware 
business now. Schemes of this kind are worn out. 
People have wakened to the fact that they don’t get 
anything for nothing.” 

Another dealer who carries a heavy side line of 
paints, stated that on a $32 purchase of a well-known 
polish the retailer received one dozen 25-cent cans 
free; while on a certain varnish, about 5 per cent. 
of free stock was added to orders in 12-gallon lots. 
Some retailers concur in the opinion that free goods 
and coupons are sometimes a business maker for 
the dealer, “but are of no ultimate advantage to the 
consumer.” 

In towns large enough to support department 
stores the trading stamp has cut into the legiti- 
mate business of hardware retailers by stimulating 
purchases of hardware, house furnishings, etc., 
from the special departments of these establish- 
ments. In nearly all cases the hardware carried by 
the department stores is of inferior quality, but 
being sold on a small margin and with the stimu- 
lating assistance of trading stamps many custom- 
ers, chiefly women, are induced to buy of these 
stores in preference to the regular hardware dealer. 

Admitting all the demoralizing influences of pre- 
miums and other “something-for-nothing”’ schemes, 
the serious question arises as to whether Congress, 
under the Constitution, can prohibit or restrict 
them. This question is not altogether new, but 
while the issue has never been squarely tested in 
the United States Supreme Court the weight of 
judicial decisions in the courts below casts a serious 
doubt upon the power of Congress to deal effec- 
tively with the matter. The problem was first 
taken up in connection with the passage of the 
Dingley tariff act, a provision of which forbade the 
packing of coupons with tobacco products. In a 
test case brought under this law a manufacturer 
sought to have this particular provision declared 
unconstitutional, but it was finally held by the 
United States Supreme Court to be within the con- 
stitutional authority of Congress, for the reason, 
however, that all tobacco products are subject to 
regulation by the Federal government because they 
are objects of revenue taxation. As to whether 
Congress had the power to forbid the use of cou- 
pons in packages of goods not subject to internal 
revenue tax, the Supreme Court specifically declined 
to express an opinion. 

Not long after the decision in this case (com- 
monly known as “Merry World” v. U. S.) the pro- 
hibition against the use of coupons in tobacco pack- 
ages was surreptitiously but very skillfully legis- 
lated out of the Dingley act by an amendment 
which purported to prohibit lottery schemes in con- 
nection with the sale of tobacco, but which by in- 
genious phraseology operated to repeal the coupon 
prohibition. The independent tobacco manufac- 
facturers thereupon formed an organization to se- 
cure the passage of a specific anti-coupon bill, ap- 
plying only to tobacco, and succeeded in putting 
such a measure through the House in the closing 
hours of a dying Congress, but too late to force it 
through the Senate. The independents were not a 
unit, however, for a number of large manufac- 
turers believing that if the so-called tobacco trust 
could make money out of coupons, an independent 
producer with plenty of capital could utilize the 
same scheme to advantage, began packing coupons 
with their goods and found the plan so remunera- 
tive that they joined forces with the “octopus” in 
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opposing legislation. In hearings before the Ways 
and Means Committee of the House one well-known 
independent manufacturer gave testimony which is 
as illuminating today as it was when it was given. 
He testified that the premiums given with his cou- 
pons were purchased in large quantities and, there- 
fore, cost him only a fraction of their apparent 
retail value; that only a percentage—less than half 
—of the coupons packed with the tobacco were pre- 
sented for redemption and that the price at which 
the tobacco was sold would have justified the giving 
of coupons even if all of them had been redeemed. 

A prominent member of the House of Repre- 
sentatives, a lawyer of reputation, appeared before 
the Ways and Means Committee on this occasion 
and opposed the pending bill orn the ground that, 
while Congress undoubtedly had power to prohibit 
the packing of coupons in packages of tobacco, it 
could not constitutionally forbid a retailer from 


giving away coupons, certificates, etc., in connection — 


with the sale of packages of tobacco or other 
products. Such a prohibition, he contended, would 
be without constitutional authority, the Federal 
government having no police power. The commit- 
tee was so much impressed with this argument that 
the bill was abandoned and, although similar meas- 
ures have been brought before this committee half 
a score of times since the decision in the “Merry 
World” case was rendered, the arguments submitted 
along this line of opposition have invariably proven 
effective. 

It should not be understood, however, that the 
question of the power of Congress to enact legis- 
lation on this subject has been conclusively decided 
in the negative. The Congressional idea of the con- 
stitutional prerogative of the Federal government 
has been wonderfully expanded in recent years, if 
one may judge by the character of the legislation 
enacted as compared with the contention of the 
strict constructionists of 20 years ago. In less than 
thirty years Congress has taken over the super- 
vision of the railroads, the control of food and drug 
products, insecticides, fertilizers, etc., the standard- 
izing and grading of cotton, the regulation of man- 
ufacturing corporations and the elimination of un- 
fair competition in trading, while bills now ready 
for introduction in the new Congress, with an ex- 
cellent prospect of enactment, contemplate far more 
radical innovations than the prohibition of pre- 
mium systems. Considering the great weight of 
public opinion and the high official influence behind 
this movement, it would not be at all surprising if 
the coming Congress should decide to pass a gen- 
eral anti-coupon law and leave it to the courts to 
determine any nice question of constitutionality 
that may be involved. 


Shapleigh Hardware Company 
Eulogizes Salesman 


To the Editor: 

We desire to avail ourselves of your columns to 
express our deep sorrow at the death of our sales- 
man, James Foxall Graves, who has been our able 
representative in the State of Mississippi for thirty 
consecutive years. 

We feel that it is a privilege to in this manner 
publicly express our appreciation of his devotion 
and loyalty, his honorable character and his faith- 
fulness to business—to his lovable nature, tender 
and sympathetic heart. 

We sum him up as one of the truest gentlemen 
we have ever known. 

Yours very truly, 
SHAPLEIGH HARDWARE COMPANY. 





























THE MAN BEHIND THE COUNTER 


Going After Trade Early 


ROM W. G. Branson, with The Monte Vista 
HK Hardware Company, Monte Vista, Col. 
In recounting some personal experience 
“Behind the Counter” I do not wish them to be in- 
terpreted as egotism or vanity, but simply as sug- 
gestions that might help some younger man in the 
business. 
Some years ago when the growing of sugar beets 
was new in Colorado, our farmers contracted late in 
the winter with a firm who were building a beet 

















W. G. Branson 


sugar factory about thirty miles from our place, to 
grow beets that season. This was an entirely new 
proposition to the farmers and the dealers. As soon 
as the contracts were signed I began soliciting or- 


ders for beet farming tools, not canvassing, but. 


watching for the farmers who had beet contracts, 
and getting their orders both in the store and on 
the street. 

By getting in my work early, while the sugar beet 
question was popular and more talked of than any 


other subject, I sold nine-tenths of the drills, culti- 
vators and pullers that were sold in my town that 
year, and there were two other firms in the business. 

A few years later, I moved to another part of the 
State where they were just starting to build a sugar 
mill. There were two old and well-established hard- 
ware and implement firms there, and I took the man- 
agement of one, a total stranger to everyone in the 
county. 

As soon as the sugar company’s field man arrived, 
I went to him and told him if his company would 
stay out of the business I would guarantee to fur- 
nish all who needed them, the necessary beet farm- 
ing implements. Again I immediately got busy on 
orders and sold three carloads that season, while the 
other people who were old-timers there still have a 
part of their first carload on hand. 

In both these instances these sales were all made 
without a single trip to the country, and with no 
automobile or livery hire. 

Do not much believe in country canvassing, at 
any rate not in Colorado, and do not practice it un- 
less I have something definite in view and that is 
worth the expense. 

The suggestion in these personal experiences is, 
go after the business early on any special lines and 
on seasonable goods. 

Let your customer see you write his name in a 
little book for the article for future delivery, and 
you have nine times out of ten made a sale, and se- 
cured some business from the fellow who was wait- 
ing for the buyer to come in and make inquiry con- 
cerning the article. 


Hardware Clerk Comments on 
““When You Quote a Price ’”’ 


1570 Howe Avenue, New York. 
To “The Man Behind the Counter’: 

I read with interest your article entitled “When 
You Quote a Price,” and, believe me, it is one of the 
finest and best articles I have read in a long time, 
and as an instance I would like to state a little 
matter that happened one morning recently. 

I received a telephone call from the superinten- 
dent of a large apartment house regarding dumb- 
waiter ropes, and I told him I would-be up to see 
him in an hour. One of the boys cut two samples 
of rope, about a foot long, and I went to the pro- 
prietor of the store and inquired the selling price 
on both grades of rope, for as I am the bookkeeper 
I do not know the selling prices. 

I then called on my prospective customer, ex- 
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plained both grades of rope, let him know the 
prices, and then he started to bargain. I stopped 
him by saying, “My dear sir, if I were in a position 
to sell you this rope at a lower price I would have 
quoted you that price at once, and although I 


would like to get your order, you will have to place . 


it at my price.” He slapped me on the back and 
said, ““My boy, if you had cut your price, or asked 
permission to: use the telephone and ask your boss 
you would never have received this order. Send a 
coil weighing not over 250 pounds. Good bye.” 

I merely cite this as an instance where sticking 
to the price quoted, and not even hesitating when 
asked to cut, even with prospect of losing the order, 
I landed without cutting the price, and not only that 
but a good customer, who in 24 hours has bought 
goods of me, when I couldn’t quote prices, simply 
saying to him I don’t know the price, but will guar- 
antee the merchandise bought and that the prices 
will be right, or I will accept the goods if returned, 
and I got the order. 

So why cut prices if it is not necessary? A 
question well worth considering. 


Respectfully yours, 
A. C. ROSENBAUM. 


P. S.—I am employed in one of the hardware 
stores in the Bronx. I do not know much about the 
business, but if other young men in this line would 
pay attention they would positively not lose the 
sales they do, as I have proved to my employer by 
selling a customer who was leaving without pur- 
chasing from the salesman. 


Domestic and Foreign Barb Wire 


HE difference in barb wire for the domestic trade 
and that for export tu the countries at war, 
many thousands of tons of which have been sent 
abroad, is shown in the accompanying illustration. 
The upper picture shows the common form of two- 

















The common two-point domestic barb wire is shown in 
the upper specimen and the four-point wire shipped to 
the warring nations is shown in the lower specimen 


point barb wire, used almost exclusively in the 
Central Western States. The barbs are about 3 
inches apart and are about 11% inches long, with 
short points. The lower picture shows the 
wire used by the warring countries. There are four 
barbs about 1 inch long, and the points are more 
than twice as long as in the domestic wire. In 
some cases the wire is made with the barbs spaced 
6 inches apart, but in most of it the barbs are only 
3 inches apart. Practically all the large makers 
of barb wire in this country, have shipped thousands 
of tons of this wire abroad, and much of it is still 
being sent. 


Hardware Age 


Preparing Young Americans for 
Commercial Careers Abroad 


” commenting on several articles published re- 
cently in HARDWARE AGE, including ‘Russian 
Ice-Free Ports and Their Importance to the U. S. 
A.,” “Commercial Opportunities in Latin-America,” 
“What Englishmen Think of U. S. A.,” Professor 
Jeremiah W. Jenks, of the New York University 
School of Commerce, Accounts and Finance, said: 
“IT have read the articles on Latin-America, Russia, 
and the one on: “The United States and Capital,’ re- 
produced from the Statist (London), March 6, with 
very great interest. 

“In connection with the article on Russia I think 
you will be interested in the enclosed announcement. 
As you will see, quite a number of the leading busi- 
ness establishments in New York have taken this 
matter up, and I hope that next year we shall have 
a considerable number of unusually well equipped 
men making special studies to fit themselves for 
positions in the houses engaged in foreign trade. 
One establishment has already asked me if we can- 
not arrange special courses to fit a man for work in 
Russia. I think we shall doubtless be able to do this. 

“It may be that you are in touch with some of 
the business houses who would be glad to take on 
one or more men for this kind of training, if they 
were sure that the men were of first rate quality. 
If so, and you will kindly let me know, I shall be 
glad to write them or arrange to call upon them.” 

The announcement referred to relates to “Busi- 
ness Fellowships in New York University for Men 


Interested in a Business Career,” to fit men for 


business in Russia, South America, India, China 
and elsewhere, as well as the United States. 

Merchants or individuals interested in this sub- 
ject may obtain details and specific information by 
addressing Professor Jenks. 


Manufacturers Export Association 
in New Quarters 


HE American Manufacturers Export Associa- 
tion has been compelled by the necessity for 
more room to move to much larger quarters at 160 
Broadway, New York, from its recent location at 
66 Broadway. | 

This association is constantly increasing its 
membership, and expanding its influence in foreign 
trade. During the last twelve months there have 
been 117 new members added (70 of them since 
October last), with a total membership at pres- 
ent of 260. Only persons interested in foreign 
trade are eligible for membership in this associa- 
tion, and considerable discrimination is exercised 
in admitting members. 

A feature of this organization is the monthly 
luncheon, now held at the Biltmore Hotel, where 
addresses on trade subjects are made by talented 
experts in the foreign trade field for the informa- 
tion and instruction of the members. 

Under the active presidency of Alba B. Johnson, 
who is also president of the Baldwin Locomotive 
Works, for the current year, and Charles E. Jen- 
nings, president last year, ably assisted by Secre- 
tary E. V. Douglass, many things really worth while 
have been accomplished. 


THE REMINGTON ARMS-UNION METALLIC CARTRIDGE 
COMPANY will remove its New York offices May 1 to 
the Woolworth Building, 233 Broadway, twenty-sixth 
floor. This change is made for the purpose of in- 
creasing the firm’s accommodations. 
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Pan-American Conference to Open May 24—Delegates Will Visit 
United States Cities 


By A. A. CHENAY 


WASHINGTON, May 9, 1915. 

RESIDENT WILSON will formally open the 
P Pan-American conference here on May 24 with 

an address of welcome. Secretary of State 
Bryan, Secretary of Commerce Redfield, and the 
Secretary of the Treasury are scheduled for ad- 
dresses, according to the tentative program that 
has been arranged. A number of receptions and 
luncheons are now being arranged for the enter- 
tainment of the South American delegates. 

A tour of the important cities of the United 
States is one of the features that has been decided 
upon. It is desired to give these representative 
men of Central and South America a vivid insight 
into the industrial as well as the social side of the 
United States, and the tour will include those cities 
which are centers of large and important commer- 
cial or industrial activities. 


Will Visit United States Cities 


Although the itinerary has not been officially set- 
tled upon, it is planned to visit Baltimore, May 31; 
Philadelphia, June 1 and 2; Pittsburgh, June 3 and 
4; St. Louis, June 5 and 6; Chicago, June 7 and 8; 
Detroit, June 9; Buffalo and Niagara Falls, June 
10; Schenectady, June 11; Boston, June 12 and 13; 
New York, June 14 and 15. Other cities may be 
included before the final announcement is made, 
although it is not considered likely the delegates 
as a body will go beyond the Mississippi. 

Secretary of the Treasury McAdoo will preside 
at the meetings of the conference, which, it is ex- 
pected, will occupy the most of the week of May 
24 to 31. It will be held in the Pan-American 
Union building, one of the show places of Wash- 
ington, a splendid marble building carried out along 
a distinctly Spanish line of architecture. 


Principal Topics to Be Discussed 


Three large matters will form the principal topics 
of the coming financial conference, upon a satis- 
factory solution of which, it is considered, rests the 
success or failure of the prospective trade invasion 
of Latin-America. These three leading subjects 
are: 

An arrangement for substantial credits to the 
various countries of Central and South America 
that will be sufficient, at least, to tide them over the 
present period of depression. Closely associated 
with this idea is that of investments of American 


money in Latin-American industrial undertakings. 

The establishment of direct and adequate steam- 
ship service between North and South America. A 
line from the west coast to New York via the Pan- 
ama Canal is one of the things most urgently 
needed if trade conditions are to be _ properly 
handled. 

A plan whereby the United States will take a 
special interest and assist in finding markets for, 
and in marketing, the raw products of the southern 
republics. It will be pointed out that before the 
countries to the south can be expected to show 
marked improvement in the matter of buying ca- 
pacity, some returns must be coming in from their 
national products. Since the war has practically 
cut them off from the European market, the United 
States must step into the breach and provide a par- 
tial market, at least, for those raw materials that 
are the basis of the countries’ wealth. 


Are Trade Gains Only Temporary? 


American manufacturers are making emphatic 
gains in the markets of Latin-America, as they are 
doing in all other principal markets of the world 
that are open to free commerce. How will this gain 
be affected when the war comes to a close, and when 
the seas are again thrown open to every kind of 
commerce? Will the phenomenal American trade 
balances continue to sweep upward, or even hold 
fast? 

For the first time in history the United Stat 
led in 1913 in imports to Latin-America. Hereto- 
fore we have always been second to Great Britain. 
Out of total imports into all of Latin-America for 
the year 1913 of over one and one-quarter billions 
of dollars, the United States sent goods to the 
amount of $325,000,000; Great Britain, $322,000,- 
000; Germany, $217,000,000, and France, $110,- 
000,000. 

For the current year our lead has been much 
more marked and is advancing with every month. 
Will we hold it after the war has brought about a 
return to something like normal again? 


Must Meet Sharp Competition 


While it is true that the American manufac- 
turer is facing a vast opportunity in the foreign 
market, not only in Latin-America, but in other 
large markets as well, notably Russia and the Bal- 
kan States, it is true also that he will have to fight 
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even harder than ever before to secure and hold it. 

Great Britain and France, to say nothing of the 
campaign that Germany will undertake, are putting 
forward special efforts to hold their trade connec- 
tions in those countries where they were well es- 
tablished before the outbreak of hostilities. This 
activity is particularly noticeable in South America. 

Because of the fact the American manufacturer 
and exporter has come to recognize the important 
factors that he must meet in making foreign con- 
nections, it is believed by those officials here most 
intimately associated with trade relations that the 
gains now being made will remain, and that the 
United States will promptly develop a foreign trade 
many times that of a few years ago. The educa- 
tional campaign that has been carried on for the 
past year has had an appreciable effect in bring- 
ing the manufacturers to see the points necessary 
if they are to succeed in building up a permanent 
and growing export business. Much more is needed, 
however, it is quite generally agreed, before this 
country reaches the point where it may be sug- 
gested that it is a strong exporting nation. 


Should Protect Trademarks 


One of the points that it is noted American ex- 
porters fail to properly appreciate is that of regis- 
tering their marks in foreign countries. In some 
instances this is due, no doubt, to carelessness; in 
others, however, there is a lack of knowledge on 
the subject, or a failure to accept the warnings 
that have recently been sent out by the Department 
of Commerce. 

Because of the fact that just now American goods 
are coming to be better known and more generally 
distributed throughout the world than ever before, 
it is particularly desirable that every American 
trademark, which, by any manner, may come into 
foreign trade, be promptly registered in as many 
foreign countries as possible. 

Latin America and the Orient are the two sec- 
tions of the world where, it is pointed out, the need 
for this action is the most pressing. The laws of 
most of the South American republics are so framed 
as to permit any person to register a trade-mark, 
if such mark has not been previously registered. 


Must Buy Privilege to Use Own Mark 


This provision of the law allows unscrupulous 
persons to anticipate the coming of a foreign trade- 
marked article into his market, to register the mark 
as his own, and then to force the rightful owner 
to pay an exorbitant sum for the use of his own 
trademark. 

Such a proceeding, it is stated, has actually oc- 
curred within recent years, and it is to avoid such 
hold-ups, and such interference with American 
trade, that Washington officials are anxious that all 
manufacturers having any idea of entering the for- 
eign market should take steps to properly protect 
any trademarks they may now have in use. 





* Take ‘em away “ 
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Hardware Age 


Seventy-five Years in Business 


; or Carpenter-Morton Company, Boston, Mass., 

importer, manufacturer and wholesaler of 
paints, varnishes and paint specialties, is sending 
out invitations to members of the company and pres- 
ent and old employes and their families, to join in 
celebrating the completion of seventy-five years of 
successful business life. This anniversary cele- 
bration will be held at the Riverside Recreation 
Grounds, Riverside, Mass., Saturday, June 12. 

The present plan is to devote the afternoon to 
outdoor sports and recreation, after which dinner 
will be served. There will be after-dinner speaking 
by past and present members of the company and 
old employes, the celebration concluding with a 
dancing party. 

The Carpenter-Morton Company is one of the 
few business houses that can point to a record of 
seventy-five years of continuous business success. 
This house was established in 1840 by Eleazer F. 
Pratt. In 1843 he was joined by George B. Rogers, 
under the name of Pratt & Rogers. In 1846 George 
W. Banker became a partner, the firm name 
changing to Pratt, Rogers & Co., and in 1849 Pratt 
& Rogers withdrew, and the business was continued 
by George W. Banker, Matthias Crocker and George 
O. Carpenter, under the name of Banker, Crocker & 
Co. In 1852 Mr. Crocker withdrew and the firm 
name changed to Banker & Carpenter. In 1864 Ed- 
ward T. Woodward, John D. Morton and Isaiah 
Woodbury were admitted to partnership without 
change in the firm name. In 1868 Banker & Wood- 
bury withdrew, the remaining partners continuing 
under the name of Carpenter, Woodward & Morton, 
this firm name lasting until 1892, when the business 
was organized as a Massachusetts corporation, un- 
der its present name, the Carpenter-Morton Com- 
pany. 

The present officers of the corporation are: 
James B. Lord, president; Frederic H. Newton, 
vice-president; George C. Morton, treasurer and 
M. Elton Vose, assistant treasurer and clerk. These 
officers, together with J. W. Campbell and M. E. 
Morton, constitute the board of directors. 

The stockholders of the present company comprise 
the members of the board of directors, and in addi- 
tion, W. E. Gilmour, A. I. McLauthlin, George O. 
Carpenter and A. B. Carpenter. 

The business was first conducted at 5 Broad 
street Boston, then at 107-109 State street, and later 
at 151 Milk street. January 1, 1899, the company 
moved into its present home, the Sudbury Building, 
77-79 Sudbury street. The factory is located on 
Summer street extension, Everett, Mass., and the 
employes’ number is one hundred. 

In August, 1861, the company’s entire plant, lo- 
cated at 107 State street, was almost completely 
wiped out by fire, but a new building was put up 
on the same spot and occupied by the house the 
following February. 
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Life 

A MAN comes into the world without his consent 

and leaves without his will. During his stay on 
earth his time is spent in one continuous round of con- 
traries and misunderstandings. In his infancy, he is 
an angel; in his boyhood, he is a devil; in his manhood, 
he is everything from a lizard up. If he raises a family, 
he is a chump; if he raises a check, he is a crook, and 
then the law gets after him. If he is a poor man, he 
is a bad manager and has no sense. If he is rich, he is 
dishonest but considered smart. If he is in politics, he 
is a grafter. If he is out of politics, you can’t place 
him and he is an undesirable citizen. If he goes to 
church, he is a hypocrite, and if he stays away from 
church, he is a sinner. 
sions, he does it for show; if he doesn’t he is a “tight 
wad.” When he first comes into the world every one 
wants to kiss him; before he goes out they all want to 
kick him. If he dies young there was a great future 
before him; if he lives to a ripe old age, he is only in 
the way and is living to save funeral expenses.—The 
Cherry Circle. 


His Title 


¢¢T)JARDON me, my dear man, but could I trouble 
you for a match?” 

After lighting his cigar, he continued: 

“Bah Jove, this is a remarkable city. This is me 
first visit to New York, d’ye know. I’m a deuced 
stranger, but on the other side I’m a person of im- 
portance. I am Sir Francis Daffy, Knight of the 
Garter, Knight of the Bath, Knight of the Double 
Eagle, Knight of the Golden Fleece, Knight of the Iron 
Cross. D’ye mind telling me your name, me dear man?” 

Replied he of the auburn hair, in a deep, rich 
brogue: 

“Me name is Michael Murphy, night before last, 
night before that, last night, to-night and every domn 
night—Michael Murphy!”—Ev«change. 


Too Attentive 


NE evening during the summer, as Pauline’s mother 
was putting her to bed, she said: 
“Now go right to sleep, dear. Don’t be afraid, for 
God’s angels are watching over you.” 
Shortly after, while the mother and father were read- 
ing in the library, the child called to her mother. 
“Yes, dear,” replied the mother, “what is it?” 
“God’s angels are buzzing around just awful, 
mother,” cried the little girl, “and one of ’em’s bitten 
me!”—New York Times. 


Standing Room Only 


HEY tell of a Slav who was in hard luck and was 
given a pair of trousers at the charity headquar- 

ters and told to go in a room and put them on. When 
he came out the superintendent asked: 

“How do they fit?” 

“Dey fit tighter as my skin.” 

“Tighter than your skin? That is impossible 

“T kean seet down in my skin, but not in dese!”— 
Exchange. 


Res 


Pennsylvania Dutch 


E were walking along the shaded street of an East- 
Pennsylvania village when a girl came to the 
door of a nearby house and called to a small boy playing 
on the walk: 
‘Gusty, Gusty, come on and eat yourself once. Ma’s 
on der table now and pa’s half et already.”—The House- 
keeper. 


If he donates to foreign mis-- 
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Missing Soul Mate 
ETTER received by the Mayor of Stevens Point, 
Wis.: 
“Dear Mr. Mayor Pasternacki, I am a young farmer 


I have a two hundred acre 
farm and i am lonesome. I am single and was never 
married because i could never find the right girl. But 
i was in Stevens Point a couple of weeks ago and i saw 
a nice girl there. I was only in town for about an 
hour and i lost tract of her. I’ve been thinking it over 
and i come to the conclusion that i will marry her. She 
was about middle height and plump, and she was good 
looking. When you find her please let me know and i 
will come in and get her. Of course if you cant find 
her maybe you can find another. I can support a wife. 
Yes and i will even get a ford if she wont marry me 
without one. Thanking you now. Yours truly, etc. 
“P. S. She had tan shoes.”—Chicago Tribune. 


and i want to get married. 


Letters of Moment 


ENKINS was always glad to receive letters from his 
wife when she was absent from home, especially if 
they were not too dry. So one day he was proudly 
showing one of her letters to his friends, which he pro- 


claimed as a model of brevity. It ran: 
“M. d. 1. 
~BadckLtaianat. Wm & 


“MARY.” 

Which he read: 

“My darling love: 

“T barely sleep, dearest, for thinking night after night 
of thee. With much faith. 
“MARY.” 

But the way Mary intended it to be read was: 

“Money down low. I bought silk dress for thirty- 
nine at Newbury’s on tick. Wire me fifty. ) 

“Mary.”—Exchange. 


Jealous 


A CERTAIN little girl was discovered by her mother 
engaged in a spirited encounter with a small friend 
who had got considerably worsted in the engagement. 

“Don’t you know, dear,” said the mother, “that it is 
very wicked to behave so? It was Satan that put it 
into your head to pull Elsie’s hair.” 

“Well, perhaps it was,” the child admitted, “but 
kicking her shins was entirely my own idea.”—Tit-Bits. 


Sweet Charity 


oo Benefactress (stopping in at the hospi- 
tal) —“‘Well, we’ll bring the car to-morrow and 
take some of your patients for a drive. And, by the 
bye, nurse, you might pick out some with bandages that 
show—the last party might not have been wounded at 
all, as far as anybody in the streets could see.”—Punch. 


Not Tommy’s Fault 


ICAR—For shame, my lad! What have those poor 
little fish done to be imprisoned upon the day 
of rest? 
Tommy—Tha-that’s what they got for—for chasing 
worms on a Sunday, sir.—Eaxchange. 


In the Museum 


é<éfTVHIS stone is covered with hieroglyphics—” ex- 
plained the curator. 

“Why don’t they have the Board of Health extermi- 

nate them,” asked the woman from upstate.—E xchange. 


























PUBLICITY FOR 


THE RETAILER 


Good ‘‘Movie’’ Program Ad—A Complete Paint Circular 


Getting Before the Film Folks 


No. 1 (5 in. x. 18% in.).—Taking in the “movies” 
is a confirmed American habit. The reels of Lubin, 
Edison, Kalem, Vitagraph and all other “movie 
manufacturers” have a charm all their own and 
they lay claim to the attention of the grocery clerk 
as well as the bank cashier. And your ad in the 
“movie” program is bound to come in for notice as 
the audience scans the bill for the evening. Fur- 
thermore, the small town and medium-sized city 


The Week’s Program at 























Trolley 
Service 
Leaving 
Phoenix ; 
SOUTH 
BOUND Afternoons and Evenings 
6 53 Monday, April 12th 
— Cousin Pons 
Biograph Special’ Two Ree) Drama 
>. Who Goes There? A Double Elopement 
Elison Special 2-Reel Comedy Edison Comedy 
_— The Lion Hunter 
Selig Jungle-Zoo Animal Drama 7 35 
8 3 : ’ . ; 5 
: Tuesday, April 13th _ 
8 56 The Place,.the Time’and the Man 8 40 
Essanay Special Two Reel Drama | 
9 20 Saved by a Watch The Buffer 9 16 
Selig Drama Essnay Drama 
10 25 The Devil and Mrs. Walker 9 45 
° Kalem Comedy 
11 20 | | 7 10 50 
ik Wednesday, April 14th | 
Her Bitter Lesson sedis 
12 35 Kalem Special Two ‘Reel Drama 
Broncho Billy’s Double Escape scien 
102 Essanay Western Drama , 
He Waits. Forever - 
1 41 Lubin Drama 12 
Hearst-Selig Weekly No. 11 ” 
2 45 . 2 0s 
Thursday, April 15 
adic MILLION DOLLAR MYSTERY "oe 
3 50 The Grip of the Past 310 
Lubin Special Two Reel Drama 
416 The Girl at the Throttle 354 
An Episode of the Hazards of Helen 
455 Curing. the Cook 415 
, tdison Comedy 
5 24 . ° 5 20 
Friday, April 16 
ioe Saved from a Life of Crime oe 
6 38 ; Vitayraph Special 2-Recl Drama 6 00 
Sophie’s Fatal Wedding The Deacon’s Son 
713 Biograph Drama Essnay Western Comedy 6 25 
Buster Brown Causes a Commotion 
753 Edison Comedy 717 
8 35 Saturday, April 17 817 
The Mystery of the Sev 
913 . ae se he Se Seven Chests 947 
10 38 For Her People The Last of the Hargroves 11 02 
Biograph Drama _ Edison Drama 
12 13 Which Ham is Schnappsmeier’s 12 17 
Selig Comedy 











Admission 10c Children 5c 


Phone 80 Light face 





type A. M. 


Smith & Fancher, Printers, Baldwinsville, N. Y. 





Double Votes on Monday, Wednesday and Friday 


Wash Day Made Easy 
By using the 

“Easiest Way” Washing Machine 

Hand Operated Washer . . $7.00 to $10.00 


Absolutely guaranteed (Water Motor) 
Washing Machine, only . . . . $15.00 














We have a large assortment of machines, 

Callin. Look them over. Ask ques- 

tions. Get our terms. Satisfaction is 

guarantecd before paymutt is expected 
y us. 





Hardware 








Moyer Bros. + 





No. 1—Your ad in the “movie” program is bound to 
come in: for notice 
















Announcement! 


HE new firm ofF.J Kne- 
= sek & Son makesits bow 
to the publicthis week. The 
“Quality Hardware Store” 
conducted by F. J. Enesek for 
the past thirteen years, will 
continue to supply its patrons 
with the best wares the mar- 
ket afords. Wecarry every- 
thing to be found in an up-to- 
date hardware establishment 
and our prices are always 
right. We respectfully invite 
the public to visit us and in- 
spect our stock. Oourteous 
treatment always. 


GIVE US A CALL 


F.J. Knesek & Son 


“The Quality Hardware Store” 
’Phone No. 14 











































No. 2—The compelling attention value of the border 
should not be lost sight of 


“movie” programs are for the most part single 
sheets of 4-page folders, so that the local advertiser 
has a much better chance of getting his ad read 
than has his brother advertiser in the metropolitan 
city where even “movie” programs assume book 
proportions. Look at this “movie” program, carry- 
ing the ad of Moyer Bros., of Phoenix, N. Y. Moyer 
Bros. send us the entire program to show the ex- 
cellent position of their ad. If position has any- 
thing to do with the pulling power of an ad (and 
it has) Moyer Bros. should have heard from this 
announcement. The ad itself is well arranged. The 
heading and cut tie up and tell the story of comfort 
and convenience at a glance, although the cut does 
not reproduce clearly because of its being a fine 
screen half-tone. The text does not attempt to de- 
scribe the machine or its detailed operation, but it 
does quote specifications and prices, together with 
enough general talk to arouse interest in the washer 
and induce a visit to the store. In the space at 
their disposal, we are of the opinion that Moyer 
Bros. did well not to make an endeavor to describe 
the machine in detail. The ad, as it stands, should 
have produced inquiries. Note its strong position 
on the program. The use of the cut was a wise 
move as an illustration invariably focuses attention 
and no other cut appears on the program. Moyer 
Bros. send along another “movie” program ad in 
which no cut appears. This, to our way of thinking, 
was a mistake. Always use a snappy illustration in 
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your subsequent program ads. We are glad to note 
in a letter accompanying this ad that Moyer Bros. 
have read with interest and profit the suggestions 
and criticisms made in this department. Our sole 
aim is to help the hardware man solve his publicity 
problems and may we always be as successful in our 
work as the letter from Moyer Bros. would seem to 
indicate. 
Telling the Story in the Border 
No. 2 (3 cols. x 11 in.).—This unusually attrac- 


tive ad comes to us from F. J. Knesek & Son, Moul- 
ton, Texas. The design and make-up of this ad is 
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peculiarly adapted to announcing the coming of a 
new firm. The “over-all’’ space is sufficiently large 
to make a definite impression and the division of 
this space is happy indeed, for while the text makes 
the announcement very neatly, the actual space it 
occupies would make rather an insignificant an- 
nouncement ad so that the cleverly illustrated bor- 
der serves a two-fold purpose; that of enlarging the 
announcement to an impressive size and, through its 
many illustrations, telling a story of varied and 
complete hardware stocks and the compelling atten- 
tion value of the border should not be lost sight of 
Continued on page 78 
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Fairy Floor Stain 


Walk 
on 





A high grade Varnish and Stain combined. 





fri; Made to DESOTC 
Sra 


Heavy B Body Paint 
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Fairy Bath Tub Enamel 


This Article 
is Specially 
Prepared 





To witnstand Hot and Cold Water. Will 








h h l Imi- 
tates perfec poy ote ieee IN OUR also wear well where an outside Enamel is 
a, Dash Oak, Green Oak, Cherry jes Coro HEA 4 f i desired to stand the weather 
Waleut yc ry Rosewood. Opinion Made in white only 
Transparent. For brightening u oe AX, Pain Quart $1.25 
floors where the Stain is in go > | This is the per- a “a6 
shape but Varnizh worn off Gs ‘5 Ss Half pint Toe 40 
os a ; ; = = fection in the Quarter pint ae 26 
quar -"* om De’ Ruse Fay, ae , 
alf galion . . 1.25 Saeec nani Paint Arena. . 
Gallon. . . | 225 Sen olla Fairy Iron Enamel 
° * It is eminently good, and really the 
Fairy Varnish Stain cheapest Paint on the market, when its - — 
| wonderful spreading capacity is taken into 
a consideration. This Paint, as its name im- A Heat 
plies, is an extremely heavy paint in body, 
Made so heavy in fact that it will stand from one Resisting 
for to two gallons of oil in thinning, according Biack 
to the work it is designed to do; thus E 
Furniture making one gallon of Heavy Body make namel 





Stains and varnishes at one - application, 
and has an extremely high gloss. Made in 
the following shades :— 

Light Oak, Dark Oak, G. een Oak, Cherry 
Walnut, Mahogany, Rosewood 

Also Transparent, for retouching old 
furniture 


ge uarter pint , 10 
alf pint. . , 15 
Pint. ‘ 25 
Quart . , ; 45 





Fairy Gloss Enamel 


A High 
Grade Gloss 
Enamel 





That can be used on the following with 
perfect satisfaction:— 
Doors, Casings, Lron Beds, 
Chairs, Furniture, Picture Frames 
Plastered Walls, and all interior 
wood work 
Made in the following shades: — 
White, Sky Blue, Sea Green, - 
Moss Green, Rich Red, Azure 


arter ‘pint ; 15 
alf pint. ‘ 2 
Pint : ‘ 40 
art , ‘ 76 
alf galion . . 1.35 
Gallon . - 28 





101 S. Main St. 
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two or three gallons of paint. Made in 
Twenty Seven —— 

hel? If gallo “10s 
A on. 
Quart 


DeSoto Ready Mined Paint 
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Goods as Our DeSoto Heavy Body, the only 
difference being these goods are ready for 
the brush 





Gallor. ; , - $1.50 
Half gallon. ‘ ~ 
Quart 














HOUSE-BOND | 


HARDWARE CO, 


Both Phones 345 
SOLE AGENTS 














Just. the thing for painting stove pipes 
grate fronts, oil stoves, hot and cold water 
pipes, sewing machine stands, iron fences, 
etc. Made in Gloss Enamel; also Flat, 
to get wrought iron effect on bric-a-brac, 


chandeliers, etc 


Quart ‘ ‘ 45 
Pint ‘ ‘ 25 
Half pint ‘ 15 





Fairy Stone Dressing 


i 

Made for Ey Farky a 

- Stone and ta 5; a 
Concrete Tease xe Ill 


es +t 

7A ee eS 9 
Steps, window ledges, walks, etc. Weather 
proof. Can be washed time and time again. 
Hard as stone after applied. 


Made in Brown, White, Stone White 
Galion. . $2.50 





Half galion . 1.35 
Quart: . . 75 
Pint . . 45 
Half pint ‘ 26 





Memphis, Tenn. 


No. 3—A piece of literature of real selling power 





es “ A oss ee ie 
. = ene ae weer Searee - 





ee ee ee ta re - 


Sz UUNIOUOOAAUUOUCAUEOUUUUEUAUUOUUAEOAEEEAEOUEUUEUEUESURUGAEEAOEAOOEAETT AAAS 

















SUI TLUANUULEUOUUUANQUUUEUUUAAALINY 


An Editorial Classic 


N November 3, 1906, The Wall Street 
Journal published an editorial entitled 
“Is There a Decline in Faith?” It has be- 
come an editorial classic. It has been trans- 
lated into more languages than one, and has 
been republished thousands of times in Eng- 
lish-speaking countries all over the world. 
We have been asked to republish it at this 
time and we do so with pleasure. 


Is There a Decline in Faith? 


He who believes in a future life is a cit- 
izen of two worlds. He moves in this, but 
his highest thought and inspiration are fixed 
on the future. To such a person, what takes 
place here and now is not unimportant, but 
it is infinitely less important than what shall 
take place hereafter. He looks upon his life 
here as but a preparation for the life to come. 
His experiences here, whether of joy or of 
sorrow, are of value to him only as they 
enable him the better to meet the everlast- 
ing demands of the life after death. He is 
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sold. It concerns the immediate interests of 
those who never had such a faith almost as 
much as it does the lives of those who have 
had the faith and lost it. 

The question, therefore, is of practical, 
immediate and tremendous importance to 
Wall Street, quite as much as any other part 
of the world. Has there been a decline in © 
the faith in the future life; and, if so, to 
what extent is this responsible for the 
special phenomena of our times, the eager 
pursuit of sudden wealth, the shameless lux- 
ury and display, the gross and corrupting ex- 
travagance, “the misuse of swollen fortunes,’ 
the indifference to law, the growth of graft, 
the abuses of great corporate power, the so- 
cial unrest, the spread of demagogy, the ad- 
vances of socialism, the appeals to bitter 
class hatred? To find out what connection 
exists between a decadence in religious faith 
and the social unrest of our time, due, on one 
side, to oppressive use of financial power, 
and on the other to class agitation, might well 
be worth an investigation by a commission 
of government experts if it were possible for 
for the Government to enter into such an 
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not indifferent to the rewards which may 
come in this world to industry, endeavor and 
opportunity; but failure, illness, poverty, 
abuse—what do these amount to, to a man 
who believes he is to enjoy the sublime priv- 





undertaking. 

Whatever may be a man’s own personal 
beliefs, there is no one who would not prefer 
to do business with a person who really be- 
lieves in a future life. If there are fewer 
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ileges of eternity? He measures everything 
by the infinite. Wealth, luxury, power, dis- 
tinction—he may not despise these, but he 
looks upon them as being but temporary— 
mere delights that are given as tests of his 
character. 

Faith in eternal life smooths out every in- 
equality and injustice of the present life 
under the great weight of the infinite. It 
makes the poor feel rich, and gives to the 
unfortunate a sense of heirship to the AI- 
mighty. It makes the rich feel a sense of 
grave responsibility and trusteeship. 

Now, it is not needful for this discussion 
to consider whether such a faith is reason- 
able or not. The Wall Street Journal has no 
concern in theological discussions. It takes 
no part for or against any creed, but it is 
intensely interested in the economic and po- 
litical effects of any change in the thought, 
the habits and the lives of men. If there has 
been a marked decline in religious faith, that 
fact must be of profound, far-reaching sig- 
nificance. It alters the basic conditions of 
civilization. It becomes a factor in the mar- 
kets. It changes the standards and affects 
the values of things that are bought and 


men of such faith in the world, it makes a 
big difference; and if faith is to continue to 
decline, this will require new adjustments. 
There are certainly, on surface, many signs. 
of such a decline. Perhaps, if it were pos- 
sible to probe deeply into the subject, it 
might be found that faith still abounded, but 
it is no longer expressed in the old way. But: 
we are obliged to accept the surface indica- 
tions. These include a falling off in church 
attendance, the abandonment of family wor- 
ship, the giving over of Sunday, more and 
more, to pleasure and labor, the separation 
of religious from secular education under the 
stern demands of non-sectarianism, the 
growing up of a generation uninstructed as 
our fathers were in the study of the Bible, 
the secularization of a portion of the Church 
itself, and its inability in a large way to gain 
the confidence of the laboring people. If 
these are really signs of a decay of religious 
faith, then, indeed, there is no more im- 
portant problem before us than that of either 
discovering some adequate substitute for 
faith, or to take immediate steps te check a 
development that has within it the seeds of 
a national disaster. 


70 

















May 13, 1915 


Quack Doctors of Hardware Ills 


HOSE of us who do not listen eagerly 
to any plan designed to lessen our 
work, or to make more money for us 

without requiring extra effort, are hope- 
lessly in the minority. 

Perhaps the truth of it is that we are a 
nation of money-mad merchants, impatient 
to make our “pile” quickly and with just as 
little actual work as possible. Such desires 
might be commendable if they did not de- 
velop a money-greed that sweeps us beyond 
the confines of sound business judgment and 
makes us easy prey for those quacks who 
capitalize our cupidity. 

An unhealthy longing to become a finan- 
cial giant contributes to a condition of un- 
rest that paves the way for the coming of 
the quacks; and come they do with seduc- 
tive plausibilities that are greedily gulped 
by the avaricious victim-to-be. The instru- 
ments with which the quack works are a 
glib tongue and a nimble imagination. His 
task is to convince us that (for a certain 
financial consideration) some product of his 
brain may be harnessed to our business and 
made to earn the money for which we would 
be forced otherwise to toil. 

The usual development of our conviction 
is by an alluring word picture painted by 
this finished artist. The sums that we pay 
for these portrayals of our entry through 
the Portals of Success vary according to the 
ability of the artist. None of them would 
stoop to paint even the crudest little minia- 
ture of said entry for less than one hundred 
dollars and the prices vary upward from 
this basis to seven or eight hundred for a 
life-size masterpiece of ingenuity. 

We contribute according to our gullibility 
and when we realize that we have bought a 
word-picture rather than a practical plan 
and are attempting to use theories that are 
helpless before the material difficulties of 
our business, we begin to look around to 
see whom we can blame for the error that 
is our own. It is immaterial who is elected 
—the fact remains that our money is then 
gone and no amount of blaming can secure 
its return. Our name has already been 
signed on the dotted line of an iron clad con- 
tract or to a series of notes and our consola- 
tion must be found in the possibility that 
we did not run the scheme exactly according 
to directions. 

The truth of the matter is that we are 
spending too much time seeking the mythical 
pot of gold at the end of the rainbow. We 
are looking for a patent money-maker that 
will work while we sleep and in this search 
we spend money for schemes that calm rea- 
soning would at once prove valueless in our 
particular cases. Perhaps it is putting it 
rather strongly to say that all of us are nat- 
urally lazy, but it must be admitted that we 
listen too eagerly to any plan that gives 
promise of our getting rid of work. 

Easy money is a scarce commodity in the 


legitimate merchandising field. As a gen- 
eral thing we must work and work hard for 
all that we get and the various schemes that 
are to make us rich in spite of ourselves are, 
for the most part, failures. 

However, just as long as we want to get 
something fdr nothing just that long will the 
purveyors of price-trouble panaceas, the 
salesmen of retailers’ mail-order catalog 
schemes, the men selling stock in worthless 
co-operative dreams, and the rest of the 
horde of hardware quacks who are doing a 
“cash in advance, no cure, no pay” business, 
find rich pickings in the hardware field. 


Salesmanship or Trickery 


T a gathering of hardware merchants, 
this was in the early days of the associ- 
ation movement, one and another of the 

hardware men were giving suggestions in 
regard to the conduct of business and telling 
of methods, in which there was the element 
of novelty or initiative which they had 
adopted with more or less satisfaction or 
success. Most of these suggestions were 
sensible and helpful, but some of them illus- 
trated the way in which a narrow-minded 
policy and questionable methods may be ap- 
plied in a reputable business which should 
be conducted on the square. 

The topic was salesmanship in the cutlery 
department. A man wanted a razor and 
was shown one the price of which was two 
dollars. The customer looked at it carefully 
and asked some questions about it, being evi- 
dently anxious to get a thoroughly good arti- 
cle. The salesman thought him hypercritical 
and slow in making up his mind. At this 
point his “art as a salesman,” of which he 
indeed seemed to be a little proud, came in: 
Recognizing his customer’s desire to have 
something really first class and having in 
stock nothing better than the two-dollar 
razor under inspection, he brought out an- 
other razor which he offered to the customer 
for three dollars “if he cared to spend as 
much.” This razor was, however, one which 
they were selling regularly for a dollar and 
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ahalf. The buyer, looking it over, explained | 


that he was willing to pay a good price for a 
first rate article and went away quite sat- 
isfied with the purchase. The salesman, 
however, gloated over his success in getting 
three dollars for an article worth only a dol- 
lar and a half. 

Some of the merchants to whom this inci- 
dent was narrated were disposed to approve 
the transaction as an example of skill in sell- 
ing goods, but most of them, we are glad to 
record, regarded it as a piece of trickery and 
unworthy a reputable merchant. At an- 
other convention subsequently held a similar 
transaction was under consideration and 
was heartily condemned as violating the 
cardinal principle that calls for honesty and 
straightforwardness in business dealing, 
and the giving of good value on any goods 
that are sold. 
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A window display of gifts suitable for the June bride 





last week, we showed a black and white sketch this occasion. A very pretty color scheme for a 

idea suitable for displaying wedding gifts. The window of this character is red and white. Be care- 
accompanying illustration shows a window display ful to select a bright and cheerful red. If it is pos- 
arranged for a similar event. This is one of the sible to construct the background of white or cream 
suggestions which the Society for Electrical De- color it is preferable. A drapery of white canton 
velopment sends out to its members to assist them flannel or cotton flannel plaited at the top allowing — 


ig our display suggestions under this heading, practically any line of merchandise pertaining to 


in their display advertising. the ends to hang in loose, graceful folds, makes a 
The design offers a suggestion for displaying very appropriate background for a display of this 
character. 





Drawing a Heart 





By folding a piece of paper and drawing half a 
heart from the crease and cutting while still folded, 
Curt Glass a perfect heart pattern can be secured. By this 
simple method a novice can draw a very creditable 
heart. After you have succeeded in drawing a good 
pattern, a number of hearts can be cut from the 
cardboard at the same time by placing several thick- 
nesses together, placing your pattern on the top 
sheet, following around the outside line with a pen- 
WEDDIN C cil and then cutting through all the layers with 


+GIFTS +: large, sharp scissors. 


The Centerpiece 


The double heart can be cut from red cambric, 
then mounted on boards and lettered in white. If 
| only a small centerpiece is desired, two sheets of 

; é; cardboard, 22 by 28, will no doubt be large enough. 
Perera wg he ented = ee. Of the These hearts are joined together with a lovers’ knot 
Geo. H. Bowman Company, Cleveland, Ohio of white ribbon, the ends hanging loosely over the 
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In Sparkling 


Patterns for- 
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SHARP 
SPARK PLUG 


Full guarantee. 
gles best resttles. 























Combination pen and brush lettered card and an illus- 
tration taken from a HARDWARE AGE advertisement of 
the Sharp Spark Plug Company, Cleveland, Ohio 


merchandise on display, or with an arrow as illus- 
trated. 

All price tickets used in this display should be 
made double heart shaped, in red, and lettered in 
white. 

Rice and old shoes scattered among the merchan- 
dise would assist in attracting attention to the dis- 
play and in making it more effective. 

The arrangement of the merchandise is quite 
clear on our reproduction. It is well to remember 
in planning your merchandise trims to secure a 
graduated hight in your arrangement. This will 
have a tendency to take away from the stiff appear- 
ance that a display of self contained articles often 
has. 

The Show Cards 


Our accompanying cards show two more ideas for 
combining illustrations taken from the advertising 
pages of HARDWARE AGE with show card publicity. 
The lettering and border work is similar to that 
which has been described under this heading before. 


Obituary 


GEORGE DUTTON WINCHELL, the oldest tin and japan 
ware manufacturer in the country, died at the home of 
his daughter, 2830 Winslow avenue, Walnut Hills, Ohio. 
He was 97 years old. His death was caused by a one 
day’s illness of pneumonia. Mr. Winchell was born at 
New Britain, Conn., in 1817. He was educated in the 
New England schools, and at the age of 21 came to 
Cincinnati. From 1848 to 1880 he was connected with 
several firms manufacturing tin and japan ware. In 
1881 he organized the George D. Winchell Mfg. Com- 
pany, and in 1895 sold out his interest to the present 
F. H. Lawson firm, and retired to private life. Dur- 
ing the Civil War Mr. Winchell’s products proved of 
invaluable service, and it is said he realized consider- 
able profits from the manufacture of army canteens 
and cooking utensils. 


A. Howarp ABBE, a member of the firm of A. H. & 
E. W. Abbe, died at his home, 50 Vine street, New 
Britain, Conn., in his sixty-third year. He came to this 
city about 1880 and engaged in the hardware business, 
forming the partnership of A. H. & E. W. Abbe, which 
continued until about two years ago when E. W. Abbe 
sold out his interest and the Abbe Hardware Company 
was formed by Mr. Abbe and his son. At the time of 
the organization of the Traut & Hine Mfg. Company, 
Mr. Abbe was secretary for a number of years, but 
gave up this position in order to devote himself exclu- 
sively to his business. He was one of the best known 
hardware dealers in the state, and was the first presi- 
dent of the Connecticut Retail Hardware Dealers’ 
Association. 
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PETER J. COVER, a resident of Meyersdale, Pa., died 
at his home from heart disease and hardening of the 
arteries. Although he had been in ill health for some 
time, he had visited his store until within a few days 
previous to his death. Mr. Cover was in his seventieth 
year, and had been in active business life for a period 
of 50 years. During the last few years his son John 
N. Cover, by whom he is survived, was associated with 
him, and he will continue the business. 


JAMES R. HARROVER, a retired hardware merchant of 
Washington, D. C., and a veteran of the Civil War, 
died at the home of his son in Brooklyn, N. Y. He was 
eighty-two years old. Mr. Harrover was on duty at 
Ford’s Theater, in Washington, when President Lin- 
coln was shot and took part in the chase after John 
Wilkes Booth. He is survived by two sons. 


BENJAMIN HORTON, 92 years old, a St. Louis stove and 
iron manufacturer, died of pneumonia at Joplin, Mo. 
Mr. Horton was a native of New York, and came to 
St. Louis in the early fifties, when he went into the 
iron and stove manufacturing and jobbing business 
under the firm name of B. Horton & Co., retiring about 
20 years ago. A widow and three children survive him. 


ORRIN C. PARKER, a Civil War veteran and a life- 
long resident of Genesee County, died at his home, 5 
State street. Mr. Parker was born in Stafford, N. Y., 
in 1838. After the Civil War he entered the hardware 
business in Batavia, and later the hotel business, from 
which he retired about 11 years ago. 


S. A. STANGELAND, vice-president of the Mesick- 
Stangeland Company, conducting hardware stores at 
Napoleon, N. D., and branches in Svuth Dakota, died 
at Brant, S. D., of tuberculosis. Mr. Stangeland was 
in his thirty-fifth year. 


CHARLES F. WHITE, aged 71, who for 44 years con- 
ducted a hardware business in Pittsburgh, Pa., died at 
his home 17 Stewart avenue, Carrick, Pa. Mr. White 
retired about two years ago, and is survived by a 
widow, three sons and one daughter. 


JACOB WIRTNER, 89 years old, one of the oldest citi- 
zens of Dunkirk, N. Y., died at his home there recently. 
He settled in Dunkirk in 1855 and opened the first hard- 
ware store. He later engaged in business under the 
firm name of Wirtner & Moran. 


IsAAC GLUCKMAN, a retired hardware dealer of 
Bayonne, N. J., died in the Bayonne Hospital, where he 
was operated upon for appendicitis. Mr. Gluckman 
was in his fiftieth year. 


ANDREW K. WADE died at his home in Walden, N. Y. 
He had conducted a hardware store in that place for 
the past 36 years. Mr. Wade was a former supervisor 
of Orange County. 


CARL H. BIERMANN, a hardware merchant of New 
York City, died at his home, 174 Sherry street, Rich- 
mond Hill. Mr. Biermann was born in Germany 61 
years ago, andeformerly lived in Brooklyn. 


Harry W. PRATT, a member of the hardware firm of 
Quish & Pratt, Dexter, Mich., and among its leading 
business men, died at his home on Ann Arbor street of 
erysipelas, after a short illness, aged 44 years. 


JULIUS SCHMIDT, 58 years old, a prominent member 
of the Minnesota Retail Hardware Association, and one 
of its former presidents, died at his home in Wabasha. 
He is survived by a widow and a brother. 


ARTHUR JAMES COAKLEY, manager of the Coakley 
Hardware Company, Hersey, Ind., committed suicide 
by slashing his throat with a razor. A nervous break- 
down is thought to have been responsible. 


JAMES RUSSELL, who up to a year ago was actively 
engaged in the stove and hardware business at Sauger- 
ties, N. Y., died at his home on John street, in his sev- 
enty-fourth year. 
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Trade Conditions and Iron, 


Steel and Hardware Prices 





MARKET SUMMARY FO 


Buying by the railroads, the one thing 
needed to put the iron and steel market on a 
better basis, has developed to some extent 
in the past week or two with promise of stiil 
heavier purchases by the railroads in the 
near future. 

The leading hardware jobbers in Pitts- 
burgh report that their volume of business 
is the heaviest for one month for some time, 
and indications are that May will be still 
better. Some of the large concerns manu- 
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facturing hardware goods have withdrawn 
prices and are getting out new lists. 

In Cincinnati improvement in business 
both with the wholesale and retail hardware 
merchants during the past 30 days has been 
so steady that few realize its magnitude. 
Hardware merchants as a rule are paying 
more attention to new specialties than ever 
before. Prominent among these specialties 
are automobile accessories which are proving 
especially profitable. 











Office of HARDWARE AGE, 
Pittsburgh, May 10, 1915. 


HE one thing needed to put the iron and steel mar- 
kets on a better basis as regards operations at 
least, and probably later on that will benefit prices, is 
some buying by the railroads and this has developed to 
some extent in the past week or two, with promise of 
still heavier purchases by the railroads in the near 
future. Last week the long expected inquiry from the 
Pennsylvania Railroad for its needs of steel rails for 
1915 was sent out to the rail mills and amounted to 
138,000 tons. Of this large quantity of rails, 73,000 
tons are for the Lines East of Pittsburgh, and 65,000 
tons for the Lines West. While nothing positive is 
known, it is believed this large order will likely be 
divided as regards the eastern rails between Carnegie, 
Cambria, Pennsylvania, Lackawanna and Bethlehem 
Steel Companies, while for the Lines West, the 65,000 
tons will likely be divided between the Cambria, Car- 
negie and Illinois Steel Companies. Probably all the 
rails to be used east of Crestline or Fort Wayne, Ind., 
will be rolled at the Gary mills of the Illinois Steel 
Company, as these mills have the lowest rates of 
freight. Some months ago the Pennsylvania Railroad 
placed trial orders for 2000 tons of rails each with four 
or five of the leading rail mills, and these rails were to 
undergo certain physical and chemical tests for wear. 
These tests have about been completed and reports of 
them are very encouraging. The Pennsylvania Railroad 
buys a very high grade of rails, for which it pays an 
extra price. The discard from the steel ingot in 
making the rails is heavier than usual, and it is be- 
cause of this that the road pays the highest prices for 
its rails. : 
In steel cars too, the railroads are commencing to 
send out inquiries. It is estimated that western rail- 
roads have inquiries out for 18,000 to 20,000 cars, and 
if these are placed, most of the material consisting of 
plates, shapes and steel bars, and also car wheels, will 
likely be placed with mills in Chicago. That district 
will be helped very much. Chicago mills have been 
unable to participate in the filling of war orders, as 
that city is so far west its freights to eastern shipping 
ports are prohibitive. The steel car companies are now 
figuring on a larger number of orders for railroad cars 
than at any time in more than a year. In rail orders 
the Chicago, Rock Island & Pacific has an inquiry out 
for 10,000 tons, and in Pittsburgh & Lake Erie, which 
is owned by the New York Central, has placed an order 
with the Carnegie Steel Company for 5700 tons for 
May and June shipment. 

The rate of operations among the steel works is being 
steadily held, and last week leading steel companies 
operated to very close to 75 per cent. of capacity. The 
Carnegie Steel Company is running this week to about 
80 per cent. of its steel ingot capacity, which is more 
than double the rate of operations of this company in 
November and December last year. Heavy war orders 
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have been placed with a large number of concerns in 
the Pittsburgh district, among these being the Carnegie 
Steel Company, Westinghouse Electric & Mfg. Com- 
pany, Jones & Laughlin Steel Company and others. The 
Westinghouse Air Brake Company has taken a con- 
tract from the Russian Government for 1,250,000 high 
explosive and shrapnel shells, which it will build at its 
air brake works at Wilmerding and which will take 
14 months to deliver. The company has erected two 
temporary buildings at Wilmerding in which to manu- 
facture these shells, one being 65 by 500 feet and the 
other 65 by 175 feet. These two buildings are about 
finished and have been fitted up with a large number 
of lathes, planers, milling and drilling machines and 
other iron working tools. The castings for making 
these shells will come from plants in the Pittsburgh 
district. 

Statistics of the pig-iron trade, as of May 1, printed 
last week, show that the output of pig iron in April had 
been increased 4000 tons a day, the total production for 
April having been 2,116,494 tons. On May 1 there were 
195 furnaces in the United States in blast, against 191 
on April 1. Pig-iron buying in nearly all centers was 
active last week, one local concern having sold 19,000 
tons of basic for delivery in July, August and Septem- 
ber at the reported price of $12.65 at Valley furnace. 
At Buffalo, N. Y., and Birmingham, Ala., pig-iron sales 
were active and prices are showing some betterment. 
The market on finished lines is showing betterment, and 
prices are firm with some prospects of being higher. 
Sheets and tin plate are fairly active and structural ma- 
terial is getting better. The Crucible Steel Company of 
this city has just placed 2500 tons of structural mate- 
rial with the American Bridge Company to be used in 
building its works at Altha, N. J. 

The demand for tubular goods is also getting better 
and last week was the best in point of orders that the 
pipe mills have had for some time. The National Tube 
Company and all the other pipe mills have advanced 
prices on steel pipe $2 a ton, the same on line pipe, and 
steel boiler tubes have also been put up $2 a ton. 

The general improvement in the steel trade has not 
been without effect on the hardware trade. Leading 
hardware jobbers in this city report that their volume 
of business in April was the heaviest in any one month 
for some time, and indications are that May will be 
still better. Some of the large concerns manufacturing 
hardware goods have withdrawn prices and are getting 
out new lists. The market all along the line is stronger 
and in the fear of higher prices, retail hardware dealers 
and consumers as well, are placing heavier orders. It 
is figured out that the market will certainly not be any 
lower, while the present activity lasts. The makers of 
nuts and bolts have advanced prices and are preparing 
new discount lists for the trade. Wire products are 
quieting down, as is always the case at this season of 
the year, and prices are fairly steady. 

Collections are reported quite good from nearly all 
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sections and the banks have ample funds on hand to 
meet any legitimate demands. Take as a whole, the 
outlook for the steel trade, and also for the hardware 
trade, with which it is closely allied, is better at the 
moment than at any time in nearly a year. 


WIRE NAILS.—Mills report that the new demand for 
wire nails is quieting down, as expected and new buying 
is light. Specifications are still coming in at a moder- 
ate rate against contracts placed some time ago and 
deliveries against these contracts will be fairly heavy 
during May, but early in June they will have been 
pretty well cleaned up. New buying of wire nails in 
the summer months is also quiet, as jobbers and re- 
tailers have usually accumlated stocks prior to the hot 
weather and are not in the market. Prices are fairly 
strong on the small new orders that are coming in, 
$1.55 being generally quoted. 

We quote on new orders: Wire nails, $1.55 to $1.60, gal- 
vanized nails 1 in. and shorter, taking an advance of $1.70 
over this price, or $3.30 and galvanized nails 1 in. and 
longer, an advance of $1.20, or $2.80. 

Retailers f.o.b. Pittsburgh i $1.60. 
Pittsburgh less than carloads $1. 

Cut NaAILs.—The demand is ‘fair and specifications 
against contracts are coming in at a moderate rate. 
Prices have not changed for some time, but on a very 
desirable order probably $1.50, f.o.b. Pittsburgh, could 


be done. 


Retailers f.o.b. 


We quote nails $1.55 per keg in ae and larger lots 
to jobbers; carloads to retailers, $1.60 f.o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for poet in 10 days, freight 
added to point of delivery. 

BaRB WIRE.—The domestic demand is light and 
mostly for small lots, and the foreign demand is also 
falling off. It is the almost general belief that the war 
will end or that hostilities will at least cease by Sep- 
tember, or not later than October, and makers of barb 
wire believe that the heavy foreign demand is pretty 
well over. All the local barb wire makers have been 
shipping very large quantities to Russia and other 
countries for some months, and prices obtained were 
very satisfactory. The market on galvanized barb 
wire is very strong and close to the 60c. differential is 
being obtained. 

We quote painted barb wire to jobbers $1.60; galvanized, 
$2.10 to $2.20 in carloads to jobbers, usual terms, freight 
added to point of delivery. Jobbers charge the usual ad- 
vances for small lots from stock. Carloads to retailers f.o.b. 


Pittsburgh $1.65. Less than carloads to retailers f.o.b. Pitts- 
burgh $1.75. Add for galvanizing 60c. per 100 Ibs. 


FENCE WIRE.—The volume of new business is light 
and dealers are cutting their stocks of woven wire 
fencing down to the lowest possible point, as demand is 
pretty well over until fall business starts up again. 
Prices are very strong. 

Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base: galvanized, $2.00, with the usual ad- 
vances charged to jobbers for small lots from store. 

TIN PLATE.—Several leading makers of tin plate 
report that specifications from the can makers and 
other large consumers have not been quite as active in 
the past week or two, but as yet there has been no 
visible slowing down in operations among the tin mills. 
A good part of the tin plate for the Pacific Coast 
trade has already been shipped out. All indications 
point to an enormous fruit crop this year, and it is 
believed the fruit pack will be the heaviest ever known. 
Relatively low prices are still being made on business 
placed by the Standard Oil Company and one or two 
other interests. On the small orders coming in, $3.15 
séems to be minimum. 

We quote.100-lb. coke plates at $3.25 to $3.35 per base box, 


depending on the order. 
We quote 100-lb. terne plates at $3.15 per base box, f.o.b. 


Pittsburgh. 

SHEETS.—Prices of spelter passed 13.75c. last week 
with every indication that 15c. or higher will be 
reached. This has tightened up the market very much 
on galvanized sheets and 3.40c. for No. 28 gauge is the 
minimum price being quoted, while some makers are 
asking 3.50c. and up to 3.60c. The American Sheet & 
Tin Plate Company states that it will take care of its 
regular customers on No. 28 galvanized sheets at 3.40c. 
for prompt shipment, but will not accept contracts for 
long delivery ahead at this price. Prices on blue an- 
nealed sheets and on Bessemer black are firm. Makers’ 
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prices for mill shipment on sheets of U. S. Standard 
gauge, in carload and larger lots, on which jobbers 
charge the usual advances for small lots from store, are 
as follows, f.o.b. Pittsburgh, terms 30 days net, or 2 
per cent. cash discount in 10 days from date of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


I a in a ee pie ee 1.25 to 1.30 

a i ne ke ea 1.30 to 1.35 

en ok o's ies ds bb bese eae 1.35 to 1.40 

NN) et So a Sn ee ni ek 1.45 to 1.50 

Pee a ee a FO Sek hoe b wee Reed 1.55 to 1.60 

Box Annealed Sheets, Cold Rolled 
Cents per lb. 

i CI Ns. 6 Ss and ar eee 1.45 to 1.50 

NT a ie tae a ete old ee! dds enna ae 1.45 to 1.50 

I EM ne ee ee ale ie eae ee 1.50 to 1.55 

ay wee SS ts og to o's ee at pane are 1.55 to 1.60 

ER ey RE es Segoe ne em 1.60 to 1.65 

I Sd ad ee ey Ok are eee eae ee 1.65 to 1.70 

Nos. 25 ET Ea & 6 nwdnce wake thes é eawenen 1.70 to 1.75 

DCE ssp ade te wht ch bE be eke bee nee 1.75 to 1.80 

ee eee tr ee ec ee ne 1.80 to 1.85 

Ne ee ere ee 1.85 to 1.90 

ae ee ee ee ee ee ne 1.95 to 2.00 

talvanized Sheets of Black Sheet Gauge 
Cents per lb. 

Nos a its sar ae beak erk ne ee weekend ahs 2.40 to 2.50 

eS eer er rt een er eee 2.50 to 2.60 

Nos i Es 6 os woe oe a basen 2.50 to 2.60 

ee ss a wre ot ee We ae Kea ee 2.65 to 2.75 

tne We Mes so pc aoe. adw emea’.s «eee 2.80 to 2.90 

I Ca I og eid an ch ae Ae a we 2.95 to 3.05 

ee  G o-e is o's 66 6 @ Gl eh és ee a 3.10 to 3.20 

No. 27 okt Kee 0-e bb é0b wees eens 3.25 to 3.35 

Ns 5s oe dtd £00 ek Cee 3.40 to 3.50 

SU FE oe Sec Gv ord bh one 8 OW Oe ek ee 3.55 to 3.65 

Dy Ce hh be ee ede bbeeebaseeaeekieecaks 3.70 to 3.80 

CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 
Painting: 29 25to28 19to 24 12tol18 
Regular, or oiling ........ 0.15 0.10 0.05 
Ch NOME so c'e-seadee cee 0.25 0.15 0.10 
Forming: 
2, 2%, 3 and 5 in. corru- 

CE 6.45 ooo oe ew «ek 0.05 0.05 0.05 0.05 
2. V-crimped without sticks 0.05 0.05 0.05 ia 
52 to 1% in. corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

with cleats iat aie db adh a ig 0.15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
S/ED BR GUENNOD 2% 66a veces 0.20 0.20 0.20 
Weatherboard siding ...... - 0.25 0.25 
a a Se aa 0.25 0.25 
Rock face brick and stone 

SE a ee 0.25 0.25 
Roll and cap roofing, with 

caps and cleats......... 0.25 0.25 
Roofing valley, 12 in., and 

aR et eet a 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated)... 0.65 0.65 0.65 


Nuts, BoLTs AND RIVETS.—The new demand is more 
active than for some time and makers state that the 
recent advance in prices is firmly held. The cost of 
materials used in making nuts and bolts has advanced 
materially since January 1, and this explains the higher 
prices being quoted by the nut and bolt makers. Dis- 
counts to the large trade now in force are as follows: 


U. S. S. Cold Punched Blank and Tapped, Cham- 
fered, Trimmed and Reamed 

Ms Oe. SO GE POcn cc ccs cercease 8.1c. per Ib. off 

5g in. and larger Ge in’ ai de iat wel malo ae q. 3c. per Ib. off 

DOG, Gl Gee oc cece sccecscecevneem 5.3c. per Ib. off 

Semi-Finished Tapped 

im, Oe GOR BOE. oc csc cco cnees 85-10-10-10 off 

a Se PIN Sak caddevedbceeues 85-10-10 off 
, Black Bulk Rivets 

7/16 x 6%, smaller and shorter.......... 80-10-5 off 

Package Rivets 1000 Pes. 
Black, metallic tinned and tin plated... .75-10-10 off 


IRON AND STEEL BARS.—April was one of the heaviest 
months that the steel bar trade has had in a long time, 
and May promises to be fully as large. At present 
some of the larger implement makers are in the market 
figuring on their supply of steel bars for the last half 
of 1915, and the first half of 1916, but so far none of 
this business has yet been closed up. It is intimatea 
that the steel bar makers will allow the larger im- 
plement concerns to contract for their supply of steel 
bars for the second half of this year on the basis of 
1.20c., f.o.b. Pittsburgh, but this is not confirmed. It 
is recognized that the very largest consumers of steel 


-bars are entitled to and should receive slight differential 


in price over the ordinary trade. The demand for steel 
bars for reinforcing purposes is active and prices are 
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fairly steady. Bar iron mills eport a better demand 
and they are operating to a larger rate of capacity than 
for some time. 

We quote steel bars at 1.20c. for second quarter delivery. 

We quote common iron bars at 1.20c. f.o.b. Pittsburgh. 

WROUGHT PIPE.—New orders entered by the pipe 
mills in May show a slight increase over April. The 
Wheeling Steel & Iron Company of Wheeling, W. Va., 
has taken a contract for about 20 miles of 8-in., 12 
miles of 12-in., and eight miles of 6%-in. An active 
inquiry is in the market for 30 miles of 12-in. line pipe, 
and it will likely be closed this week. It is stated the 
higher prices on wrought steel pipe and iron and steel 
tubes are being held. The following are the jobbers’ 
carload discounts on the Pittsburgh basing card in 
effect from May 1, 1915, all full weight: 





Butt Weld 
Steel | 

Inches Black Galv. | Inches * tnek — 

%, 4% and %... 72 51% , &% and \&...... 4 
PH aye a wo ch os wen cca se 64 42 
Se Diigitigaie 2 79 . 8h See 68: 52 
| Z SE” eben 71 57 

Lap Weld 
aes Stel 2 ate « G 76 65 Dt, Mies td Vikan ee 41 
, € eae 78 67 ae ae 66 52 
ff | See 6 2) tie eee ke g's g 67 54 
zz £ . Sa 621%, 65 ee ee Be teeth ss 69 57 
Se Pr ea ae 0 65 ae Gee Oe ob cece s ae 57 
££ f ee 67 57 
Reamed and Drifted 

1 to hi eS 77 66 1 to Pel butt... 69 55 
ae kia a 74 63 EE saad aa rie -a 69 55 
2'%y S 6, lap.. 76 65 1%, ia a vewieidet 53 39 
OO eres 64 50 
2, ap oe 65 52 
2% to 4, lap.... 67 55 








Office of HARDWARE AGE, 
New York, May 8, 1915. 


HERE are manufacturers and merchants to whom 
the business situation at times presents a little 
better side, and buyers occasionally are beginning to 
order a trifle more freely on standard goods, business in 
staple seasonable lines having been quite active this 
spring. 

The low prices of standard articles like axes, shovels, 
spades and scoops, and a few other leaders, are of un- 
favorable character. It is said that present prices on 
axes show a loss of from 50 cents to $1.00 a dozen, while 
manufacturers making certain lines of shovels are in 
somewhat the same class. 

One effect frequently of such demoralization is to 
cause a deterioration in the quality of the product in 
order to at least minimize losses. For instance, when a 
particular grade of shovels regular at $4.25 per dozen, 
were offered by a competitor at $4 per dozen, an exami- 
nation of the stock showed that inferior handles were 
used that would reduce the cost by from 25 to 30 cents 
per dozen at least. It is very natural under such cir- 
cumstances to endeavor to get out with as little loss 
as possible. 

Goods made of copper, brass and bronze, on the other 
hand, will advance because of the great rise in copper, 
brass, spelter, zinc, etc., some of which have more than 
doubled in price because of war necessities. There are 
representative manufacturers of builders’ hardware 
and related goods, based largely on these raw materials, 
who have withdrawn prices and are working out new 
discounts. 

In miscellaneous goods orders are frequent, though 
not large, and for what merchants really want they 
commonly wait as long as possible before, ordering and 
then urge immediate shipment. There are larger num- 
bers of orders, but they are less in aggregate value, 
thereby compelling more work for a given amount of 
business. To various merchants stocks appear to be 
cut finer and finer so that when a real reaction sets in, 
if it ever does, there will be more or less of a scramble 
for goods. Collections are spotty, sometimes fairly 
good, but more often slow and unsatisfactory. 

One effect of the considerable depreciation in cotton 
prices since last fall has been to lead cotton planters 
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Butt Weld, extra strong, plain ends 











1%, %and %.... 67 a3it a 48 
kpesaeevsevuct 63 eee ee ek a aa Se 56 
QR AS rr: 76 67 4 to 1% eececccn 70 58 
ie eiikinces ace 77 681 2and 2%....... 71 59 
Lap Weld, extra strong, plain ends 

Deol bie ab eanes 73 62% | 1% ee hE eg ee 65 53 
XS rae 75 I 1k aie a ek id kk 67 54 
yg Ppa 74 63% | 34, SS aa 69 57 

SS FOR eaee: 8 Seen | Oe Oe B..eedees 68 
ss 2. Arr 63 : Beas | Saaeerere 61 51 
££, > erro 56 46 

Butt Weld, double extra strong, plain ends 
Oa ee 6 err 56 45 
9 eo cs -: ae. ite ie....... 59 48 
oe lanl 7 58% | 2 and 21.12.22: 61 50 

Lap Weld, double extra strong, plain ends 
a ere 63 541% iar ea tk ie aa kta he ea 57 45 
2 a or 65 cede >= Ferree 59 50 
4 fk Seer 64 55 gS ee ee 58 49 
ee Wave eeenes 58 4714 Te Mebeksenwer 51 40 


To the large jobbing trade an additional 5 per cent. is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black, and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, 
f.o.b. Pittsburgh, freight to destination added, in effect 
from May 1, 1915, are as follows: 





Lap — Steel Standard Charcoal Iron 
1 4 ° ees 65 1% and ee eae 52 
I a ee a ee CN ee a ee wie aes 49 
. & |}, ] Saar 68 2% and 2% in.......... 56 
8 ib eer 73 @¢ | xr 60 
3% and 4% in.......... 74 3% and 4% in.......... 62 
yg tl aS ene eare 67 - Ff Mr 56 
ab ee ere 64 


Locomotive and steamship special charcoal grades bring 
higher prices. 
1% in., over 18 ft., 10 per cent. net extra. 
2 ‘in. and larger, over 22 Fas 


10 per cent. net extra. 





to consider ways and means through which to produce 
raw cotton at about 6 cents per pound, based on the 
expectation of averaging about 10 cents a pound for it. 
Just how such a plan will eventually work out will vary 
with the grower, but there are unquestionably more 
ecenomical methods of producing this important staple 
than have been practiced in the past. Cotton has come 
to be our heaviest export in volume and value, so that 
the price it brings in domestic and foreign markets 
affects not only prosperity in the South, but to some 
extent in the country generally. 

Bank clearings are in greater volume than for a long 
time, totaling for the latest week $3,783,106,792, an 
increase of 25.4 per cent. for the country, contrasted 
with $3,017,203,976 for the corresponding week in 1914, 
and 23.3 per cent. for the similar week in 1913. Trans- 
actions in securities have accounted for some of this, 
but not all. The figures for New York are 36.7 per 
cent., and 33.2 per cent., respectively, for the corre- 
sponding weeks of 1914 and 1913. 

WIRE NAILS.—There is a moderate amount of busi- 
ness coming along and a little more in the way of in- 
quiry regarding new demand. Orders that have been 
held up for a time are now being called for, and some 
of the buyers are a bit more anxious about getting 
goods. Also orders which had been placed are being 
cleaned up in better fashion, covering some of the 
March business which had been put over into April. 


Wire nails, out of store, are based on $1.90 per keg. 


CuT NAILS.—Cut nails are a little more active. Busi- 
ness in these goods fell away some during the latter 
part of April, but within the last two weeks a fairly 
good business has been done, considering the general 
situation. 

Exports in cut nails have increased in the past fort- 
night, but one of the difficulties is to get vessels in which 
to transport the goods. 


Cut nails, out of store, are held at $1.90 per keg base. 


LINSEED OIL.—Linseed oil has been further advanced 
lc. per gal., because of a firming up in seed prices and 
the low figure for oil cake by-product, rather than much 
increase in the demand for oil, although there is a little 
better consumption because of favorable spring weather. 
Flaxseed in Argentina has gone up 7 to 8c. per bushel, 
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and in Duluth there has been an increase of 3 to 4c., 
so that the entire situation has toned up somewhat. 

Linseed oil, raw, city brands, in lots of 5 or more bbls., is 
65c. and less than 5 bbls., 66c. per gal. 

State and Western oil is about 63 to 63\%4c. in carloads, and 
64c. in less than carloads, although some spot oil in carloads 
has been sold as low as 62% c. per gal. in exceptional cases. 

NAVAL STORES.—The demand for naval stores is fairly 
steady, and specifications from wholesalers and manu- 
facturers are in harmony with improved climatic condi- 
tions, especially in turpentine for use in painting. Sales 
of large lots, however, are rather the exception, and 
the business is more for immediate wants. 

Turpentine is being quoted at 48%c. per gal. 

Rosins are about as they have been, with practically no 
change in price, and business is light. 

Common to good strained, on the basis of 280 Ib. per bbl. 
is $3.65 and D. grade, $3.80 to $3.90 per bbl. 

WINDOW GLASs.—The demand for window glass is 
exceedingly moderate, and there is no spirit in the 
business. While there is a slight improvement because 
of favorable spring weather, it is so small that it is 
hardly worth mentioning. Several of the factories have 
closed down for the summer and others are about to, 
although they would have continued until May 29, the 
date fixed for the going out of blast, had orders war- 
ranted the production of more stock. In polish plate 
glass, manufacturers have shown a disposition to make 
special prices at low rates to influence business and 
turn glass into money. 





Office of HARDWARE AGE, 
Chicago, Ill., May 10, 1915. 
HE same kind of good business that has been in 
evidence for the past three or four weeks continues. 
It is merely an enlargement of the hand-to-mouth va- 
riety that seems to have become the rule, and while the 
volume is sufficiently large to prove very satisfactory to 
wholesalers and manufacturers, a week of depression 
would find the boards fairly clean. The orders that 
are being placed do not provide a substantial back-log. 

General information is to the effect that hardware is 
not the only line that has felt the impulse of spring 
buying. Bank clearings reflect considerable improve- 
ment, showing that practically all industries are in 
better condition than recently. Collections are better 
in most instances though it is true that the merchants 
who have been slow are probably slower than usual 
just now. 

All lines of spring merchandise are moving satisfac- 
torily and some orders are being placed for fall goods, 
ammunition in particular receiving especial attention 
just now. 

The foreign demand, which will undoubtedly continue 
until the end of the war, is forcing the prices of many 
products upward. Galvanized products are affected by 
the spelter situation and sheet zinc has reached what is 
probably its highest quotation in the history of the 
product. Sixteen cents is the nominal price for this 
product, though 19 cents is being asked in many cases, 
prices which seem unreasonable considering the quota- 
tions of 6% or 7 cents that are quite recent. 


WIRE NAILS.—The week’s record does not compare 
favorably with the totals that are usual for this season, 
and the situation can hardly be classed as satisfactory, 
though it is improving as the amount of building in- 
creases. In Chicago building operations are still tied 





Office of HARDWARE AGE, 


Cincinnati, Ohio, May 10, 1915. 
MPROVEMENT in business both with the wholesale 
and retail hardware merchants during the past 30 
days has been so steady that few realize its magnitude. 
Monthly statements for May will undoubtedly show a 
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Window glass in the Eastern market is unchanged at 90-10 
to 90-15 per cent. on single thick, and 90-15 to 90-20 per cent. 
discount on double thick, from jobbers’ lists. 


Rope.—The rope business is much better in this mar- 
ket, which is so closely allied to the marine trade. 
With the opening of navigation and preparation for 
summer business, trade in this commodity is best always 
in the spring. There is, however, less business so far 
as contracting and construction work is concerned. 


On May 3 and 4 prices were advanced by some of the 
makers lic. per ib. on Manila and sisal ropes. 

For the average trade, Manila rope % in. diameter and 
larger, highest grade is 13c., second grade 12c. and hardware 
grade, llc. base per Ib. 

Sisal, % in. diameter and larger, highest grade, has been 
advanced to 9c., second grade, 8%c. and third grade, 8c. base 
per lb. 

Sisal, 
quality, 
is Si4c. 


hay, hide, and bale ropes, medium and coarse, first 
is 9c., and sisal tarred, medium lath yarn, first grade, 
base per Ib. 

ZINc.—According to the Panama Canal Record the 
steamship “Sydic” passed through the Canal from the 
Pacific to the Atlantic Ocean, on April 12, carrying 
the first whole cargo of zinc through the canal. This 
shipment consisted of 6,502% tons of concentrates, or 
ore reduced calcination, shipped from Port Pirie, Aus- 
tralia, for Galveston. Considering the fact that zine 
has almost tripled in price during the past year because 
of the increased demand for war purposes and the cur- 
tailment of the supply from Germany, the more this 
product is diverted to this country the better users of 
spelter and zinc in its various forms will be pleased. 


up by a strike and this seems no nearer a solution than 
ever. We quote wire nails, f.o.b. Chicago, as follows: 
Carloads to jobbers ............ $1.739 to $1.789 base 
Carloads to retailers 1.789 to 1.839 base 
Less than carloads to retailers.. 1.889 to 1.939 base 
Bars WIRE.—The demand for barb wire is fair, there 
being a slackening in domestic demand that is custom- 
ary at this season. We quote barb wire, f.o.b. Chicago, 
as follows: 


Carloads to jobbers, painted............. $1.789 base 
Carloads to jobbers, galv....... $2.289 to - 389 base 
Carloads to retailers, painted.......... 839 base 
Carloads to retailers, galv...... 2.339 to 2" 439 base 
An additional advance of 10c. for less than carloads. 
STAPLES.—We quote staples, bright, at same prices 
as painted barb wire. Galvanized staples are quoted at 


same prices as galvanized barb wire. 


FENCE WIRE.—Manufacturers who use wire in their 
productions are reported to be buying in excellent quan- 
tities, this being true of fence manufacturers as well 
as the firms making smaller articles of wire. The re- 
tail demand for woven fencing is light. In most sec- 
tions the spring selling season for wire fencing is fin- 
ished and orders at this time are merely for the pur- 
pose of filling out stocks. We quote fence wire, f.o.b. 
Chicago, as follows: 





.424)8 2 aa fe. & 


a to fjobbere, AMmemied. ...-ccccccoces $1.589 
Carloads to jobbers, galvanized...... $2.089 to 2.189 
Carloads to retailers, annealed.............. 1.639 


139to 2.239 


Carloads to retailers, galvanized. 
ae than carloads 


An additional advance of ten cents for 
to retailers. 

LINSEED OIL.—We quote, f.o.b. Chicago, strictly pure, 
old process linseed oil: 


Ce ng os cn 600 6400 0kd 606656604 bOS 
Cs ee Ys at Deeks bub eden ckbawanes 5 6c. 
6 OF Maere DRETG FAW 6 ode dddcccceccceucseeses 5 7c. 
Sr a ee cs o::4 06 0 0 06 6 abe weeeess 58e 
Pi. See i ee. POs in en 06064056 Oa Oe e 59e. 
Less tham 5 DAFFOlS, DONOR - «. cw cccccsccccccceces 60c. 





much better business than for the corresponding period 
of last year. Open-weather conditions have tended to 
help the building trade, and the absence of any labor 
troubles is also a gratifying factor in the situation. 
Other propositions that help out include the large 
number of men now employed by the local machine 
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shops, many of which have been compelled to put on 
night shifts. Naturally this condition has given the 
workmen a larger purchasing capacity, and hardware 
merchants report that the business in household uten- 
sils, screens, etc., is very brisk. Suburban stores have 
not only been selling more than the usual amount of 
household specialties but they have an excellent trade in 
poultry netting, wire fencing of all kinds and garden 
tools. Those who handle lawn and garden seeds say the 
present season will outdistance any previous spring 
record. 

The erratic condition of the spelter market has caused 
the rolling mills and the jobbers to advance their prices 
on galvanized sheets, and to a large extent the high price 
of spelter has stiffened quotations on barb wire. 


We quote wire nails from jobbers’ warehouses at from 
$1.80 to $1.85 and barb wire around $2.35 to $2.40 f.o.b. cars 
Cincinnati. 


Reports from rural districts indicate that the farm- 
ing trade is very satisfactory and far ahead of last 
year’s record. Collections both in the city and in the 
country are also good and the cash trade with all mer- 
chants is improving at a more rapid rate than the credit 
business. 

Merchants who handle paint are now doing a record- 
breaking business at some points, showing that there 
are a large number of residences being constructed and 
repainted. ‘However, factory construction is very slow. 

Hardware merchants, as a rule, are paying more at- 
tention to new specialties than ever before. Many of 
them are making more money on what might be called 
side lines than on regular shelf hardware, as the per- 
centage of profit is much greater. Prominent among 
these specialties are automobile accessories, which are 
proving especially profitable. 


New England Association Adds 
24 New Members 


MEETING of the executive committee and ad- 

visory board of the New England Hard- 
ware Dealers’ Association was held at Hardware 
Headquarters, 176 Federal street, Boston, Tuesday, 
May 4, president Henry M. Sanders, of Boston, pre- 
siding. Twenty-four new members were added to 
the roll. 

Among the committee reports that of the Clean- 
up and Paint-up Campaign Committee proved of 
interest, and showed activity in all sections, particu- 
larly in Lowell, as reported by ex-president S. H. 
Thompson, and in Springfield, as reported by Mayor 
Frank ‘E. Stacy. 

To fill vacancies caused by resignations the fol- 
lowing officers were elected: First vice-president, 
James Strockbine, Watertown, Conn.; second vice- 
president, Charles O. Eaton, Brunswick, Maine. 
Directors: Arthur C. Lamson, Marlboro, Mass.; 
James De F. Phelps, Windsor Locks, Conn.; B. M. 
Scott, Newport, R. I. 

The annual summer outing will be held in August. 
It was voted to approve and adopt the new Asso- 
ciation seal design submitted. 

President Henry M. Sanders and_ secretary 
George A. Fiel, of Boston, ex-president Frank E. 
Stacy, of Springfield; ex-president Archie J. Os- 
borne, of Holyoke; ex-president F. Alexander 
Chandler, of Boston, and James P. Mackay, of 
Brookline, will go as delegates to the convention of 
the National Retail Hardware Association at St. 
Paul in June, and will urge strongly for Boston 
National 1916. From St. Paul the majority of the 
delegation will proceed to California and the Ex- 
positions. 

At noon a moving picture film was made of the 
directors’ meeting, and later another of the direc- 
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The Outlook at Kansas City 


HEN it is stated that the estimate of one of the 
leading architects of this city places the value 
of building projects now under consideration at $20,- 
000,000; that one maker of sheet metal products used 
on the farm and in farming communities reports its 
business as 18 per cent. better for the period since 
February 1 than for the same period in 1914, and that 
present conditions point to unusually good crops, there 
is reason for the confidence here in the future of 1915. 
The farmers of the Southwest, for whom this city is 
so largely a distributing center, are wealthy, but do 
not make heavy commitments against uncertainties of 
harvest and they do not need to, as the makers »f 
metal silos, metal grain bins, metal feeding troughs 
and numerous other metal articles used in farming 
districts—not to overlook the corrugated metal culvert 
now exceedingly popular—keep good stocks and are 
exceptionally resourceful in manufacturing capacity. 
The result is the demand really comes only when the 
farmer is sure he is taking no chances; and the manu- 
facturer and the distributor (who far outnumbers the 
manufacturer) have both to be close students of crop 
conditions, while in times when there is no buying they 
devote themselves to the educational campaign. 

The prospects for Kansas City look bright. There 
is no evidence of overbuilding and the surprise is that 
with the decided change in sentiment building work has 
not already been put out for figures in some volume. 
In the aggregate value already mentioned are covered 
industrial buildings, hospitals and _ schoolhouses. 
Quality products have a good market—an evidence of 
the prosperity of the farmers—and one of the local 
concerns now reporting noteworthy improvement after 
a very dull winter is a maker of ornamental wire 
fences. 


tors and associates at the Council Chamber at the 
State House, where Governor Walsh extended a let- 
ter of invitation and a strong urgent argument for 
the National Association to come to Boston in 1916. 
These views will be part of a series of films made of 
places and faces of civic and trade interest through- 
out New England, which will be shown at St. Paul 
this June, and later at each state hardware conven- 
tion throughout the United States. 


Publicity for the Retailer 


Continued from page 69 


either. The text is well handled, restrained in tone, 
and well calculated to impress the reader with the 
solidity of the Knesek store. In a letter to us, 
Edwin J. Knesek of the firm, states that the ad, in 
their opinion, was well received, which statement is 
certainly borne out by the ad’s appearance. We sug- 
gest to the Knesek concern that this border should 
do considerable more duty in the follow-up ads be- 
fore it is laid aside for fresher material. 


A Symphony in Paint 

No. 3 (7% in. x 10 in.).—The editor of this de- 
partment does not often run across as complete a 
paint symposium as this one sent us by the House- 
Bond Hardware Company, Memphis, Tenn. A cir- 
cular on this order should certainly be issued by 
every hardware dealer with a complete paint line. 
Note the crisp heading, “Paint, We Have It.” Also 
note the neat panel arrangement, the individual 
illustrations, and read the suggestive and descrip- 
tive text which, by the way, wastes no words. All 
these points, together with complete pricing, make 
the circular a piece of literature with real selling 
power. Our only suggestion would be to print these 
in sufficient quantities to cover Memphis and sur- 
rounding territory, which perhaps has been done. 
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DIRECTIONS FOR MAKING 
A COOLER 


By A. F. MUELLER 
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Patterns for making a cooler 


cool in hot weather, and the principle upon 
which it operates is the same as provided by 
nature for animal life. In human beings the aver- 
age normal temperature is 98.6 degrees Fahrenheit, 
and when the surrounding atmosphere is warmer 
than this a person perspires and the evaporation 
that takes place cools the body. The cooler is then 
simply a framework covered with burlap or gunny 
sacking and some way or method to keep this cov- 
ering moist. It should be placed in the shade, 
preferably in a draft or where the wind can strike 
it and increase the evaporation. 
Fig. 1 is an isometric view of a frame work made 
of galvanized sheet metal angles or legs and braced 
with bundle bands. These legs are riveted at the 


TT coc is an apparatus used to keep food stuffs 


bottom to a pan larger than the plan of the legs 
and at the top to a pan or reservoir for water. 
Fig. 2 is a vertical section of the cooler and shows 
the details of its construction. The reservoir is 
made with a pitched bottom so that any condensa- 
tion on the inside of the cooler will run to the sides 
and not accumulate in the center of the bottom and 
drop into the cooler. The body is made smaller at 
the top so that when the burlap is fastened to the 
wooden frame the burlap will touch at C and catch 
the discharge through the row of fine holes in the 
reservoir. This wooden framework, extending 
around the body, serves a twofold purpose: a means 
of fastening the burlap and as a binding for the 
top edge instead of wiring this edge. If the top 
is to be covered, then the section at the top edge 
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is as shown in Fig. 3, and the wooden nailing frame 
does not need to be so wide. 

The braces are riveted to the legs, and a section 
of a brace is shown at A. The legs, braces, the 
lower pan and the bottom of the reservoir are all 
completed and assembled before the body of the 
reservoir is attached. The burlap should be longer 
than is shown and be of several thicknesses at the 
lower end, by folding or rolling it in the bottom 
pan, to prevent the escape of the air from the inside 
of the cooler. 

Fig. 4 is an isometric view of the front contain- 
ing the door. The frames are made of wood so that 
the burlap can be attached, by nailing, as shown in 
the horizontal section through the door. These 
frames can be made of sheet metal or the burlap 
can be bound with sheet metal and bolted to the 
legs. 

Fig. 5 is a section through the door, and shows 
that the burlap is placed on the outside of the frame 
and on the inside of the door frame. By this 
method the different parts of the burlap are kept in 
contact with each other and the water will continue 
to run down the door in the same manner as if the 
side was in one piece of burlap. In some temporary 
coolers the frames and the doors are omitted and 
the ends of the burlap are then lapped about 10 
inches and can be pinned or buttoned the same as a 
garment or piece of clothing. The door should be 
as small as is practical, but large enough so that the 
shelves can be put in or taken out easily. These 
shelves are made of wooden or sheet metal slats and 
they rest on cleats that are fastened to the legs. 
The shelves may also be pieces of galvanized sheet 
iron in which large holes have been punched, 114 
inches or larger in diameter. If the cleats are not 
made too wide the shelves can be put into the cooler 
diagonally through the door. 

Fig. 6 is the pattern for the ends of the pieces 
that form the reservoir body. 

Fig. 7 is the half-pattern for the reservoir bot- 
tom, which is made in two pieces. If made in one 
piece there will not be enough material to make the 
seam in the bottom. A diagram must be constructed 
to find the true lengths of the distance a-b and b-c 
in Fig. 1, as the bottom is pitched. The double 
dotted lines in the pattern are the allowances to 
make the seam as at C. 

Fig. 8 is a view of the button at B and is made 
of sheet metal with the edges rounded with a file. 
A block is fastened to the frame and the button is 
attached to this block. In large coolers it is neces- 
sary to have several buttons, and they should then 
also be placed at the top and bottom of the door. 


These coolers can be made of any size, as small 
as 12 x 12 inches and 14 inches high, and should not 
be any larger than is actually necessary, which will 
also reduce their cost. 

The fine holes in the reservoir should allow only 
enough water to escape to keep the burlap wet. In 
temporary coolers that are used on camping trips, 
etc., and are then thrown away, the reservoir is 
simply a plain pan in which the holes are of quite 
large size and cloths or rags are drawn through 
them to adjust the amount of discharge. By mak- 
ing the reservoir with a narrow neck in which a 
float will operate, an automatic supply of water can 
be obtained which will lessen the care of the cooler. 


N. G. WASSABOEHR, special representative at Louis- 
ville, Ky., of the Foster Stove Company, Ironton, Ohio, 
was in Cincinnati recently and was a guest of the Cin- 
cinnati Hardware Club at its annual dinner held at the 
‘Bavarian Rathskeller in Covington, Ky. 
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Restriction of Trading Rights in 
Russia 


‘oe following communication from United States 

Consul-General John H. Snodgrass, Moscow, 
under date of February 10, is of great significance 
commercially to the U. S. A. He says: “By resolu- 
tion of the Russian Council of Ministers, confirmed 
by the Emperor on January 24, 1915, it has been 
decreed that trading certificates giving the right to 
run commercial concerns and to exercise a trade 
are not issued to subjects of hostile countries, nor 
to representatives of companies, among the mem- 
bers of which are such subjects, nor to representa- 
tives of joint stock companies established according 
to the laws of hostile countries and admitted for 
operation in Russia. Trading concerns belonging 
to the above mentioned persons must be closed; and 
personal trade and professions discontinued by 
April 14, 1915, during which term the above men- 
tioned persons, firms or companies may continue 
their operations on receipt of a special trading cer- 
tificate for three months, after paying for the same 
double the amount due for a quarter of a year, or 
by paying a personal professional tax twice as large 
as that fixed for one quarter of 1915.” 

There are other very drastic requirements which 
will make it exceedingly embarrassing or impossible 
for citizens of countries now at war with Russia to 
transact any business whatever, not only in the 
immediate future, but for a long period, apparently. 
There is also from Mr. Snodgrass, under date of 
March 4, the following significant statement: “A 
group of American dealers has arranged, with the 
assistance of American banks, to send its repre- 
sentatives to Russia to start trade relations with 
Russian firms. The New York banks are opening 
a credit of $50,000,000 to Russian manufacturers 
under the guarantee of Petrograd (St. Petersburg) 
banks. This sum will be sufficient to meet the 
present requirements of Russian manufacturers.” 

Because the trade of Russia with Germany (com- 
piled from Russian official statistics, just published 
by the Department of Commerce, U.S. A.), January 
1 to December 31, 1913, totaled $564,094,000 the 
field is enormous. 

Russian imports from Germany for 1913 were 
$331,019,000 and their exports to Germany aggre- 
gated $233,075,000. 

These figures cover to within seven months of the 
declaration of war and are therefore normal. Then 
there is the large business, both ways, with Austria- 
Hungary and Turkey to be remembered, which these 
new regulations affect, in all $77,947,000. 


Sheet Metal Convention in June 


| as Hotel Beckel, Dayton, Ohio, has been selected 

as headquarters for the coming convention of 
Master Sheet Metal Contractors, to be held in Day- 
ton. June 2 and 8. 

The chairman of the Dayton entertainment com- 
mittee is F. J. Hoersting, and he is being assisted 
by W. E. Miller, David Terrell and Walter Wulchet. 
It is understood that members of the state associ- 
ation will be urged to bring their wives with them. 
George E. Snyder, Columbus, is president of the 
state association. 


F. E. MEYERS, of F. E. Meyers & Bro., Ashland, Ohio, 
chairman of the Ohio Commission of the Panama- 
Pacific International Exposition, has been chosen a mem- 
ber of the International Jury of Award of the Exposi- 
tion, especially with reference to agricultural displays 
and the departments of dairy and food products. 
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Will Not Break 


The Dealer who carries a complete 
line of Stanley’s Refrigerator Hinges is in 
a position to take advantage of the needs 
of his customers for repair work, etc. 


These hinges can be used to advantage in 
many ways other than for refrigerators and 
you will find that they will sell readily 
at good prices whenever they are shown 

to your customers. 









Ask your jobber or send for 
our catalog **W.”’ 


See Page 33 


Our Exhibit dt the Panama-Pacific Exposition is 
located in Block 26, Manufacturers’ Building, 
Corner 5th Street and Avenue D. 


Call and see us. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


The Atlas Cap Crimper 


The Atlas Powder Company, Wil- 
mington, Del., has placed upon the 
market the Atlas cap crimper, which 
is made of strong steel and is finished 
‘in blue. The fuse cutter has been 
eliminated entirely. It is stated that 

















The New Atlas cap crimper 


the Atlas cap crimper is of a different 
design than the ones more recently in 
use, and that it makes a relatively 
tight attachment without cutting the 
cap or impressing the fuse to such an 
extent that the powder train is cut or 
intercepted. 

One arm is straight with a point for 
the purpose of making a hole in the 
dynamite cartridge for the detonator. 
In the other arm there is a hole for 
a chain or string attachment so that 
the cap crimper will not be mislaid. 


Penn Safety Razor Display 
Cabinet 


A. C. Penn, Inc., 100 Lafayette 
street, New York City, has brought 
out a handsome counter display and 
selling cabinet for the Penn safety 
razor. One of the advantages of this 
fixture is that it does not require 
much space on a retailer’s counter, 
although it is always in the plain 
sight of customers, thus promoting 
sales by its “silent salesmanship.” 

The new Penn cabinet measures 11 
inches in hight by 12% inches in 
width. It is made of metal, finished 
by a lithographic process which re- 
sembles circassian walnut. It has a 
heavy glass front and it opens from 
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The new Penn safety razor cabinet 


the back with a hinged door, so that 
sales may be made directly from it. 

These cases are supplied to hard- 
ware merchants upon application to 
the manufacturer. 


The In-Vu Mail Box 


The In-Vu Mfg. Company, Roches- 
ter, N. Y., has put upon the market 
the In-Vu mail box, which is stated to 
be an ornamental and serviceable mail 
box for the home. The company states 
that the name of this box explains one 
of its features—that its contents are 
always in view. Mail can be seen in 
this box from the front and from 
either side. 

The In-Vu is made of plate glass 
and kiln-dried wood assembled with 
nickel-plated brass, patented pivots, 
top and magazine clasp. The nickeled 
top protects the slot through which 
the postman deposits the mail. Mail 
is removed from the bottom. The 
plate-glass front is the door, which is 
opened for the removal of mail. It op- 
erates on pivots which automatically 
close the front after the mail is re- 
moved. The boxes are constructed 
with and without locks, and the locks 
are protected from the elements by the 

















The In-Vu mail box 


top, which overlaps to the front of the 
box. 

The In-Vu is manufactured to match 
any door or casing, and it it can be at- 
tached to either a brick or a frame 
dwelling. Boxes for attachment are 
furnished with expansion bolts guar- 
anteed to hold them permanently. The 
company states that its purpose in 
bringing out the In-Vu mail box was 
to provide a receptacle for mail which 
would not become unsightly. All of 
the attachments on this box are non- 
rusting. 

The In-Vu mail box is made in four 
stock styles — natural-oak, light and 
dark mahogany, and cream-white fin- 
ishes. For those who do not desire a 
plain plate-glass effect a box of 
ground glass is constructed. This has 
a semi-transparent effect and indicates 
its contents without disclosing the 
identity of the addresses on the let- 
ters. Boxes are made to order by the 
company in any wood finish not of the 
stock styles named, and they are as- 
sembled with pivots, top and magazine 
clasp to match any door attachments. 


THE STARK STAMPING & MACHINE 
COMPANY, Canton, Ohio, has been in- 
corporated by William C. Seran and 
others, with a capital stock of $40,000. 
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Acme Divergent Saw Edge 
Fastener 


The Acme Steel Goods Company, 
2834-2840 Archer avenue, Chicago, II1., 
is manufacturing the Acme divergent 




















This illustration shows the joint before 
and after the fastener is driven 


saw edge fastener. The accompany- 
ing illustration shows the improved 
saw edge principle applied to the 
divergent style of fasteners. The 
company states that the divergency 
draws the pieces together when the 
fastener is driven, forming a tight, 
close joint. It is stated that this type 
of fastener is extensively used by 
pattern makers. 

The company states that the Acme 
fasteners are made of high-grade ma- 
terial by a special machinery process. 
These fasteners are made in four 
styles, as follows: Saw edge parallel, 
saw edge divergent, plain parallel and 
plain divergent. They are made in 
depths of 4, %, %, %, %, % and 1 
inch. The smaller sizes are put up in 
packages containing 1,000 each, and 
the larger sizes are packed 500 in a 
box. These fasteners are also packed 
in kegs and barrels. When ordering, 
the depth and number should be speci- 
fied. 


New “Viko” Percolating 
Coffee Pot 


The Aluminum Sales & Mfg. Com- 
pany, 483-5 Broadway, New York City, 
and Indianapolis, Ind., has added to its 
large line of aluminum cooking uten- 

















The new.“ Viko” percolating coffee pot 


sils and household articles the new 
“Viko” percolating coffee-pot. The 
percolator is made of thick, hard sheet 
aluminum, and it is equipped with 
ebinoid, no-heat handles. The exterior 
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HARDWARE AGE 


T is surprising how much wear 
and tear and abuse a parlor door 
hanger really encounters. 








The unexpected strain is always the treacher- 
ous one. Therefore, a good hanger holds a 
reserve power for any emergency call. 


In the face of heavy taxation from every imaginable 
source Richards-Wilcox Parlor Door Hangers slide noise- 
lessly on. 


The particular model illustrated has been designed for 
the best class of residences. It is not a cheap hanger by any 


manner of means. And it is not priced outrageously either. 


The Advance Parlor Door Hanger, as it is known, is one 
that you can offer to the most valued of valued trade. 


We want you to recommend it because we do. 


AURORAILLUSA. 


Richards-Wilcox Canadian Co., Ltd., London, Ont. 





No. 221 


Advance 


“A Hanger for Any 
Door that Slides” 


Hanger 
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is highly polished, the interior being 
the natural, hard finish of the rolls, 
which, the company states, means that 
the interior is not subject to discolor- 
ation as readily as if the hard finish 
of the rolls were disturbed. 

The spout is welded to the body, 
making it practically one piece. This 
percolator is supplied in a two-quart 
size. The outside diameter of the top 
is 4% inches and the outside diameter 
of the bottom is 4 inches. The inside 
depth is 6% inches. 


The “So Handy” Pocket 
Knife Tool Kit 


The Bridgeport Hardware Mfg. Cor- 
poration, 461-569 Iranistan avenue, 
Bridgeport, Conn., is placing upon the 

















The “So Handy” pocket knife tool kit 


market the “So Handy” pocket knife 
tool kit, which is a complete and com- 
pact kit useful in a great number of 
ways. It weighs but 5 ounces and it 
can be easily carried in the pocket, 
and the company claims it to be a 
practical, serviceable outfit for all 
kinds of “odd jobs.” 

The outfit comprises a good jack 
knife with a cocoa handle, and a blade 
and the following tools, which are in- 
stantly attached to the knife handle: 
A file, a chisel, a reamer, a screw 
driver, a bottle opener, a gimlet and 
a rule. All of these tools are made 
_from high-grade steel, carefully har- 
dened and tempered. The outfit is use- 
ful for motorists, campers, fishermen, 
teamsters, farmers, etc. 

The size of the complete kit is 3 by 
4% in. When opened the knife meas- 
ures 6% in. The “So Handy” kit is 
put up in 5 styles, and each kit is 
packed in an individual carton. 


Hotpoint “El Grilstovo” 


The Hotpoint Electric Heating 
Company, Ontario, Cal., has placed 
upon the market the Hotpoint “El 
Grilstovo,” which is an electric house- 
hold appliance designed to do the 
ordinary cooking in the average fam- 

















The Hotpoint “El Grilstovo” 


ily in a satisfactory and economical 
manner. This device is in compact 
form, and it combines the functions 


of the electric grill and stove, utiliz- 
ing the principles of the open coil re- 
flector type of electric stove. 

“El Grilstovo,’ which is shown in 
the accompanying illustration, cooks 
two kinds of food at once, using the 
same current. One food is placed 
above and the other below the heat- 
ing element. Ordinary kitchen uten- 
sils are used above and a special, 
extra-deep under dish is used below 
the heating element. 

According to a statement made by 
the Hotpoint Company, the utility of 
“El Grilstovo” is such as to commend 
it to housewives who are in search 
of a device which will give efficient 
results in their household work and 
at the same time effect a saving in 
the time required. This latest product 
of the company sells for $5. 


New “Kwik-Lite” Telescope 
Case 


The Usona Mfg. Company, 1 Hud- 
son street, New York City, and 313 
South St. Clair street, Toledo, Ohio, 
is placing upon the market a new de- 
sign in metal vest pocket flashlights 
known as the “Kwik-Lite” telescope 
case. This attractive new design con- 
sists of two parts drawn into shape 
from a solid sheet of metal, the upper 
part telescoping into the lower. When 
pushed together these parts firmly 
lock. With a slight pressure on the 























The new ‘*“‘Kwik-Lite”’ telescope case 


side of the case the two pieces can 
be pulled apart, making it an easy 
matter to insert the battery. 

There are no hinges in the construc- 
tion of this case. It is handsomely 
finished. The new “Kwik-Lite” cases 
are supplied in a variety of finishes, 
including nickel, gun metal, statuary 
bronze, silver and gold. 


Simonds Wood Veneer Sign 


The Simonds Mfg. Company, Fitch- 
burg, Mass., is sending out to hard- 
ware stores throughout the country a 
unique sign, which is made of heavy 
cardboard. On this cardboard a very 
thin sheet of maple veneer has been 
pasted, making a light ground on 
which the lettering “We sell Simonds 
saws” shows up clearly. The letters 
are also in veneer, being made from 
dark wood. 


Hardware Age 


New Brite-Lite Improve- 
ment 


The Brite-Lite Company, Albert 
Lea, Minn., has succeeded in perfect- 
ing a new lamp which can be lighted 
with an ordinary match. All of the 
company’s hollow wire lamps, table 
lamps and lanterns are now being 
made with this new improvement. 

The company states that since 
gasoline lamps were first made it has 
been necessary to generate them with 
an alcohol torch. The new feature 
brought out by the company obviates 
the necessity of generating with a 
cup or torch, as these lamps may be 
now lighted with a common match, 
which is held at Fig. M-8 (shown in 
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This illustration shows how the improved 
lamps are lighted with matches 
the accompanying illustration), a few 
seconds after which the gas valve 
(Fig. M-16) is opened. The mantle 
will then light as easily as with city 
gas. This new lamp is also equipped 
with an automatic cleaning device, 

shown at M-23. 


“Enechased” Joint Pliers 
No. 648 


The H. D. Smith & Co., Plantsville, 
Conn., is placing upon the market the 
“Enchased” joint, slot-cutting pliers 
No. 648. These pliers have a bearing 
around the entire circumference ex- 
cept that there is an opening for a 
cutter. The “Enchased” pliers can be 
operated as well without the center 
rivet as with it. This rivet is used 
to give additional strength and rigid- 
ity to the pliers after continued use. 

Side cutting pliers, diagonal cutting 
pliers and other types will also be 
made by the company with the “En- 
chased” joint. The company states 
that a good test for the cutting qual- 
ities of slot-cutting pliers is to cut 
wire to the full capacity of the slot 
and then go to the other extreme and 
cut a pin. It is claimed that the 
“Enchased” joint will cut both of these 
well and rapidly. 

These pliers are made with blued 











The “Enchased” joint pliers No. 648 


handles and polished heads. They are 
furnished in sizes of 7 and 8 inches, 
the list prices of which are $5 and 
$6.50 per dozen, respectively. A half- 
dozen pliers are packed in a box and 
12 dozen are packed in a case. 
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SUGGESTION 
The Keynote of True Salesmanship 


Warren Fixtures by their splendid ability to 
properly display the stock constantly sug- 
gest the wisdom of many purchases which 
otherwise would not be made. 


It has truly been said that the store that 
‘‘Earns” is the store that “Turns’— 


Give Warren Fixtures a chance and 
they will help you turn your stock 
many times a year. 


J. D. WARREN MFG. COMPANY 


503 Masonic Temple, Chicago 


253 Broadwar, New York Catalogs 65 and 212 


The Largest Manufacturers of Hardware Fixtures in the World 
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De Haven’s “Roldsafe” Box 
Strap 


The DeHaven Mfg. Company, 52 
Columbia Heights, Brooklyn, N. Y., 
has recently brought out and applied 
for a patent on an improved form of 
box strap reel, which is equipped with 
a reel guide and brake. This new im- 
provement keeps the box strap from 
running off at the side of the reel and 
becoming tangled and bent. It also 
protects the user as it prevents the 
projecting end of the strap from 
scratching or cutting him. 

The action of the reel guide and 
brake is automatic and its construc- 
tion is extremely simple. The strap is 
drawn off and cut in the usual man- 
ner but the guide pieces of the brake 
prevent it from unreeling. The four 
vertical walls of the guide prevent the 
metal reel holder from bending or be- 

















A reel of De Haven’s “Roldsafe’ box 
strap, equipped with the new reel guide 
and brake 


coming distorted in any way. The ac- 
tion of unreeling the strap causes the 
brake to slip downward on the reel 
frame so that this action continues 
automatically until the last piece of 
strap is cut off. 

The new reel and guide is made 
from one piece of metal. Each reel 
purchased from the company since 
May 1, 1915, has been equipped with 
the reel guide and brake without ex- 
tra charge. 


Berg’s Improved Bent Culti- 
vator Tooth 


The Berg & Beard Mfg. Company, 
61 Fleet place, Brooklyn, N. Y., is 
manufacturing Berg’s improved bent 
cultivator tooth. To install this cul- 
tivator tooth the first tooth on each 
tooth gang is removed and Berg’s 
tooth put on. The company states 
that when properly adjusted the oper- 
ator will be able to let his team walk 
as fast as he wants them to, because 
the cultivator can go as close to the 
plants as possible without destroying 
their roots, and the ground may be 
plowed as deeply as desired without 
danger of covering up the plants. 

Berg’s tooth will fit all cultivators 
of the “Iron Age” type, that is where 
teeth without attachments can be 


used. If the bent tooth is intended 
for use on cultivators of any other 
type where the teeth have attach- 
ments riveted on the back, this 























Berg’s bent cultivator teeth 


should be stated when ordering, and 
if a round shank attachment is 
wanted the thickness of the shank in 
inches should be given; when this is 
omitted the company ships the 1%-in. 
shank. 

On this season’s bent tooth the im- 
provements are the adjustable fender, 
which is useful in lumpy or stony 
ground. The bent tooth itself is also 
more curved, thus allowing heavy soil 
to slip easy. The bent tooth is now 
made in two sizes, the Standard being 
2% in. wide and the Extra 3 in. 
wide. Only one pair of bent teeth 
are needed on a cultivator. Berg’s 
bent cultivator teeth retail at $1 per 
pair and attachments are priced at 10 
cents extra. 


The Farrington Door Stop 


The Farrington Mfg. Company, 23 
Vale street, Boston, Mass., is manu- 
facturing the Farrington door stop 
which will hold a door in any posi- 
tion desired. This device, which is 
operated by the foot, has a rubber 
cushion that prevents the marring of 
the floor. It is made in two styles, of 
high grade oxidized steel and brass, 

















The Farrington door stop 


and it is equipped with a piano wire 
spring. 

The company is packing these door 
stops 12 in a carton. The Farrington 
in oxidized steel retails for 15 cents. 
The brass style is sold at 25 cents 
each. 


New Penn Mailing Folder 


A. C. Penn, Inc., 100 Lafayette 
street, New York City, has prepared 
an attractive mailing folder for retail 
dealers to mail to their customers. 
This folder, which contains 4 pages, 
features the Penn safety razors and 
blades, and it is imprinted with the 
dealer’s name and address. 


Hardware Age 


The Dexter Double Tub 
Washer 


The Dexter Company, Fairfield, 
Iowa, has placed upon the market the 
Dexter double tub washer. The prin- 
cipal feature of this device is that it 
has two regulation power washer tubs 
mounted on its steel bench, both of 
which are equipped with complete 
washing mechanism. The company 
states that the advantage of this con- 
struction is that, it being customary 
to wash clothes through two waters, 
where the Dexter is used the garments 
are wrung directly from their first 
washing in the first tub into the sec- 


‘ond tub, where the washing. process is 


continued without delay or loss of 
time. . 

The frame or bench of the Dexter is 
built of channel steel and it has at its 
side a folding steel shelf of sufficient 
size and strength for carrying rinse 
tubs or clothes. The reversible power 
wringer is mounted on a heavy up- 

















The Dexter double tub washer 


right shaft which is located centrally. 
It is so made that the wringer can be 
swung around this shaft at the will 
of the operator for the purpose of 
wringing between the two washing 
tubs, the rinse tubs or the clothes bas- 
ket. 

The Dexter washer only requires a 
floor space of 25 by 46 inches. The 
action of the washing machines is con- 
trolled automatically by the lid. This 
construction makes it possible to run 
either tub independently of the other, 
if desired. The wringer can be oper- 
ated while either of the washing tubs 
or both of them are at work, or it can 
be run separately. 

The mechanism of the Dexter is all 
set on the back of the machine out of 
the way of the operator, and the gear- 
ing is completely inclosed in metal 
housings. The tubs are of extra heavy 
cypress, especially quarter sawed, giv- 
ing an edge grain on both the inside 
and the outside and preventing warp- 
ing or slivering of the wood. The 
wood parts of this washer are finished 
with three coats of waterproof var- 
nish and the metal frame and castings 
are painted with aluminum bronze. 


New Sayre Catalog 


L. A. Sayre & Son, Newark, N. J., 
have issued their new catalog, No. 8, 
for 1915. This booklet illustrates and 
describes the Sayre line of hardware 
specialties and mechanics’ tools. It 
contains 71 pages. 














May 13, 1915 HARDWARE AGE 87 












Pee ae gS 5 tui gh ah “fy a * 
ESP BOR aT ER. REESE SBE, 


This 5-ton White Truck, owned by Frank Phillips, Cleveland, is used for hauling cast iron 
pipe and other heavy material. This truck, when the above picture was taken, had a record of 


=" GOODRICH 


WIRELESS 
TRUCK TIRES 


This change-over is one of more than 
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mi Competitive tires were discarded for Goodrich Wireless. C 

a! 24,000 that have been made during the past three and one-half years—from other tires to Goodrich. 

gt For full information about /ower prices on Goodrich Wireless Tires, write Department H, 

2 Th B R re d h ( , Factories : Branches in all 
e D. fF. WOOaric 0. AKRON, OHIO Principal Cities 


_ 











* 
eae wars tas 


Ez 


The Garford Electric 
Motor Warning Signal 


Here is a warning signal that stands supreme in the eight dol- 
lar class. New feature bearings diminish the customary strain 
that occurs without them. The diaphragm is made of a special 
steel absolutely guaranteed not to crack or buckle. The Uni- 
versal push button is built so as to touch off the “noise” when 
pushed from any angle. The Garford motor is particularly com- 
pact, the horn takes little current in operation and the note of 
warning is at all times reliable. 


HI 





You will find our Garford Motor 
Warning Signal as trusty a seller 
as it is a life-saver on the road. 
What will your first order be? 


Garford Mfg. Co. 


ELYRIA = canapian DISTRIBUTERS OHIO 
THE TIRE IMPORT CO., Toronto, Can. 
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Now Is the Time to Push Motor Boat Accessories 


OTOR boat owners are now begin. 
ning to look over their respect- 
ive craft in anticipation of fishing 
trips, summer cruises, and other ex- 
cursions. This presents another op- 
portunity to the hardware merchant 
located near the coast. Many of the 
manufacturers of automobile accesso- 
ries also make accessories intended to 
appeal to the motor boat enthusiast, 
and, of course there are the countless 
items in the hardware man’s stock 
which appeal alike to motorists and 
motor boat owners. 

For instance, many of the warning 
signal manufacturers make marine 
signals, which in most cases are the 
regular automobile signals supplied 
with different mounting brackets for 
attaching them to the decks or other 
parts of motor boats. 

Spark plugs and other ignition sup- 
plies come under the classification of 
accessories which are used on both 
motor cars and motor boats. 

Just now, one of the most timely 
things to advertise to the motor boat 
owners is paint. This is one of the 
items that is in constant demand when 
boats are being overhauled prepara- 
tory to a season’s use. And, of course, 
engine enamel, varnish and kindred 
products naturally are included under 
the heading of paint. All of these 
items are particularly seasonable at 
present, and the hardware merchant 
should not neglect to call attention to 
them in his publicity. 

For those who love the water, and 
yet because of the expense incident to 
the ownership of a motorboat, cannot 
afford to keep one, the hardware man 
has a drawing card in the portable 
rowboat motor. With one of these 
motors, the common rowboat becomes 
instantly transformed into a power 


boat, and the detachable motors may . 


be operated at a small upkeep cost and 
in addition they possess the advantage 
of being low priced at the start. 

As a suggestion, HARDWARE AGE 


advises the hardware merchant to 
proceed toward getting the motor boat 
trade in much the same manner as 
was suggested for capturing the car 
owner’s business. In the latter case 
the membership list of the local auto- 
mobile club was suggested as afford- 
ing a ready and inexpensive method of 
obtaining a live mailing list. In the 
case of the motor boat prospects, the 
dealer should get copies of the mem- 
bership lists of the yacht clubs in his 
town and concentrate most of his 
efforts on this list. These are very 
likely the people with the most money 
to spend and of such is the wise deal- 
er’s prospect list. There are other 
official records of motor boat owners, 
but for the purposes of the dealer in 
marine supplies, a list of the boat 
clubs, coupled up with judicious news- 
paper publicity and circular letter 
campaigns should suffice. 


“J-M” Non-Burn Brake Lin- 
ing in Cartons 


The H. W. Johns-Manville Com- 
pany, Madison avenue and Forty- 
first street, New York City, is pack- 
ing this lining in cartons containing 
pieces cut to exact size. This method 
eliminates the necessity of measur- 
ing, cutting and fitting the lining, and 
insures a correct fit when the lining is 
first applied. Each carton is plainly 
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A carton of “J-M” non-burn brake lining 
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marked with the car’s name, model, 
etc., for which the lining it contains 
is intended. The company states that 
this is an exceptionally quick method 
of selling brake lining, as the sale is 
confined to merely handing the cus- 
tomer the proper carton. 

“J-M” non-burn lining is now ready 
in this form for the following cars: 
Buick, Cadillac, Chalmers, Chevrolet, 
Dodge, Hupmobile, Maxwell, Metz, 
Mitchell, Overland, Oakland, Paige- 
Detroit, R. C. H., Regal, Reo, Saxon, 
Studebaker, White and Winton. 

The “J-M” Ford special lining, also 
made by the Johns-Manville Com- 
pany, has been designed especially 
for the Ford car. It is entirely dif- 
ferent in composition from the non- 
burn lining, as it must be used under 
different conditions. The foot brake 
of the Ford car is located in a case 
with the lower speed clutch and the 
reverse clutch. There is always more 
or less oil in this case so that the 
facings for the clutches and for the 
foot brake are exposed to it. The Ford 
lining is made without wire and it is 
especially impregnated. 


Walden- Worcester Combi- 
nation Wrench Set No. 11 


The Walden Mfg. Company, Wor- 
cester, Mass., is manufacturing the 
Walden-Worcester combination wrench 
set No. 11, comprising sockets and 
wrenches. This set consists of 49 


“ ¢1Zes. 


The No. 11 set includes a 9-inch 
ratchet wrench, an extension bar, a 
universal joint, a cotter pin extractor, 
five steel, open-end wrenches, having 
10 opening (sizes from % inch to 
1 inch), a combination offset and tee 
handle (used with an extension bar 
to make a T wrench). The socket 
adjusts on the bar, making an offset 
handle. There are 39 assorted, 
pressed stee] sockets, including a long 
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The Razor With Perfect Blades 


The efficient Penn Safety, with the perfect Penn-Sheffield 
Blades, make a shaving instrument which wins the 
ungrudging approval of every user—no matter what may 
have been his experience with other razors. 


We co-operate with you to make the satisfaction-giving 
Penn Safety Razor sell other articles—to help you build 
up a money-making shaving supply department. 


Your customers get shaving service and you get sales 
service. 


Ask your jobber or write to us. 


A. C. PENN, Incorporated 


100 Lafayette St., New York City 
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spark plug socket, 27 hex sizes, from 
5/16 inch to 1 9/32 inches, and also 
11 square sizes, from 13/32 inch to 

















Walden - Worcester combination 
wrench set No. 11 


The 


1 9/32 inches. The set is packed in a 
vulcanized fibre box measuring 14 by 
65 inches. It weighs 10 pounds and 
it is listed at $11. 


Shaler Week 


The C. A. Shaler Company, Wau- 
pun, Wis., has set aside a large part 
of its advertising appropriation to 
make “Shaler Week” a big success 
for dealers selling accessories. Dur- 
ing the week beginning May 15 every 
publication which circulates among 
motorists and supply dealers will fea- 
ture the Shaler Tourist’s vulcanizers, 
the “Vul-Kit,” “Tube-Kit” and “Ford- 
Kit.” Besides this there will be a 
large amount of advertising in gen- 
eral magazines. 

In order to help dealers in this con- 
sumer campaign, window displays 
will be furnished, advertisements for 
local papers will be provided and cir- 
culars will be printed by the company 
for any dealer. The company urges 
dealers to write at once for full de- 
tails of its plan. 


A New Spark-Plug Book 


A. R. Mosler & Co., P. O. Box M, 
Mount Vernon, N. Y., have just issued 
their “Gray Book” under the title of 
“Mosler on Spark Plugs.” This pub- 
lication, which is attractively printed 
and arranged conveniently in size and 
shape suitable for pocket use, con- 
tains a valuable and interesting state- 
ment by A. R. Mosler, explaining the 
why and how of the spark plug, and it 
also lists all prominent makes of 
pleasure and commercial vehicles and 
motor cycles in convenient index form, 
giving the kind, type and size of plug 
recommended by the company for use 
with each engine. 


Armstrong Tires 


The Armstrong Rubber Company, 
Woolworth Building, New York City, 
is manufacturing the Armstrong tires, 
one of which is shown in the accom- 
panying illustration. The company 
states that the fabric in Armstrong 
tires is made of very long fibre Sea 
Island cotton, thoroughly combed. The 
duck is well dried and friction applied 


immediately, thus preventing the ab- 
sorption of any moisture. The duck is 
not stretched in the Armstrong tires, 
which the company states gives the 
tires great strength. 

Between each ply of duck is placed 
a cushion of pure rubber, which pre- 
cents the plies of duck from chafing 
and weakening each other. The bead 
is of duck, and the company states 
that it cannot break and allow the tire 
to jump off the rim. The Armstrong 
tires have a double cushion of pure 
Para rubber. It is claimed that the 
treads of these tires will wear down 
without peeling off. The Armstrong 
tires have two breaker strips. 

The tread of these tires is of vital- 
ized rubber, and the company claims 
them to be exceptionally resilient. The 
Armstrong tires are adjusted on a 
5,500-mile basis, and the “Armstrong 
Special” tires are adjusted on a basis 
of 4,000 miles. The Armstrong tires 

















One of the Armstrong tires 


are made in sizes ranging from 28 by 
3 inches to 38 by 5% inches and the 
“Armstrong Special” tires are made 
in sizes which range from 28 by 3 
inches to 37 by 5 inches. 


The Favorite Valve Lifter 


The Favorite Mfg. Company, 115 
Vine street, Columbus, Ohio, is mar- 
keting the Favorite valve lifter, which 
is shown in the accompanying illustra- 
tion. This valve lifter is made of 
pressed steel and it is finished in ja- 
panned black. 

The company states that the con- 
struction of this tool is compact and 
substantial, and that it is found to be 
very useful for releasing motor valve 
springs, allowing the pin to be re- 
moved in order that the valves may be 
ground. There are several uses for a 
tool of this kind, one of them being as 
a pipe plier. 

















The Faverite valve lifter 
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A New Motor Goggle Line 


T. A. Willson & Co., Inc., Reading, 
Pa., are placing on the market a new 
line of motor goggles and protection 

















A pair of the oe self-adjusting 


goggtes 

glasses which are made of “Zylon- 
ite” or imitation tortoise shell. The 
company states that these “Zylbex” 
styles are especially designed for 
motorists and sportsmen who want 
goggles which are comfortable, incon- 
spicuous, and of high quality. It is 
stated that the neat imitation tortoise 
shell frames give a touch of indi- 
viduality to these goggles, and that 
additional comfort is afforded by the 
combination of these frames with 
easy cable temples. 

These goggles are equipped with 
a self-adjusting bridge. This bridge 
is of 4-ply, soft silk and it is very 
durable. With such a construction 
that automatically conforms to any 
face, these goggles fit perfectly and 
eliminate air spaces between the nose 
and the lens. 

The lenses in all of these goggles 
are of high quality and they are fur- 
nished in amber, fieuzal, amethyst, 
smoke or white. Each pair is sup- 
plied in a handsome leather case. 


Gold Medal Camp Furniture 
Catalogs 


The Gold Medal Camp Furniture 
Company, Racine, Wis., has recently 
published two new booklets illustrat- 
ing and describing the Gold Medal line 
of “Fold-Up” portable houses and 
tent frames and other general camp 
furniture and equipment. The new 
booklets are handsomely printed and 
they are both bound with colored 
covers. 


Heinz & -Munschauer 
Refrigerator Catalog 


Heinz & Munschauer, 12-20 Supe- 
rior street, Buffalo, N. Y., have re- 
cently published a new catalog featur- 
ing their line of “Zero” refrigerators 
and ice chests. This booklet is bound 
with a yellow cover, stamped in gold. 
It contains 55 pages and includes a 
great many illustrations, most of 
which are in two colors. 


THE AMERICAN TIRE & RUBBER Com- 
PANY, Akron, Ohio, has reduced its 
capitalization from $500,000 to $250,- 
000. This reduction is part of a plan 
of reorganization. 
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SPARION 


SAFETY SIGNALS 


Always Dependable 





Your Signal 
Must Be as 
Dependable as 
Your Brakes 


ye U depend upon your 
brakes to stop—you depend 
on your signal to go ahead. 






HAND OPERATED, 
$+. 00 


MOTOR DRIVEN, 
$8.00 to $15.00 








Sometimes to stop quickly enough 
is impossible—there is nothing to 









Ready tor do but go ahead—the Sparton 
immediate clears the way. 
delivery at 






all dealers 





Write for our attractive dealer’s 
otter, including mounted samples 
wired for demonstration. 


The Sparks-Withington Co. 


Jackson, Michigan 
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Carborundum Display 
Carton 


The Carborundum Company, Niag- 
ara Falls, N. Y., is distributing an 
attractive display carton of valve 
grinding compound, which is shown 
herewith. This carton contains 12 
tubes of compound. It is handsomely 
lithographed, the background being a 
view of Niagara Falls in natural col- 
ors, with the company’s trademark 
at the top. 

The tubes contain fine and coarse 
compound, as desired. The carton is 
furnished free to all dealers with an 
order of two dozen or more tubes of 
valve grinding compound. 


A-L-A Greases 


The A-L-A Mfg. & Supply Com- 
pany, 136 Liberty street, New York 
City, is manufacturing and marketing 
a line of automobile lubricants which 
includes the A-L-A cup grease, the 
A-L-A transmission grease and the 
A-L-A graphite grease. The A-L-A 
cup grease is made in three consist- 
encies, soft, medium and hard. The 
company claims it to be a smooth, 
light yellow grease with exceptional 
lasting qualities. It is made especially 
for use in cups and other automobile 
lubrication. 

The A-L-A transmission grease is 
also made in three consistencies, the 
same as the cup grease. It is a yel- 
low, fibrous grease, made for use in 
transmissions and differentials. The 
heavy grade is adapted for use in 
noisy or leaky transmissions. The 
company claims that it will deaden 
noise and that it will not melt and run. 

The A-L-A graphite grease is also 
made in the same three grades. It is 
intended for use in cups, trahsniis- 
sions and differentials or wherever a 
graphite lubricant is desired. The 
A-L-A greases are packed in cases 
of 6 or 12 five-pound, lithographed 

















A five-pound can of the A-L-A grease 


pails, 100-pound kegs, half-barrels 
and barrels. The five-pound pails re- 
tail at 75 cents each. 


Richards-Wilcox Catalog 
No. 12 


The Richards-Wilcox Mfg. Com- 
pany, Aurora, Ill., has recently pub- 
lished its new catalog, No. 12, which 
features the company’s line of door 
hangers, grindstones and hardware 
specialties. 
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The Carborundum display carton of valve grinding compound 


The Micro Piston Ring 


The Micro Piston Ring Company, 
1960 Broadway, New York City, is 
marketing a new two-part piston ring 











The Micro piston ring 
which is claimed to give a motor 
greater load capacity, to minimize 
the amount of gear shifting necessary. 
The company claims that, with these 
piston rings overheating and lubri- 
cant waste are avoided. 

The outer ring seals the opening in 
the inner ring, a construction which 
gives three separate bearing surfaces 
with the cylinder wall. Micro rings 
are made very flexible, and it is point- 
ed out that they are proof against 
breaking in fitting, as they are cast 
and machined individually. These 
rings are made from fine grained, uni- 
form gray iron. Sizes are manufac- 
tured by the company to fit any make 
of automobile,.motor boat and aero- 
plane motor. 


Bart’s “Toy Craft” Toy 
Catalog 
The S. A. Smith Mfg. Company, 
Brattleboro, Vt., has issued a catalog 
featuring Bart’s “Toy Craft” toys. 
This catalog is well illustrated. 


Canvas Tread Tires 


The Canvas Tread Tire Company, 
69 Genesee street, Utica, N. Y., is 
manufacturing the Canvas’ Tread 
tires, which are built up of layers of 
pure Para rubber and the best grade 
of long fibre Sea Island cotton duck. 
Between each layer of duck is placed 
a layer or cushion of pure Para rub- 
ber, which is forced into the fabric in 
such a way that it prevents the chaf- 
ing and weakening of the plies. 


It is claimed by the company that 
these tires are puncture proof. The 
surface of the tire is formed by the 
little squares of webbing, which picks 
up sand and grit, giving sufficient 
friction to prevent skidding. 

The Canvas Tread tires are made 
in all sizes, from 28 by 3 inches to 
38 by 5% inches inclusive. The 
prices range from $18.95 to $84.67 for 
non-skid casings. The company also 
manufactures inner tubes, which are 
made of fine Para rubber and do not 
contain a compound of any kind. 
These inner tubes are fully guaran- 
teed and the company states that they 

















Cross sectional view.of the Canvas Tread 
tre 

will last for two or three years at 
least. An inner tube styled the “Red 
Para” is also a product of the com- 
pany. The inner tubes are made in 
the same sizes as the casings, and the 
prices range from $3.85 for the black 
and $3.55 for the red to $14.50 for the 
black and $13 for the red styles. 


THE F. O. SMALL COMPANY, Bos- 
ton, Mass., has been recently incorpo- 
rated for $25,000, to manufacture and 
deal in rubber and rubber substitutes. 
W. B. Farr and E. N. Chase are the 
incorporators. 
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Why The Porcelain 
Doesn’t Break 


See that asbestos-cush- 
ioned copper bushing (A in 
illustration) ? 

That’s where the porcelain 
insulators in Champion 
Spark Plugs take the ham- 
merlike blows of the explo- 
sions in the cylinders. 

We cushion the blow by 
packing the little copper 
bushing with asbestos. 

That saves the porcelain 
—also the compression. 

This distinctive Champion 
feature saves Motor Car 
Owners many a dollar and 
much annoyance. 


This is just one of the reasons why 
75% of all American Made Motor 
Cars are equipped when new with 
Champion Spark Plugs. 

This is just one of the reasons 
why Dealers so unanimously recom- 
mend Champions to Driver-Owners. 

Their loyalty to Quality, which 
has led them to recommend Cham- 
pions so consistently, has _ entitled 
Dealers to a share in our profits. 

Any Dealer whose _ strong-box 
does not contain our 1915 Profit 
Sharing Agreement should ask his 
Jobber’s Salesman or write to us 
about it at once. 





Champion Spark Plug Co. 
1707 Upton Ave., Toledo, Ohio 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


s 


HARTNEY, MANITOBA.—A. E. Fry has started in the hard- 
ware business. 


SOURIS, MANITOBA.—Curry & Mitchell, the oldest hardware 
es here, has been sold to Box Brothers, of Belmont, 
anitoba. 


BLAINE LAKE, SASKATCHEWAN.—H. Harradence has bought 
the hardware store of J. B. Clerihue. 


FORGET, SASKATCHEWAN.—Chisholm & Wheeler, hardware 
merchants, have been succeeded by McCartney & Davi ies. 


VANGUARD, SASKATCHEWAN.—Henderson Brothers have 
opened a branch store at Webb, Saskatchewan. 


WELWYN, SASKATCHEWAN.—John Van Male has engaged in 
the hardware business. 


WYNWARD, SASKATCHEWAN.—The partnership contemplated 
between Harvie & Vause was not realized. W. T. Harvie is 
continuing the business as formerly. 


STRATTON, WESTERN ONTARIO.—Sinclair Brothers have 
opened a hardware store. 


KEWANEE, ILL.—Albrecht Brothers, composed of Adolph C., 
Rudolph L. ‘and Herman Albrecht, are moving into new quar- 
ters. They are making this change to accommodate their 
increasing business, and to enable them to handle complete 
lines of hardware and electrical supplies, as well as a stock 
of gas fixtures. Catalogs requested on hardware. 


ROBINSON, ILL.—The Laue Hardware Company has been 
incorporated here to deal in hardware, implements and auto- 
mobiles. The capital stock is $19,000. An addition 20 by 60 
feet has been built to the present store space. 


CORYDON, IND.—The Boone-Wiseman Company is closing 
out its implement business. 


Des MOINES, I4a.—The partnership existing between C. H. 
Gordon and H. N. and W. E. Williams has been dissolved. 
The business will be continued by C. H. Gordon and Fay F. 
Gordon at its present location, 3707-3709 Sixth avenue, under 
the name and style of the Highland Park Hardware Company. 


ESTHERVILLE, IA.—A. R. Markley and P. Stein have opened 
an implement store here, carrying automobile accessories, 
belting and packing, cream separators, gasoline engines, 
heavy farm implements and lubricating oils. A. R. Markley 
& Co. is the firm name. 


FT. ATKINSON, IA.—Frank Vsetecka is the purchaser of the 
implement stock of Schissel Brothers. He requests catalogs 
on washing machines and electric lighting plants. 


INDEPENDENCE, I[A.—A. P. Burrhus, Jr., owner of an imple- 
ment business as Quasqueton, Ia., has leased quarters and 
opened a branch store here. Catalogs requested. 


KELLOGG, Ia.—F. L. Phipps has established himself in busi- 
ness here, carrying a stock consisting of the following items: 
Belting and packing, buggy whips, cream separators, dairy 
supplies, gasoline engines, harness, heavy farm implements, 
ne oils, pumps, wagons and buggies, and washing 
machines. 


LAPORTE City, Ia.—A change has taken place in hardware 
firm of Lehman Brothers. John W. Lehman, senior member, 
has disposed of his interest to George Klock. The junior 
member, F. E. Lehman, retains his interest, and the firm 
name will be changed to Lehman & Klock. 


LotTH, IA.—H. T. Houghton has commenced business, déal- 
ing in baseball goods, bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, iron 
beds, kitchen cabinets, linoleum, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, wagons and buggies, and washing machines. 


MOVILLE, IA.—Bottjen Brothers, who have succeeded George 
Bottjen, request catalogs on hardware and implements. 


NEw SHARON, 1[A.—E. E. Walker has bought the interest of 
his partner, C. H. Woodward, in the firm of Walker & Wood- 
ward, and will continue business under his own name. 


OCHEYEDAN, IA.—The Ocheyedan Hardware Company, com- 
posed of A. H. Glade and O. J. Frey, has taken over the stock 
of Miller & Cobb, consisting of belting and packing, bicycles, 
builders’ hardware, children’s vehicles, churns, cutlery, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, heating stoves, 
heavy hardware, home barbers’ supplies, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, pumps, ranges and cook stoves, 
shelf hardware, silverware, sporting goods, tin shop and 
washing machines, on which catalogs are requested. 


PALMER, KAN.—Alfred F. Paronto has purchased the 
Palmer hardware stock, including baseball goods, dairy sup- 
plies, furnaces, mechanics’ tools, etc., and requests catalogs 
on roofing, general hardware and harness. 


REAMSVILLE, KAN.—The Ormsbee stock of hardware, ac- 
quired by Ormsbee &- Son, has been invoiced, consisting of 
automobile accessories, belting and packing, builders’ hard- 
ware, crockery and glassware, galvanized and tin sheets, 
paints, oils, varnishes and glass, pumps and shelf hardware, 
on which catalogs are request 


WILSON, KAN.—The implement business of Stanley Libu- 
locky has been bought by W. W. Klema, who will combine it 
with his own. 


WINDOoM, KAN.—A.. Girard, of McPherson, has disposed of 
his stock. Deeds & Day are the new owners. 


ZENDA, KAN.—The implement and hardware stock of J. S. 
Riley & Co., has been bought by W. S. Berryman. 


LATONIA, Ky.—The Keller Hardware Company has been 
organized, ‘and is now putting in a stock of goods. In addi- 
tion to the regular line of shelf hardware and household 
specialties, the new company will handle agricultural imple- 
ments and other farm supplies. Leonard Keller is general 

manager. 


RED WING, MINN.—The hardware firm of Adler & Vihstadt, 
conducting a store also at Rochester, has been dissolved by 
mutual consent, H. Adler having purchased H. F. Vih- 
stadt’s interest in the business both here and at Rochester. 
Soa latter branch will be operated under the title of Adler & 

ruger. 


ARNOLD, NesB.—The L. P. Rose Hardware eg ag has 
been incorporated by L. P. Rose, Grace Rose, M. Steburg 
and G. E. Steburg; capital $20,000; to deal -. hardware, 
churns, kitchen housefurnishings, paints, oils, varnishes and 
glass, harness, etc. 


BEAVER CROSSING, NEB.—Danskin & Lowe have bought the 
furniture and implement stock of Nelson Brothers. Catalogs 
requested on buggy whips, furniture, gasoline engines, heavy 
farm implements, iron beds, linoleums, ranges and cook 
stoves, sewing machines, wagons and buggies and washing 
machines. 


GLENVIL, NeEsB.—The Dudley & Schmidt implement stock 
has been taken over by L. L. Brandt. 


Woop LAKE, NgEsB.—Frank Krampert’s interest in the lumber 
and hardware business of Uck-Lausen & Co., has been bought 
by O. W. McDaniel, and the firm name changed to Lausen 
& McDaniel. Their stock has been increased’ by a line of 
wind mills, tower tanks, pumps, etc. Catalogs requested. 


CUARLOTTE, N. C.—W. A. Matheson & Co., of Toccoa, Ga., 
wholesalers and retailers of a general line of hardware, build- 
ing materials, etc., have opened a branch store here under the 
title of the Farmers’ Hardware Company. 


KILDEER, N. D.—An implement business has been opened 
by Perry Marker and M. L. Larson, doing business as Marker 
& Larson. Their stock includes automobile accessories, belt- 
ing and packing, buggy whips, builders’ hardware, cream sep- 
arators, dairy supplies, lubricating oils, galvanized and tin 
sheets, gasoline engines, heavy farm implements, pumps, pre- 
pared roofing, wagons and buggies and washing machines, on 
which catalogs are requested. 


MAxXBASSs, N. D.—Henry R. Heald, dealing in hardware and 
furniture, plumbing and heating, etc., has bought the hard- 
ware stock of F. W. Heintz at Towner, and combined it with 
his own. ; 


Minot, N. D.—-The Scofield Implement Company has been 
incorporated with a capital of $40,000, to carry on both a 
wholesale and retail business in automobile accessories, belt- 
ing and packing, bicycles, buggy whips, churns, cream 
separators, dairy supplies, electrical household specialties, 
gasoline engines, harness, heavy farm implements, heavy 
hardware, linoleum, lubricating oils, poultry suppiies, pumps, 
ranges and cook stoves, sewing machines, wagons and bug- 
gies and washing machines, on which catalogs are requested. 


LIMA, On10.—R. B. Thomas and Frank E. Leatherman will 
retire from the Jones Hardware Company at 137-139 South 
Main street. A reorganization will take place, and the fol- 
lowing officers be installed: Robert P. Jones, president and 
treasurer; Fred C. Bean, secretary, and W. G. Branson, gen- 
eral manager. 


SEBRING, OHI0.—The Sebring Hardware Company is the 
purchaser of the stock of the George C. Elliott Hardware 
Company. D. H. Hoobler, of Alliance, is manager of the new 
firm. 


TOLEDO, OH10.—The G. Hofer & Sons Company, 13-17 South 
St. Clair street, has been incorporated by Gottfried Hofer, 
Ida Hofer and Walter Hofer. This concern heretofore con- 
ducted a sheet metal works under the partnership title of 
G. Hofer & Sons. The business of the new corporation will 
be continued at the old address. 


LEBANON, Pa.—A partnership has been formed by A. J. 
and H. B. Riegel and Frank G. Heisey, trading under the 
firm name of the Lebanon Hardware Company. Among the 
items to be carried by the new company are baseball goods, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, electrical house- 
hold specialties, fishing tackle, furnaces, galvanized and tin 
shets, gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, home 

barbers’ supplies, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, toys and games, wagons and buggies 
and washing machines. Catalogs relating to hardware and 
farm implements requested. 


Maprison, S. D.—M. G. Drake has transferred his imple- 
ment stock and business to Frank Pitzer. : 


MIDLAND, S. D.—The stock of A. C. Behl, including base- 
ball goods, lubricating oils, mechanics’ tools, builders’ hard- 
ware, refrigerators, sporting goods, fishing tackle, kitchen 
housefurnishings, etc., is now owned by C. O. Davidson. 


LIVINGSTON, Wis.—L. J. Andrew has purchased the stock 
of hardware from his father J. J. Andrew. He will continue 
the business under his own name in the same location. 


WINNECONNE, Wis.—Breylinger & Miller request catalogs 
on bathroom fixtures, builders’ hardware, building paper, 
cutlery, fishing tackle, furnaces, galvanized and tin sheets, 
lubricating oils, paints, oils, varnishes and glass, plumbing 
supplies, pumps, ranges and cook stoves, shelf hardware, 
silverware, sporting goods, tin shop, and w ashing machines. 
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‘The Automobile Season is On 


Take Advantage of it — 
Sell BETHLEHEM Spark Plugs 


Immediate delivery can be made on this Case if order is placed 
now. It contains a complete assortment of Plugs, suitable for 
every motor. 
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For $25.00 you get a Stock, a Display—and a Salesman. You can sel]— 


BETHLEHEM 2an;SPARK PLUGS -Guaranteed for the Life of the Car 


Your jobber has the Plugs—and the Cases. Order now for greater profits. 


171 Madison Avenue, NEW YORK 


THE SI wEx COMPAN Y, PACIFIC COAST BRANCH : Oakland, Calif. 


W. N. DAVIDSON, Manager 


FACTORY 3 : So. Bethlehem, Pa. 
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Pumps and Oil Guns 
‘*Search-Light’’ Bicycle Lanterns 


The name ‘‘ Bridgeport ’’ on a tire pump or oil gun is 
a guarantee of the highest quality and finest workmanship. 
‘* Bridgeport ’’’ Pumps and Oil Guns have seamless brass 
barrels which cannot rust. They are strongly made and 
will give the longest service life. The 


‘Search-Light”’ Bicycle Lantern 


is an easy seller—it’s a trade builder. Throws a clear, 
penetrating white light. Boys like it because it is com- 
* 


Ran Wee pact and strong and gives the desired result. 
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ee NN VES The Bridgeport Brass Company 


Bridgeport Connecticut 
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~iie ma TURN YOUR 
Millions of Horse Nails MONEY OFTEN 
are used daily in shoeing the horses of the United States. As the majority of these nails are 


| made by The Capewell process, it pays a Merchant to keep on hand a good supply of 
Capewell nails. 








The large demand, the regular repeat orders, the complete satisfaction which these nails 
give, makes them profitable to sell. Volume of sales is a most important factor, you know, 1n 
the year’s profit. 


Order “Capewell” nails—not the cheapest regardless of qual- 
ity but the best in the world at a fair price. 


The Capewell Horse Nail Company, Hartford, Conn. 


Largest Makers of Horse Nails in the World 
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The Classified Directory appears in the first issue of each month 
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Unusual Guarantee 








- ARCH AMMETERS. Pretty good evidence. 
- that MONARCH AMMETERS are the best and : 
: that Monarch advertising and selling helps move’ > 





pe iin oth 


1G om 


E 





M 


Price $7. 00 


| 3 
Ive ! ge 
beth | L 


A. Most 








Backs This 
oOnaRcH 


AMMETER 












“for testing dry cells” 
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OU are, of course, familiar 
with the ordinary delicate 
pocket ammeter which breaks 

when you drop 1t. 











These old style ammeters have been a 
constant source of trouble and annoyance 
for years. 


But here, at last, is a sturdy and abso- 
lutely accurate ammeter that will not break 
when you drop it. 


Unlike all other ammeters, the INDES- 
TRUCTIBLE MONARCH is not injured 
by hard service—even abuse. : 


ee ereseve 


You can safely carry it in your tool box, : 
drop it on a stone floor, slam it around any 
old way—but you won't injure it or destroy 
its accuracy. 

Everybody who wants an ammeter demands the 


Monarch. There are now over 5000 dealers and : 
jobbers carrying INDESTRUCTABLE:>MON- : 


the gcods. Write for discounts, 


The Hercules Instrument Company, Inc. 


M iL cn Dept. H. A. 


DINAN AR na 


M'o u njt ;jVe'rjinon, ‘ 
al) New York : 
\ 


AR 





ny tet wi] i luni 
his 
DEALERS! 
We are sending dealers 
a handsome demonstratinz 
eS: RAEI display card printed in 
I 


pee 


Tt See i four colors, suitable for 
fs nme §6s window or show case, 
=) | with a real Ammeter at- 
Dont, 0} tached free, with their in- 
Tester | itial order for a dozen 
$150 | Ammeters Order through 
HUT your jobber or direct. 


Mi ‘ii! 
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ASTE 


The Master Spark Plug is 
not a whim—not a hobby—not 
a filler in for our factory. 


It is the Quality Spark Plug of 
the Worid. 


Evolved — perfected — after 
years of experience in manu- 
facturing spark plugs and 
spark plug parts for half the 
spark plug makers. 


Offered to the trade because 
we believe there is a crying 
demand for a real spark plug 
—jammed full of quality—big, 
powerful and worth every cent 
charged for it. 


The Master typifies per- 
fection— 


None of the errors of de- 
sign or materials of the others 
—no attempt to put a cheap 
plug out at a high price. 


The Master is 


the plug the public demands. 
We have our finger on the 
pulse of the automobile world. 


Every motor car owner 
knows his spark plugs must 
be efficient and long lived. 


He Knows he wants a qual- 
ity plug. He is willing to pay 
$1.00 or $1.25 for a plug which 
is dependable and worth the 
price. 


We know he wants the 
Master. We know he is sick 
of constantly replacing the 
cheap plugs which frequently 
come in the car and which he 
has been led to believe are as 
good as any other. 


It costs just so much to 
make a good spark plug. 
Therefore the price of the 
Master is warranted—and our 
broad guarantee shows our 
belief in the consistent per- 
formance of the Master. 


A quality plug worth the 
price. 


Stock Masters now. Our 
dealers’ proposition is attrac- 
tive—write now, giving us the 
name of your jobber if you 
prefer your order to come in 
that way. 


Remember motorists want a 
quality plug— 
—when they ask for ‘the 
best’”’ they mean ‘‘the Master.”’ 


Master Electric Tire Pump 


If you cater to a growing 
motor car trade you should 
broaden your service and give 
free air for inflating tires. 


Master Tire Pumps are built 
in sizes for every service. 


Three models — either on 
trucks or stationary—any one 
will inflate a 37 x 5 tire ina 
couple of minutes — electric 
driven—from $55 to $105. 
Write for descriptive litera- 
ture. Fill the tires while you 
are selling the motorist Mas- 
ter Plugs. 


Hartford Machine Screw Co. 


488 Capitol Avenue 
HARTFORD, CONN. 
New York 








the “Daddy” of all 
SPARK PLUGS 








Regular Type 
$1.00 





FORD SPECIAL 
Price, $1.25 
and worth it 






Detroit 
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Whether for sealing holes and cuts in casings, and thus 
preventing rotting of fabric that inevitably means blowouts, 


or for repairing blowouts after they occur— 





is the sensible and easiest-to-use repair made. Thousands of car owners 
already know it; thousands of others are finding it out. 


Tire-Doh is the standard puncture and blowout repair, both for inner 
tubes and casings. 


Tire-Doh Repairs Are Permanent Repairs 


That is why the following jobbers sell and recommend Tire-Doh to their 


trade: 


Tenk Hardware Co., Quincy, Ili. Williams Hardware Co. , Minneapolis, Minn. Albany Hardware & Iron Co., Albany, N. Y. 
Sieg Iron Co., Davenport, la. Janney, Semple, Hill & Co. 0 Barker, Rose & Clinton Co., Elmira, N. Y. 
Blish, Mize & Silliman Hdwe. Co. , Atchison, Kas, Nicols Dean & Gregg, St. Paul, Minn. W. E. Pruden Hardware Ce., New York City 


Lee Hardware Co., Salina, Kas. Farwell, Ozmun, Kirk & Co. St.Paul, Minn. » Dakota Iron Store, Sioux Falls, S. Dak. 
Geo. W. Nock Co., Philadelphia, Pa. 


Marshall-Wells Hardware Co., Duluth, Minn. Campbell Iron Co., St. Louis, Mo. 

Hudson & Thurber Co., Minneapolis, Minn. Shapleigh Hardware Co., St. Louis, Mo. Joseph Woodwell Co., Pittsburg, Pa. 
Minneapolis Iron Store, Minneapolis, Minn. Wright & Wilhelmy Co., Omaha, Neb. Henckle & Joyce Hdwe. i Lincoln, Neb. 
William Frankfurth Hardware Co. ,Milwaukee,Wis. | Bonniwell-Calvin Iron Co., Kansas City, Mo. Baum Iron Co., Omaha, N 

Philip Gross Hardware Co., Milwaukee, Wis. G. Sommers & Co., St. Paul, Minn. Wyeth Hdwe. Co., St. ed Mo. 


Burlington Iron Store, Burlington, lowa 
Kelley-How-Thomson Co., Duluth, Minn. 


18 Other Tire-Doh Products Roehm & Davis, Detroit, Mich. 
All As Good As TIRE-DOH 





Tire-Doh has a steady sale month in and month 
out, because it permanently repairs all articles of 
rubber. rubber boots, gloves, and hot water bags. 


Tire-Doh retails at $1.00 per outfit with a gener- 
ous profit for the dealer. It sells—it repeats— 
it is advertised. Order today from your jobber 
or direct from us. 
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erat” | ATLAS AUTO SUPPLY CO. 
3245 W. Lake St., Chicago, Ill. 
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Blowout Patch 
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MEMBER OF 





$850 


With open body 
Equipped with Electric Starting 
and Lighting System 





$895 


With closed body 


DELIVERY Equipped with Electric Starting 
CARS and Lighting System 


Prices f. o. b. Toledo 


_ Hardware Dealers Find This 
Car A Business Necessity 


UMMER weather is hard on your 
horses. : 


The hotter the day, the slower 
the horses—the less ground they cover 
—the less dependable they are 


Under ordinary conditions the Over- 
land Delivery Car can do three times 
the work of your best team of horses. 
In extreme weather the advantage is 
even greater. 


And you don’t have to worry about 
overworking an Overland. The car is 
sturdy and powerful. Its ability to 
work quickly, dependably and eco- 
nomically remains the same summer 
and[winter, spring and fall. 


A half day’s route for a team and 
wagon is a matter of an hour or two for 
an Overland Delivery Car. It will make 


a trip and be back for another load be- 
fore your big vans are fairly started. 


The Overland Delivery Car is elec- 
trically lighted and started. Your 
driver will not keep the motor running 
at the curb to avoid laborious cranking 
by hand. This needless waste of fuel is 
eliminated. And no time is lost fuss- 
ing with gas tanks and matches. 


The simple pressure of a button will 
turn the lights on or off or start the 
car. 


High tension magneto ignition, re- 
volving oil indicator, large tires and 
short turning radius are some of the 
many other unusual advantages found 
in the Overland Delivery Car. 


Ask our dealer in your city to show 
you the car. Or write to us for a special 
delivery car catalog. Please address 
Dept. 266. 


** Made in U. S. A.”’ 


The Willys-Overland Company, Toledo, Ohio 
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A Point of Excellence 


HE Wire—why should particular impor- 
tance attach to the wire used in a spark 
plug? It is a natural question. But on 

the firing point of the wire comes great wear. 
To withstand it requires Hardness. But 
Hardness without Flexibility would involve 
difficulties in construction—perhaps defects. 
So Flexibility is desirable. Meteor wire is the 
wire that perfectly combines Hardness and 
Flexibility. 


use meteor wire and never anything 
else. Such features of merit give us 
4 confidence to make the following 


guarantee. 














GUARANTEE 


The Sharp Spark Plug Company guarantees to every dealer 
that any unsold Sharp Spark Plug purchased by him from 
the said company may be returned to the said company and 
the full purchase price will be promptly refunded. 



















To the best of our knowledge we are the only makers 
of spark plugs who offer the dealer this guarantee. 
Write today for the new handbook “Sharp Spark 


ao 99 


Plugs for I9gI5. 


The Sharp Spark Plug Co. 


3388 BROADVIEW ROAD 
CLEVELAND, OHIO 





Kindly send me 
the new handbook 
‘Sharp Spark 
Plugs for 1915” 

















and complete dealer proposition. 
HARDNESS 
96% Nickel Steel 
3G, Iridium Piss 0k. ann dee eee 
(plus) a Cac ee ae 
FLEXIBILITY 
1% Soft Iron ; 
— METEOR WIRE Reka os aa a aaa eee 
NG a vc oan cca ac halk CH eee ee 
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| “All Civilizations Are 
} Built on Business” 
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Reprint from 
Article: 


3 

= The curtain of civilization—so 
= far as our knowledge runs—lifts 
= on the shifting scenes of in- 
dustries promoted by tyrant 
kings and carried out by hordes 
= of slaves. Business as we un- 
= derstand the term to-day—and 
so far as records run—had its 
= beginning somewhere along the 
= coast of Phoenicia, which was a 
= little strip of land about 150 
= miles long and about 50 miles 
wide. 

The comparatively few people 
who lived: and worked along this 
little strip of land controlled the 
industrial markets and _ the 
marine business of the entire 
civilized world. This perhaps is 
the’ most magnificent and the 
most extraordinary illustration 
of «the influence of business in 
= building a nation, that the world 
= has ever seen. 
= During ‘the Middle Ages the 
= word “business” was used as an 
= epithet in order to discredit a 
= man, or to belittle him. To 
= speak of a man in those days as 

being ‘“‘engaged in business,” as 
“carrying on trade,” or as being 
‘concerned in the market,’’ 
= meant to ostracize him socially. 
= A man who then worked at a 
= certain trade or performed a 
= certain service was beneath the 
= notice of the leisure classes that 
= lived from the labor of slaves 
and powdered flunkies; in other 
words, the classes which repre- 
sented the accumulated wealth 
= and accumulated influence of the 
ss state or nation. 
= It seems peculiar to the mod- 
ern mind that there should have 
been a period of time when this 
attitude or this conception of 
service and usefulness existed. 
A country or a people has pros- 
pered, has made history always 
= in times of peace; when the con- 
= duct of business has not been in- 
= terrupted nor interfered with by 
= the tyranny of government, or by 
= the disasters of war. Nations 
= which are constantly carrying 
= on war within themselves, or 
= with other nations, do not have 
= time to build up business inter- 
= # course—business institutions; do 
= not have time to exchange com- 
=  modities, products and values 
with other nations. 







(Continued in the book) 
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UCH is the chapter heading 
under which Mr. Bernard 
Meador has developed his 

treatise on business as a founda- 

tion for culture. In this day of 
strife, in this clash of foreign civili- 
zation, warring nations are dem- 
onstrating exactly what Mr. 
Meador has set forth in 





‘Secrets of Personal Cul- 
ture and Business 
Power” 


This is but one example of the in- 
teresting and timely articles which make 
this volume-de-luxe a “mental stimulus 
for the tired business man.” There are 
9/7 other chapters—176 pages in all— 
dealing with the every day aspect of 
your existence. 


The book is printed on India Tint 
Wove paper and is bound in ooze flex- 
ible lamb, with gilt edges. The pub- 
lished price is $2.00, but we will sell one 
thousand copies to paid-up subscribers 
at a special introductory price of $1.00 
each. Better send your order before 
they are all gone. 


Hardware Age Book Dep't 


239 West 39th Street, New York 
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The Time-Saving, 
Money-Making 


Motor Truck 


For rush service, prompt deliv- 

eries, greater delivery radius, econo- 

- my and increased business profits, no 

better investment can be made than 
Federalized Transportation. 


Federal Motor Trucks give hard- 
ware men greater business efficiency, 
more miles covered in less time, mean 
more business, better satisfied custo- 
mers and more of them. 


Get your merchandise to your cus- 
tomers when they want it—show them 
what quick delivery really means with 
a Federal. 


Federal Trucks are built for the 
wear and tear of the hardware busi- 
ness—they are built right in the first 
place and stay that way with the least 
attention. 


Many of the leading concerns in 
your own line of business have found 
Federalized Transportation the means 
of increasing their business. Let us 
show you how you can do this also. 


Federal Motor Trucks are made in 
two lengths of wheel base, in 1%4-ton 
worm and chain drive models and in 
a 3%%4-ton worm drive. 


“INVESTIGATION MEANS FEDERALIZATION”’ 


Federal Motor Truck Company 
242-250 Leavitt Street 
Detroit, Michigan 


Be sure and see the Federal Exhibit in the Trans- 
portation Palace at the Panama Exposition. 
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Start You!! 


UTO accessories pay hardware deal- 
ers, of course. Thousands handling 
them today prove this. The motor- 

ist spends money fast, so do sportsmen and 
tourists, all of whom need eye protection. 
Let goggles start you in this lucrative and 
legitimate branch of your business. The 
outlay is small, the goods easily stocked, 
the turnover quick and the profit unusually 
large. Of course you want the 


Willson Goggle Line 


For Hardware Dealers 





as it is built around your needs. Styles range 
from 25c to $2.50—Night & Day Goggles, Zylon- 
ite frame goggles, an all metal side shield goggle 
at 50c and rimless and framed Protection Glasses. 


And when you know that $10.45 will stock a 
complete line on which you make $8.80 or over 
84% profit, you can see the reason so many other 
dealers “let goggles start their accessory depart- 
ments” and are now reaping rich remuneration 
from their aggressiveness. 

Let GOGGLES Start You Too. Order the 

Willson Line from your jobber at once or 


mail coupon to us for further facts and 
goggle list, now. 


T. A. Willson 
& Co., Inc. 


READING, PA. ZYLBEX 
“Since 1870” Eye Protector 


Chicago, Mallers Price $25 
Bldg.; San Fran- 
cisco, Head Bldg. ; 
Toronto, 23 Scott 


St. 

Manufac- 
turers of In- 
dustrial Pro- 





BEBvery Re- 


quirement. New Zylbex Eye Protector—$1.25 Pair 


Zylonite Shell Frames 





sma etesee (lin, Sign and Return NOW a= ae ee ee oe oe oe oe eo 





T. A. Willson & Co., Inc., Reading, Pa. 
Gentlemen—You may send me goggle list and further facts. 
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Hundreds of 
- Thousands of 
White Mop 


Wringers 


ii have gone into use. 
They sell quickly 
because they are 
without an equal. 
They wring easily, 
thoroughly and 
neatly. Satisfied a 
customers every- gaso 
where. 5 
TRY THEM 
WHITE MOP 
WRINGER CO., 
Fultonville, N. Y. 
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Premax & Dodson Steel Hame Chains 
PATENTED 

Never STRONG Electro- 
Slip HANDSOME galvanized 
iti GOOD SELLERS to prevent 
Break FULLY rust at 

; GUARANTEED same price 
Always Write for folder as bright 
Reliable 58-H steel. S-6 
Niagara Falls Metal Stamping Works, Niagara Falls, W. Y:, U.S. A. 

Halter Chains Tie-out Chains Bit Chains 

Cow Ties Jockey Chains Stallion Chains 

Breast Chains Spreader Chains Etc., etc. 

Trace Chains 














The 
“Acme’’ Metallic 


Bed Caster 


The “‘Acme’’ is a balibear- 
ing caster—it is always ready 
to roll in any direction. 
*‘Acmes”’ are made in brass, 
nickel, or galvanised finish— 
will at any size Brass or 
Enameled Bed Post. All 
‘“‘Acme” casters are packed 
one set in a box. 

Send for catalogue and let 
us quote prices. 


The Schatz Mfg. Co. 


POUGHKEEPSIE, N. Y. 


Agents: J. C. Mc ys > 4 Ce. 
29 Murray &St., N 











When Wash Day Comes 


Hill’s Dryers 
go up  every- 
where. People 
are beginning 
to see dl oy 
of marrin 
beauty of © neir 
lawns with un- 
sightly poles, 
when Hill’s 
Dryer performs 
the work of 
drying in a jiffy 
and can be eas- 
ily removed in 
less than no 
time. Write. 





HILL DRYER CO., 316 Park Avenue 
WORCESTER, MASS. 

















““UNIVERSAL’’ & “‘LION’’ HEEL PLATES 
Are Big 


Sellers 


Made of Best 
Malleable Iron. 
Full Size and 
Weight. Made 
in 6 Sizes. 











WRITE for PRICES 
Also on 
COBBLER OUTFITS 


Shoe Lasts and 
Stands, Riveting 
Machines, Corn 
Shellers, etc. 


THE ROOT-HEATH MFG. CO., PLYMOUTH, OHIO 
N. Y. Agents: Winner & Rites: 90-92 West Broadway 











American Steel & Wire Co. 


MANUFACTURERS OF 


American & Griswold 


Bale Ties 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 








TOLL LLL Hn LLG Le 


Prompt Siieiseats on my were f 


of Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burrs, Cop- 

: Conductor Pipe, Copper; Crimped Sheet, Copper; Baves 

; Elbows, Copper; Gaskets, Corrugated Copper; 

opper; Mitres, Cypper Nails, Copper; Rivets, Cop- 

per Roll Copper ; » Co Sheets, Copper; Soldering 

oppe pers; Spikes, Copper r; Washers Co pper. 

If your selling needs are listed pnmng write us at once. 
Pittsburgh Copper and Brass Rolling Mills 


Cc. G. . HUSSEY & CO. Pittsburgh. Pa. 








Ask Y our Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 
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Electric Discounts SIX- VO LT 
AUTOMATIC 
Company . yi . os ELECTRIC VULCANIZER 
Chicago race Retalis 
— Write now $ 3 ” 5 O 





sy 
r 
Guaranteed™ sy 












Price includes the most com- 

plete repair outfit furnished with 

any make of portable vulcanizer. 

FEATURES: 

Can’t Burn Tubes or Casings 

Automatic Heat Control 

Easy to Operate AUTOMATICALLY 
Also Made for 110 Voit Circuit 


Every Motorist Needs One. 
DEALERS Order from Your Jobber or Direct 


PREMIER ELECTRIC COMPANY, 4030 Ravenswood Ave., Chicago 





PUSH BUTTON 
CONTROLS HEAT 












Double 
Ignition 





Ordinary a cs scammed a; 


LAA = Y VLLLUMLULILLELEL Lily MPTEE hae — plugs 
yy = — Y; ny . Ya nected as the Iil- 


ig lustration shows) 
MO R’ 


POWER 
LESS FVel 





speed and mileage 
per gallon. 


SU-DIG 
Series Plugs 


when used in con- 


regu plugs, 
utilize scientifically 


Owners enthusiastic. Every sale 
brings others. the power ordi- 


We co-operate with local dealers. narily lost by slow 
Write for particulars and booklet. combustion. 


SUPERIOR MOTOR SPECIALTY CO., Dept. D. 
30 Irving Place NEW YORK CITY 














Tell your trade what Barney Oldfield, “Master 
Driver of the World,” says about 


DIXON’S 


Graphite Grease No. 677 


For Transmissions and 
Differentials 





and write for a set of photo-testimonial window dis- 
play cards. Ask for assortment No. 40-G. 


Made in Jersey City, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 


Established 1827. 
Dass cis RK 














The Oiler Demand 


from your trade is most satisfactorily 
answered with “WALL” OILER 

They relieve you of all responsibility. 
Each is fully guaranteed for five years. 


‘‘Wall’ Oilers are brazed with hard 
solder and prevent melting when con- 
tents are heated. The body is drop- 
forged steel—the bottom rn a steel. 
Nozzle won’t clog—has case hardened 
point and large opening at the body 
for easy filling. 


Get our catalog describing oilers for 
every use. 


P. Wall Mfg. Supply Co. 


N. S., PITTSBURGH 














HARDWARE DEALERS: 


EVERY PAIR OF 


KLEIN PLIERS 


You sell will make 
a satisfied cus- 
tomer for you. 


Write for cata- 





complete line of 
tools. 








A. 

















American Steel & Wire Co. 


MANUFACTURERS OF 


Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting 








WORCESTER 
DENVER 


CLEVELAND 
PITTSBURGH 


CHICAGO 
NEW YORK 











Newly reduced list prices and 
trade discounts mean greater 
profits and larger sales on 





Anglo-American 
Flashlights, Batteries and Bulbs 


Ask for Discount Sheet No. Il 


Anglo-American Co. 
MAKERS 


PITTSBURGH, U. S. A. 
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Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecti 
from the ceiling or wall. 
The holder takes dies % 
¥%, % in. R. or L. an 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
299 KNOWLTON ST. BRIDGEPORT, CONN. 









May 13, 1915 





STAR VISES 


IN YOUR WINDOW HELP 
INCREASE SALES 


Just the thing for those who 
want a small, handy vise— 
Good talking points—easy to 
sell. 

Sizes from 14%” to 2%4”—prices from $4.50 to: 
$9.00 per doz. 

Write for particulars of our 
offer to send you a display 
stand free. It will help show 
Star Vises to advantage. 


Star Specialty Mfg. Co. 


227 W. Erie Street Chicago 
New York Office, 37 Warren Street 






































Goodell Mitre Box 


Made of STEEL—Cannot Break 


For years this Box has been recognized as being first 
in quality improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 

Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELL 


MFG. CO. 
Greenfield, Mass. 


i TMA, MI sii 





Iwan’s “Champion” 


Tile Drain 
Cleaning 
~ Tool 


The only ditching tool 
made and sold that will 
clean out the loose earth 
thoroughly to prepare a 
smooth bed for the til- 
ing. Made in both Ad- 
justable and Stationary 
styles with six-foot han- 
dles that ‘‘hang’’ right 
in the hand. Packed for 
quick handling in bun- 
dles of half dozens. 






IWANS PAT. STATIONARY 


TILE DRAIN CLEANER 
SS SS 


Order them! 


IWAN BROTHERS, South Bend, Ind. 


1511 Prairie Ave. 





























THE ROBERTSON 


“Horseshoe Magnet” 
Trade Mark Reg. U. S. Pat. " 


Hammer 


——> 


The best magnet hammer 
It holds the tack 
Write for illustrated price -list. 
ARTHUR R. ROBERTSON, Sole Mfr. 


144 Oliver Street Boston, Massa. 
Owner of the “Horseshoe Magnet” Trade Marks. 























No. 60 
Tool Kit 
Little 
Wonder 


Write for 
Circular 


The largest line of 
Tool Chests, Tool 
Kits, Tool Outfits 
and Tool Cabinets 
“Madein America” 


C. E. JENNINGS & COMPANY 
71-73 Murray Street NEW YORK, U. S. A. 
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“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
Write for Prices 


MQ; 4») MAHUINNH4 
SI wo Ooo www85 
\\) AN Wi WY MK QQ IY Oy 
\ 











A Name Favorably Known Wherever 
easurements Are Taken 


Get our new catalogue. 


a 
® 


"ae 


me 


Measuring Tapes, Boxwood ee Stee! Rules, Board 


and Log Rules, Spring Joint Rules 


of every description 
THE [UFRAIN fPULE GO. SA5INKM Nex Tet, 


MICH. 
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BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving. 








Send for catalog giving full 
description and prices. 
THE BICYCLE STEP 
LADDER COMPANY 


62 W. Randolph St., Chicago, Ill. 














is the World’s acknowledged 
best, because with it you can 
do your work easier, quicker 
and better. With no other 
Fire Pot can you do as wide 
a range of work. The No. 1 
will heat a pair of 12-lb. cop- 
pers and melt a pot of lead 
at the same time if desired 
and by removing the top sec- 
tion the base with the burner 
can be used as a brazing fire 
or torch. The No. 1 will soon 
pay for its cost in the saving 
of fuel alone. All leading 
jobbers will supply at factory 
rice. Send for catalog—it’s 


The No. 1 Fire Pot ree. 


Clayton & Lambert Mfg.Co., Detroit, Mich., U.S.A. 


The No. 1 Fire Pot 


, 

i 

t iy No 

\ CRTROITMicH U SA 














will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis, Mo. 














Acknowledged the Best 


FOR 
All Record Keeping 
(oose J-P tear 


Books and Forms 


SOLD EVERYWHERE BY 
FIRST-CLASS STATIONERS 


Irving-Pitt Manufacturing Co. 
410 Eighth Street, KANSAS CITY, MO. 











A Long Felt Need Satisfied 


No More Trouble in 
Handling Screen Wire 


MILLNER’S WIRE CLOTH RACK 


Saves space, time, stock and 
sells the wire. 

Rolls are easily placed in posi- 
tion for use. 

Rack holds 18 rolls for ready 
use and 18 stock rolls. 

Holds any length in any place. 

Takes a floor space 831x386 in. 

On ball bearing casters. 

Makes a (first-class rack for 
handles, etc., when wire season 


is over. 

Neatly finished and well built. 
a $10.00 f. o. b. Miami, 

a. 

Shipped EK D Weight 106 
pounds. 

We can make shipments from 
either Miami, Okla., or Ft. 
Smith, Ark. 

SOLD BY ALL JOBBERS 


Millner Wire Cloth Rack Company 
M la 


iami, Oklahoma 





Patented May 14, 1914 








HARDWARE 
SHELF BOXES 


For the 
Retail 
Trade 


* Ria. 


RB ee see 





Send for 
Price List 





THE A. H. GREEN CO., “aha 











THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 


Pes. 2 ct See Made entirely of Galvanized 
Wire and Iron, almost inde- 
structible, used for BURN- 
ING WASTE PAPER and 
| other combustible material; 
Ai, also a neat Basket for Waste 
" mt Paper, Leaves, etc. The 
i HHA burning of any material or 
if | waste has a Cyclonic effect, 
(Ni! | as the open mesh allows of a 
Ih perfect draft from. all sides. 

i innit 
int HH 


i ut: Made in four (4) sizes. 
AA 


| Send for description and 
i ' Hf 


prices. 
Vil Hinaeess st La 
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Pennsylvania Wire Works 
ites Edward Darby & Sons Co., Inc. 


= 


e ee ™. 
, oP =F atte er q 


if — “¥ 235 Arch Street, Philadelphia, Pa. 














You, like thousands of others, are wasting 
many dollars—perhaps hundreds—every year, 
by throwing away waste paper. Stop this 
wastc—turn it into profit by using the 






FIRE PROOF 





PAPER BALER 


All steel—absolutely fireproof—strong- 
cst—simplest—easiest to yay Will 
last a lifetime—yet pays for itself first 
year. Write today for low prices and 
free trial offer. 


Davenport Mfg. Co. 


Dept. ‘‘H’’ Davenport, Iowa 
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Eureka Copper Hammers 


are sure sellers 
to machinists 
and engineers, 
because su- 
perior to steel 
hammers for 
many uses. 
Will drive work 
to place with- 

out marring. 
Furnished with or without handles. Sizes: 1 to 16 Ib. 
Let us supply you direct. Circular and Trade prices 
sent on request. 


THE EUREKA COMPANY 
NORTH EAST, PA. 











TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER 





ae >) 
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All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S.P. Townsend & Co., Orange, N. J. 














TOWNSEND WIRE STRETCHERS 


MLE LARIAT 
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If there’s one form 
of implement. that 
gives more _ trouble 
around the farm 
than any other, it’s 
the old wunsatisfac- 
tory wire stretcher. 
When you sell a 
customer a good or- 
der of wire fence, 
see that he has the 
tools to put it up 
properly. The Town- 
send Wire Stretcher 
, Will handle woven 
wire, plain twisted 
' and barbed wire 
fencings. It’s light 
in weight, but pow- 
erful when in use. 
. Ask your Jobber— 
ij} and write for cir- 
~i culars. 

















Painted Post, N. Y. 
176 Federal St., Boston, Mass. 


Manufacturer: F. J. TOWNSEND, 


Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. 
Note the clean, even edge. No moving parts. 
Very durable. Price is right. Good profit. 
Most jobbers will supply you. 


IMPERIAL BIT AND SNAP CO., 


Racine, Wis. 


SS 














New England Rep. F. M. TRAFTON, 











AMERICAN B 


seceneeens 


eTirisiie 


Cet e eres 
“4ettanee 
Pewee 
eaeee 

Th 






>= rhe s se perre es ce 64644464400 Le TO 
iS Ts ral ond ele GT aE 

SHARC Cette te 
Se reretttt | 
cecum cons meme la 
See Zith 


LASTS LONGER—LOOKS BETTER 


ALSO 
COPPER, BRONZE, GALVANOID ENAMELED, 
PAINTED, BRIGHT GALVANIZED 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO. 








CHICAGO, ILL. 





* y 
Ask your Jobber 


ONE YEAR 
GUARANTEE 
Double and stitched 


of the heaviest 
Chrome 






pAQTE THE weW ” 
W sure noio-rasi= 


Retail Price - $1.50 














The Cheapest Because the Best 


PEARL ciors 


CLOITA 


is non-rusting, does not require re- 


rosy heleteteammrctele Gar taum ofe-Vealer-Viniaestete (ot 


tructible. Copper colored wires in 
the selvages identify it—our re- 
roleteclelejelmeatt-tecteltcie-is le 

The Gilbert & Bennett Manufacturing Co. 


Georgetown, Conn New York Chicago Kansas City 
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>>> 
That Big 
Drum 


(9” in diameter) 


Is a profit making trade builder. It over- 
comes any possibility of kinking—it insures 
the life of the hose. 


McKINNON 
ALL-STEEL REELS 


are electrically welded—nothing to work loose or get out 
of * to bolts, screws, rivets or castings—absolutely fool- 
proof, 
Their Japan finish is attractive, durable, rust resisting—it 
helps sell them. 
LIGHT WEIGHT, SIMPLE, STRONG. 


McKINNON DASH COMPANY, Buffalo, N. Y. 














Caldwell Sash Balance 


a} @ Does away with weights 
a and cords, and is VASTLY 
more durable. 

@ Makes sashes work per- 
fectly. 

@ Permits greater window 
space in new work, as box 
frames are not necessary. 
@ May be applied to old 
windows without altering 
sashes or frames. 

@ Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 


























The “Original” Gutter Hangers 
Made by Berger Bros. Company 
rsaN are the strongest, neatest and 
7% handiest made; 20 different styles 

y to suit any requirement. 

Look for the “BB” on 
every piece. 

Send for free samples 
and No. 8 Catalog. 


BERGER BROS. COMPANY 


Office: 229-231 Arch St. Store: 237 Arch St. 
Warerooms and Factory: 100-114 Bread Street 


PHILADELPHIA 




















SATISFACTION 


FOR YOUR CUSTOMERS 


BIG PROFITS 


FOR YOURSELF 


mde SIMPLEX uct 


Reg. U. S. Pat. Office. 


ROOFING NAILS 


Have four times the head area of ordinary 
roofing nails—and head area is the all 
important point in laying prepared roofing 
or sheathing. 

Don’t buy prepared roofing unless Simplex 
Nails are packed in the rolls. 

FREE Samples and Circular on request. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICHIGAN 


















STRAIGHT AWAY LAWN SPRINKLER 


No. 1 





Perforations it 
ll 


Throws all the water away from the end of 

the hose. Can be held in the hand for sprink- 

ling flowers. Write for our general catalogue. 
New York Office: J. M. Sherwood Co., 168 Church St. 


Stuber & Kuck Co., Peoria, IIl. 
Wm. P. Horn Co., Pacific Coast Representative, San Francisco, Calif. 























Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn., U.S.A, 























SANITARY 


walls are as necessary as 
sanitary plumbing. 


Enametile 


is the best and most san- 
itary wall. Is made cf 
metal enameled. Like 
ceramic tile but better 
because lighter; does not 
crack and costs about % 
as much. Hard to detect 
difference. Plates bedded 
in cement; no lap joints, 
no nails. Endless variety 
of patterns, colorings and 
sizes. 

Write for ART PORT- 
FOLIO showing Enametile 
in colors, and Metal Ceil- 
ing Catalog showing pat- 
terns for all purposes 
FREE! 


N. Y. METAL CEILING CO. 


543, &c., W. 24th St., New York City 
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Russell Jennings @ 
Auger Bits and Braces 






a * 


_ Auger Bits with ordinary 
shanks, and Precision 
Turned Shanks, Bit Braces, 
Screw Drivers, Counter 
Sinks, Expansion Bits, etc. 


- Russell Jennings Mfg. Co. 
: Chester, Conn 
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Show the Housewife the handy Tongs, Picks and 
Shavers you sell for the ice chest— 
She will appreciate the quality. 


i Gifford-Wood Co.’s Ice Tools 22, 327°%%7,.2, Quality 














you the different tools sold in your GIFFORD-WOOD CO. nunson, X. y. 


territory. Ask for catalog. ae NEW YORK BOSTON CHICAGO 






































RIVETS. ANGERS’ MAKERS’ 


ESCUTCHEON PINS. 
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SPEGIAL WiRE NAILS 


6 Cr.aY ANO mang ocang 2 Sraneve 
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In Ace METALS 





— a rd - of rs Paper Hangers’ Knife 
= a —Square Point 




















| Sasa 5] 











ROBERT MURPHY’S SONS CO. ot Ayer, Mass. 

















=svArORS AND DUMBWAITERS 


The famous “Gem” is 





Made to be sold by the Hardware Trade. 
mounted twelve on a_ hand- 
Can be placed in position by any carpenter. some counter card. Sells at 
25 cents each.’ Big = 
CATALOGUE FREE profit. We also make 4 
a ten- —_ nail clip- 
per. rite. 
ENERGY ELEVATOR CO. nl, 





214-216-218 New St. Philadelphia, Pa. Ansonia, Conn. 


GOULDS PUMPS 


SPRAY AND WATER SUPPLY 


WRITE FOR CATALOG AND PRICES 


THE GOULDS MFG.CO. SENECA FALLS.NY. 
































Is the Best bi ROBIN HOOD 
amd is made only by Wien AMMUNITI ON 


Stewart-Skinner Co, hi ' NOT MADE BY THE TRUST 


420 Herman St. / 4 Robin Hood Ammunition Co, 


Worcester 
Mass. SWANTON, VT. 


THAT’S AWL 


A Wu m\\ 























—An absolute guarantee — every bar of solder— : O. LINDEM ANN & CoO. 


ALUMUNITE Manufacturers of 
BIRD : 
ALUMINUM— SOLDER CAGES a 
Established 1863 


| Aluminum Solder & Refining Co., Syracuse, N. Y. 
ie) $2 per box of 4 bars. Discounts to Dealers 35-37 Wooster Street, New York 























PUTT 


= The Angler with Confidence 

= = KN OWS just how to play his gamy foe, having 
absolute faith in Abbey & Imbrie’'s ‘‘fishing tackle 

= that’s fit for fishing."” Rod and reel, hook and line are 

== standard. 

wm Sold under the — of the ‘Leaping Dolphin,” sign of 

== duality and servic 

eo 

need 


New illustrated catalog H (236 pages)” sent & 


JoHN SoMMERS PEERLESS FAUCETS 


BEST BLOCK TIN K 
. MAPLE WoOoD BODY | HIGHLY POLISHED 


—g OWLY THE GENUINE ARE STAMPED IN THE WOOD WITH 
- TRADE MARK MALTESE CROSS (as Per cur) 


; BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
















= on receipt of parcel postage (10 cents) to any 
= angler who will give us his tackle dealer’s 











—| name. = = - : 
= Abb & I bri ©, 18 Vv St., N York E} MADE OF LEAD, IRON,OR OTHER INFERIOR METALS, TINNED OR HICKELED. 
SS JOHN SOMMER FAUCET CO. sss Centra Ave, Newarx 
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~ ———_——— 
» BEST BLOOM Galvanized $ Sheets 
Made from KEYSTONE COPPER BEARING cE; re 
CULVERTS, TAN KS, FLUMES | x 
as well as for Roofing, Siding, a all forms of exposed sheet metal work. Lookfor || 
= stencil on Keystone Copper Bearing APOLLO Brest BLoom Galvanized Sheets—it | 
insures service and satisfaction. Youshould use noother. Write for full information. 
oe _ AMERICAN SHEET AND Li he areeres Ai... Lene Pittsburgh, Pa. | 
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Rock Island Autovises 


Number 241 vise is swivel, waa 80 Ib., and is adapted for 
automobile and heavy repair work. oO. 281 vise is same in design 
but is stationary, weighing 32 Ib., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO., Rock Island, Il. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES MANUFACTURED 


May 18, 1915 








231—AUTOVISE 
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241—AU TOVISE 




















Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
Liquid Soap Dispensers. | 


JP x Chas. Morrill, Deaton | 


‘REO. U. @ PAT. OFF 102 Lafayette Street New York | 


-_ —_— 
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SAMSON CORDAGE WORKS 


SASH CORD, CLOTHES 
LINES, SMALL LINES 
ETC. SEW LDP LAPALOG 


MANUFACTURERS OF grt 


BRAIDED CORDAGE — 
AND COTTON TWINES “aout 
BOSTON 














Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 
WORCESTER MASSACHUSETTS 














BROOKS 


ae Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 

















PLIERS ——== 
N I PPERS | = = = 


PUNCHES 


Send for Catalog 


ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C.S. Osborne & Co. 
Newark, N. J. 
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& 6.8.00. Gz 


ZE-LITT PAT. FILE AND TOOL HANDLE 


Strongest Interchang:able Handle Made 


THE (JHAPIN-STEPHENS (f0., 


PINE MEADOW, CONN., U. S. A, 





Union Factory 





a 






Manufacturers of Punches and _ Sets 
(Hand ‘Drive and Foot Power) for 
Leather, Cloth and Metal. Punch Tubes. 
Punch and Dies. All kinds and sizes 
made to order. Write jobber. Booklets 
free. Established 1858. 


40 Lincoln St., BOSTON, MASS. 








<q. High Grade Hand Made 
STEEL 

2 ALPHABETS 

* AND FIGURES 


THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 











Mol ATAR LJ d | 

and BRICK OdS | 

Send for Catalogue 
and Price List 


,VIRON CLAD. UG 
"4 “NEVER DRIP” 


Mfd. by 
METAL DEPT. 


THE CLEVELAND 
WIRE SPRING CO. 


Cleveland, Ohlo 














The 
FORD 





This Extension is of the same pattern as our 
No. 10, differing in that it is of heavier con- 
struction throughout—and somewhat larger— 
which allows it to hold the shanks of all Auger 


Improved i 


It is made to follow an eleven-sixteenth hole. 
nme ye Ry six lengths—12”, 15”, 18”, 21”, 24”, 
an a 


Bit 
Extension The Ford Auger Bit Co., Holyoke, Mass. 














Porter’s ‘New Easy” Bolt Clippers 
All sises. All parts intercha ble. Jaws Special Steel. 
Big Sellers. Good t. Write for prices. 


H. K. PORTER Everett, Mass. 











HARDWARE STORE 
BUSINESS METHODS 


REVISED AND ENLARGED 








5th EDITION. 





David Williams Company 


A book filled with suggestions and rules for the guidance of 
Clerks, Buyers, Salesmen and Managers. Methods used by 
prominent merchants are described in detail. 

227 pages, illustrated, cloth. 


Price $1.00 Delivered. 
239 W. 39th St., N.SY. 
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The position you are looking for 





need competent men. 


It does just as well. 





may be looking for you in this ‘ 
The largest hardware firms in the country advertise here when they 


If you do not find the place that fits you, put an “‘ad”’ 
yourself and let hardwaremen know what you can do. 
rhere is always a good place waiting for a good man, and Hardware 
Age will help you to find yours. 
Note—In answering ads do not send original references—Send a copy. 


‘Help Wanted” 


section of Hardware Age. 


in the next issue 





Help Wanted and 
Business Opportunity 


Situations Wanted 


Display rates on request 


Advertisements 2c per 
word—$1.00 minimum 
rate. 


2c per word—50c 
minimum. 























Help Wanted | 


Help Wanted 


Situations Wanted 


Business Opportunities 





Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appeari in these col- 
umns, as they are Weeuentts mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





MANUFACTURER of full line 
household _ specialties wants local 
representatives in all important cities 
to handle line on commission. De- 
partmeut stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
coverel. e want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care HarpDWARE 
Acrt, New York. 





WANTED—A few good hustling 
salesmen who are calling on the 
hardware trade to handle a verv 
profitable and well known line. Ad- 
dress ‘*N. W.,” care HARDWARE AGE, 
New York. 





TRAVELING REPRESENTA- 
TIVES wanted by a well known 
stove manufacturer in North and 
South Dakota, Iowa, Indiana, Ar- 
kansas, Louisiana and Western terri- 
tory. Attractive proposition offers 
great possibilities for men to use 
line as a leader in connection with 
the sale of other goods, on commis- 
sion basis. State territory covered, 
reference, etc. Address “N. Y..,’ 
care Harpware AcE, New York. 





WANTED—Salesmen with regu- 
lar territory and acquainted with 
hardware trade, to carry a good sell- 
ing, staple special in metal ware. 
Necessary to carry only small sam- 
ple. Address “OQ. G.,” care HArp- 
wArE AcE, New York. 





WANTED—By a prominent up- 
state hardware jobbing firm, a good 
hustling outside salesman, over 
twenty-five years of age, to cover 
Central and Nesthéee New York. To 
one who shows good results this po- 
sition offers splendid opportunities. 
Only experienced men need apply. 
Address “OQ. O.,” care HARDWARE 
Ace, New York. 





WANTED — SALESMEN (only 
ayy  eete men need a ply) to sell 
ARE and D UG trade. 

bn old and tried line of goods now 
being made with an improved at- 
tachment, so can be sold as an ex- 
clusive specialty. Will permit try- 
out, as a side line, for two weeks, 
with responsible and well recom- 
mended applicants. State age, num- 
ber of years on the road, territory 
covered, and line of goods’ been sell- 
ing and now selling. References as 
to ability must be of some former 
employer. Only experienced sales- 
men please answer. Address “Q. 
U.,”’ care HARDWARE Ace, New York. 





A FEW LIVE SALESMEN 
WANTED who have a clientele 
among hardware, general, department 
store buyers, Middle West, est and 
South, handle on liberal commission, 
largest, most complete line high 
grade aluminum cooking utensils, 
household articles, aluminum holly | « 
goods and other seasonable aluminum 
‘specialties sold by any concern in 
the world; also new special exclusive 
line pure gold and silver quadruple 

lated useful aluminum articles for 
jewelry and gift stores. Will give 
contract and co-operate to make sell- 
ing easy. Only those who have es- 
tablished trade in  non-conflicting 
lines neel apply. Aluminum Sales 
& Mfg. Co., Inc., Indianapolis, Ind. 





REPRESENTATIVES WANTED 
for the “Wilder” line of accurate 
thermometers in Middle Western 
States. Customers include hardware 
and poultry supply dealers, drug- 
gists, department stores, opticians, 
etc. Address Charles Wilder Co., 
Est. 1860, Troy N. Y. 





W AN T ED — Salesman with 
natural, strong selling ability, at 
‘east eight to ten years’ experience, 
record of large sales to large jobbing 
or retail trade, employed at present. 
Must present substantial recom- 
mendations. Al opportunity for the 
right man. Submit complete infor- 
mation with application. Everything 
held strictly confidential. Good sal- 
ary Or commission proposition, and 
no side lines allowed. Address a 
ad * care Harpware Acer, New 

OTK, 


SALESMAN calling on hardware 
trade for past nine years, will ac- 
cept position traveling in New a 
land. Good references furnishe 
Address “O. K.,’’ care HARDWARE 
Ace, New York. 





TRAVELING SALESMAN, 
thoroughly acquainted with South 
American trade, is desirous of mak- 
ing arrangement with manufacturer 
ad paint and dry colors. Address 

. O.,” care Harpware Ace, New 
York: 


4 





GENERAL AND _ BUILDERS’ 
HARDWARE MAN desires position 
with good firm in one of the Rocky 
Mountain States. Address “Q. S.,’ 
care HARDWARE AGE, New York. 











SALESMEN WANTED—MANU- 
FACTURERS of anew PATENTED 
SPECIALTY desire services of a 
FEW SALESMEN calling on hard- 
ware trade to carry their product as 
a side line. POCKET SAMPLE. 
Our device is a winner and sells at 
sight. Liberal commission proposi- 
tion. Stag Co., 812 No. American 
Bldg., Chicago. 








Situations Wanted 





Advertisement 
Writer 


I was formerly engaged in the 
hardware business—sold goods be- 
hind the counter and on the road— 
was a good salesman. Later a na- 
tionally known company engaged me 
and I’ve been writing sales produc- 
ing copy for them for nearly nine 
vears. ‘One ad inserted three times 
in Harpware AGE pulled 270 re- 
plies, and it only occupied a quarter 
page space. One of my full page 
ais in same journal brought 1,200 
replies for four insertions. Nearly 
all the leading advertising journals 
have reproduced my work with fa- 
vorable comments. Seek permanent 
position with responsible house or 
will write your ads at so much per 
niece. Also verv strong on “follow- 
up” letters. References, sample ads 
and full particulars on request. Ad- 
~ home “K. J.,” care HARDWARE AGE, 

New York. 





A SUCCESSFUL SALESMAN 
and for last ten years a director of 
sales would like to get in touch with 
manufacturer of hardware or kindred 
line who is desirous of increasing 
his sales. Have been very success- 
ful in selling to departments of 

S. Government as well as to the 
io >bing trade. Exce Pional refer- 
ences, Address “P. W.,’’ care Harp- 
wArE AcE, New York. 





BUILDERS’ HARDWARE 
salesman and estimator desires _posi- 
tion. Thoroughly experienced in all 
classes of building and special work. 
Best references ard habits. Address 
7 one care HarpwarE Ace, New 

ork. 





WANT POSITION with good 
hardware man; have had best of 
training; 30 years of age; guarantee 
my services. New York State pre- 


ferred. Will invest ‘$5, 000 in good 
business. Address “O. H.,”” care 
Harpware Ace, New York. 





Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging 
stock of hardware we can be of 
great service to you on account of 
our intimate knowledge of these 
matters in every section of the 
United States. Address “‘H. B. G.,’’ 
care HARDWARE AGE, New York. 


je) 





FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
vear. For particulars address “H. 
FE.,” care HarpwarRE Ace, New 
York. 





FOR SALE—General hardware 
and plumbing business for sale, es- 
tablished thirty years; clean stock; 
will invoice about $6,500; located in 
prosperous New ork village of 
6,000. An opportunity for some- 
one; good reasons for selling. Ad- 
dress “P. K.,” care HArpwWAreE AGE, 
New York. 





SALE OF HARDWARE STORE. 

On May 19th, 1915, at one o’clock 
P. M., at McGuffey, Hardin County, 
Ohio, IT will offer for sale, at public 
auction, the entire hardware stock of 
The Stanfield Brothers Hardware 
Co. This stock is a nice clean stock, 
worth about $7,000.00 and will be 
sold in bulk. Terms cash. Address 
Amel Augsburger, Receiver, Kenton, 
Ohio, for further information, 





EXPERIENCED, up-to-date 
manufacturers’ agent at Barcelona 
(Spain). with extensive and sound 
connections, wishes to represent some 
‘eading American manufacturers of 
general hardware, household special- 
‘ies, tools, saddlery goods. articles 
for trunk and bag manufacturers, 
metal trimmings for gents’ suspend- 
ers and garters, etc. References 
furnished. Address O. Plesser, 920 
Race Street, Philadelphia. 





HARDWARE get TIN- 
SMITHS, GARAGE OWNERS and 
REPAIR MEN, ATTENTION: 
Aluminum utensils or castings can be 
repaired with ‘“420°F.” Solder for 
Aluminum, with ordinary soldering 
iron. Directions for use sent with 
nound bar prepaid for only $1.50. 
Distributors wanted. Meridian Sup- 
ply Co., 56 West Lake St., Chicago. 


FOR SALE—Clean, up-to-date 
stock of hardware, stoves and tin- 
ware. The H. F. Hobbick Co., 
Winchester, Ind. 





FOR SALE—Near Providence, 
R. I., hardware, tool and mill supply 
business. Well located, wel 
equipped and doing a good business. 
Owner wishes to retire. No brokers. 
Cash proposition. Address “J, L.,’’ 
care HARDWARE AcE, New York. 





Charles Monckey may have in- 
vented the Monkey Wrench, but we 
are the originators of the Daily Com- 


pressed Hardware Advertisement 
with expansive results. For Hard- 
ware Dealers only. Drop a line to 


show you’re interested; our propo- 
siticn will appear promptly. Don’t 
use it unless you want more busi- 
ness. The Hardware Advertiser, 
Pox 583, Lake Charles, La. 





WANTED—Manufacturers’ agent 
in Southern city would like to se- 
cure a tew staple lines to offer the 
retail and semi-jobbing hardware 
trade; also furinture stores. Ad- 
dress “Q. P.,’”? care HARDWARE AGE, 
New York. 





A MANUFACTURERS’ SALES- 
MAN having well established trade 
of over 10 years, jobbing and retail 
hardware trade, Montana, Idaho, 
Utah and Wyoming, desires to rep- 
resent in this territory on a com- 
mission basis the manufacturers of 
the following items: Builders’ hard- 
ware, granite ware. Will entertain 
other lines. Full particulars upon 
request. Address “O. R care 
ETARDWARE AGE, New York. 





W ANT E D—Capital to increase 
business of a going concern. Good 
opening for young man that can sell 
goods and has a record. There is a 
great territory undeveloped for our 
goods. Massachusetts corporation, 
capital $20,000, fully paid and non- 
assessible. Write for particulars to 
Brown Folding Stool Co., Everett, 
Mass. 





FOR EXCHANGE—A good level 
black corn, clover and grain farm of 
240 acres in Northern Indiana. Lo- 
cated well and only 60 miles from 
Chicago. Want a good clean stock 
of hardware and house furnishings 
in some thriving city of not more 
than 25,000. Ever’t C. McKibben, 
412 Jefferson St., Galesburg, III. 





WANTED—Good, clean hardware 
stock in live, up-to- date town or 
city. No objection to stock of imple- 
ments or tin shop in connection. 
Give full particulars as to price, lo- 
cality, etc., at once. “Q. T.,” care 
Harpware AcE, New York. 





LUNG TROUBLE and ASTHMA 
SUFFERERS, ATTENTION! 
ALFALFA and FRUIT FARM for 
SALE or TRADE; 160 acres Al irri- 
gated farm, paid up water right, 2% 
miles from Aztec, N. |] County 
seat and railroad point. Finest land 
in New Mexico. Banner fruit county 
in State. Price $8,000—one-half 
cash and balance long time. Will 
trade for good hardware, grocery or 
general merchandise store. Write 
for particulars to P. O. 45, Aztec, 
New Mexico. 
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W hat 
Can You 
Offer to 
Our 
18,000 
Weekly 
Readers ? 


They are all alert 
hardware men trying 
to better themselves. 
They want more im- 
portant positions; bet- 
ter business chances 
and bigger opportuni- 
ties to make money. 


An advertisement in 


“The 


Opportunity 
Exchange” 


of HARDWARE AGE 
will bring your offer to 
their attention imme- 
diately in a forceful way. 

The cost of your adver- 
tisement may be as low 
as 50 cents. Why not 


take advantage of this re- 


Do You Want 
Real Results? 


Volume Account 


Wanted 


NE. of the strongly 
established New 
York hardware 


and cutlery houses, equip- 
ped with a high class sales 
organization covering the 
entire hardware jobbing 
trade of the United States 
and also possessing a well 
developed export depart- 
ment, is open to negotiate 
with manufacturer in 





hardware lines for the sole 


sales agency of his prod- 
uct. Product must be of 
standard quality and of 
large volume for direct 
factory shipments. Will 
finance accounts. 


Address No. 4415 











Do You Use 


The 


“DELTA” 
Mill File 


If not—why not? 


It has clean, 
strong, sharp 
teeth, and is far 
beyond compar- 
ison for long 
and reliable 
service. 


With this file 
in your shop you 
will not only 
minimize your 
file expense — 
you will in- 
crease the qual- 
ity and quantity 
of your output. 


Even if the 
file you are now 
using is giving 
satisfaction, you 
will do yourself 
justice by test- 
ing the Delta 
Mill File. 


Get one from 
your nearest 
dealer, and if 
you find that it 
is not as we 
claim, you will 
get your money 
back, tf your 
dealer does not 
handle it, write 
us direct. 


The only line 
of files from 3 
in. to 24 in. that 


lutely of Cru- 
clble Steel. 





This Mark Is 
Your Pro- 
tection 


Every file bear- 
ing this mark is 


K 
service behind it. 
Specify the 
“Delta” when 


Placingg your 
next order, 


Delta File 











Works 
Philadelphia, Pa. 


Chicago Office: 
62 E. Lake Street 


New York Office: 
260 West Street 


t markably low rate by 





sending in your adver- 
tisement now for the next 
issue — HARDWARE/F]T A RDWARE AGE) 
AGE, 239 West 39th St., 
New York City. 











NEW YORK 
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An exact duplicate of the ad below appears in the May 6th 


Hardware Dealers I and 13th issues of ‘American Machinist.”” Tear off here and 


paste on your window with a display of Starrett Tools. 

















BY INVITATION 
MEMBER OF 





. 
NEW YORK Vv Sa. 














Starrett Combination Set 


A Starrett Combination Set is a complete instrument based on the 
original combination square invented and patented by L.S. Starrett. It 
combines on one grooved blade or rule three sliding heads as follows: A 
square, a protractor, and a center head, 


Where Used 


The tool may be used with any of 
these heads singly or in combination. It 
is useful in laying out all kinds of work, 
especially jigs, dies, etc., and in testing 
progress as work is done. There is a 
spirit level in the head of the square and 
also a scriber for laying out work. 





Quality of Graduations 








The blades of Starrett Combination 
Sets are graduated by the special Star- 
rett process, which insures cleaner, 
sharper, finer graduations than is possi- 
ble with any other method. 


Two Styles 


These Combination Sets are made 
with cast iron heads or drop forged 
heads, as preferred. The drop forged 
head is hardened and is more durable, 
but is also more expensive. The gradua- 
tions on the blade are metric or English, 
as preferred. 


Sizes 





The tool is made in the following 
sizes: 9”, 12”, 18” and 24”, with prices 
from $3.75 to $6.75, depending on size 
and style. 


Send for free catalog No. 20A 


The L. S. Starrett Co., Athol, Mass. 


World’s Greatest Toolmakers 


New York London Chicago 


Starrett Tools 


42-450 


Ihe Standard Instruments of Precision 
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Goods With a Punch 





Home Goods—has the proper 

variety, gives them the right dis- 
play and uses plenty of price tickets—is 
the hardware retailer who makes the 
most profit. 


oh: hardware retailer who features 


@ Our June catalogue— America’s Price 
Maker in General Merchandise — has 


an interesting story to tell about Home 


Goods. 


@ Its prices are RIGH I —tts prices are 
RIGHT! 


@ Unless you get this book and compare 
its prices, you won't know what Home 
Goods can be bought for right prices. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 
New York Chicago St.Louis Minneapolis Dallas 
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